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BENTLEY BEAR IS LOOSE IN THE STREETS! 
ee i, 
“ae meme: 


Official Coin-Operated Video 
Games of the 1984 Olympics 


And he’s got what it takes to attract 
players into any location. 

Bentley Bear is gathering a wide 
player base (both guys and gals) as 
he scurries along the super 3-D 
playfields of our new CRYSTAL 
CASTLES video. Most important, 
he's producing dazzling collections 
week after week. 

What makes Crystal Castles 
gr-r-reat for street locations? 

It's called charisma! Character ap- 


peal that's undeniable. There's also 
great depth of play created by multi- 
ple challenge levels that keeps 
bringing them back for more. And 
first-time players are finding it just as 
easy to pick up the game 
play as it is for Bentley 
Bear to pick up the gems. 

Take it from Bentley 
Bear. He'll lead you on 
the path to gleaming 
new profits. 
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Twice a Month Publication for the Coin Operated Entertainment Industry 
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CO NTE NTS / veieme 9, Number 20/November 1, 1983 
FEATURES 
Subscribers’ Poll Findings, Part | 40 


Here is the latest information on the state of the coin-op industry. Several areas are 
covered: gross weekly earnings, number of games on location, types of games on 
location, the number of street and arcade locations, and more. For quick reference, 
charts and graphs illustrate poll results. 


Operators Speak Out 56 


Operators finally get a chance to tell manufacturers and distributors how they feel 
about the industry. Who and what is causing problems in the coin-op business? 
Operators give their opinions. 


Coinman 686 
Joe Peters, of Big State Supply Co. and Wildcat Chemical Co., gives some controversial 


and perceptive opinions on the state of the industry and on other more volatile topics 
like home video systems and laser disc games. 
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602-840-7100 


CAKES 


Pattie Cakes Is just one 
of our new line of kiddy 
games. Like our famous 
Whac-A-Mole, our new 
kiddy games are 
tremendously popular, 
highly profitable, and 
very dependable. Call 
us and let us tell you 
more about our entire 
line of successful 
games. 


Ask about our 
distributor discount. 
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~CINEMATRONICS 
“‘Dragon’s Lair’ 


Guaranteed Immediate Delivery! 


ATARI 
Millipede (new)................ $1895 
Millipede (ct) ...............05. 1695 
Xevious (New).............2 eee 1395 
Arabian (new) ................. 995 
Centipede (used)............... 1295 
Centipede (cabaret) ............ 1195 
PSIGTOIGS <2 5 acu ee eee ae 150 
Dig Dug (new)................4. 1095 
Dig Dug (used cabaret) ......... 995 
Star Wars (mew) ............... call 
Star Wars (cockpit new)........ call 
Pole Position (new)............ call 
Pole Position (cockpit new) .... call 
CINEMATRONICS 
Cosmic Chasm (new) ........... $1795 
CENTURI 
Munchmobile (new)............ $ 995 
CIV EUSS: (NOW ) ind ¢ catih ote eed wae dia 1595 
ICE 
Chexx Hockey (used)........... $1995 
BALLY 
Baby Pac-Man (used) ........... $1695 
Ms. Pac-Man (used) ............ 1895 
Ms. Pac-Man (mini) ............ 1695 
Gala@a (USEG) acca niereennawee ds 1895 
Galaga (QR xcs te cer aavens osc 1695 
Super Pac-Man (used) .......... 1295 
Pac-Man (used) ................ 1095 
Pac-Man (ct used).............. 1195 
BurgerTime (used) ............. 1295 
MADDY (NEW). «:c01 savae neon ss 199 
Mappy (ct new) ................ 1495 


BALLY 
Domino Man (new) ............ 895 
Domino Man (ct new).......... 895 
Kosmic Krooz’r (new) .......... 1295 
NINTENDO 
Donkey Kong (used) ........... $ 795 
Donkey Kong (used cabaret) .... 795 
Donkey Kong (used cockpit) .... 895 
Donkey Kong Junior ........... 795 
Donkey Kong Junior (mini) ..... 795 
Donkey Kong Junior (cockpit)... 895 
Mario Bros. (new) .............. 1295 
Mario Bros. conversion kit ..... call 
SEGA 
Congo Bongo (new)............ $1595 
Star Trek (used cockpit)......... 1895 
Championship Baseball (new) ... 2295 
WILLIAMS 
NONTS Uacack eas ea ed eo ia $1395 


If you don’t see it, call: 


CENTRAL DISTRIBUTING COMPANY 


3814 Farnam Street, Omaha, Nebraska 68131 


402/553-5300 


UP FRONT 


The Industry 
Must Recapture Players’ Interest 


OOOO OCOOCOOOCOOCOCOOOOOOOCOCOCOOCCOOOCOCOOOCOCOOCOOOO 


Like the yo-yo depicted on this issue’s cover, every 
industry has its ups and downs. In 1983, the coin-oper- 
ated entertainment industry, which once considered 
itself recession-proof, proved to be no exception. 

The figures are in from Play Meter’s 1983 Annual 
Subscribers’ Poll, and the results are hardly surprising. 
It has previously been a pleasure to present the Annual 
Subscribers’ Poll results in our State of the Industry 
issue. But, for the first time, the task of reporting our 
findings is one of pain rather than pleasure. As every- 
one suspected, 1983 hit hard at all industry levels. 

Average weekly collections at the operator level 
plummeted nearly 30 percent. Consequently, some 
2,000 operators went out of business last year. 
Although there were just as many or more machines 
and locations this year as last year, just one thing was 
missing—about 2.5 billion dollars. That’s a total of 10 
billion quarters that found their way to other forms of 
entertainment. 

As operators’ collections fell, new equipment sales 
decreased by 43 percent, forcing a number of manu- 
facturers out of the industry. 

Distributors, reliant on new manufactured pro- 
duct, found operators staying away in droves. 

Had those 10 billion quarters found their way back 
into the cash cans of our nation’s operators, enough 
money would have been available to purchase as many 
Or more new games than last year. But that didn’t 
happen, and as a result, the whole industry suffered. 

During this industry’s pre-video years, the meat of 
an Operator's route was in bars, truck stops, taverns, 
and restaurants. His target audience consisted of blue 
collar workers and college students. The video game, 
however, changed all that and brought with it a new 
audience—the teenage, or young adult, population. 
The whole marketplace shifted its attention to this new 
generation of quarter bearers. All those young people 


with all those quarters to spend was a temptation no 
one could resist. 

In the short run, things turned out better than 
anyone ever dreamed possible. Arcades sprang up 
everywhere, and new equipment sales as well as 
earnings and profits at all industry levels soared to an 
all time high. But in the long run, we found ourselves at 
the mercy and whim of the young adult market, not to 
mention the regulatory and legislative problems that 
this new market brought along with it. 

It is abundantly clear that the games released this 
year failed to retain this industry’s share of the young 
adult market. Young people today are quite likely 
more fickle, discriminating, and sophisticated than 
ever. If this industry is to recapture its share of this 
market, it must make every effort to present the 
younger generation with games that are more daz- 
zling, exciting, realistic, and challenging than ever. 

As it is now, home video games have all but closed 
the gap that once existed between the coin-op and 
home games. You can now play BurgerTime on your 
home TV set although the coin-op game was released 
less than 12 months ago. If the manufacturers fail to 
reinterest the young adult market, our Subscribers’ Poll 
findings may be worse next year. 

So, operators would be wise to turn back more of 
their attention to the adult market where a pool table, a 
jukebox, and maybe even a pinball can be churning 
out steady income on equipment that doesn’t need to 
be replaced every six months. A lot more money can be 
made in the adult market than is being made now—all 
we have to do is go after it harder than ever. 

In essence, this industry must make every effort to 
regain its share of both the young adult market and the 
adult market. If it succeeds, the good times will indeed 
be back. But if it fails, the future of this industry is 
uncertain. Let’s hope we can pull it off together. 


© OC OOOSOOCOCOCOCOSCOOOOCOOCOCOOOOOOCOOOOOOCOOOOOOOD 


fo Ralph C. Lally 
Editor and Publisher 
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California tax 


For your information, I enclose a 
copy of the letter I recently received 
from California State Senator Kenneth 
L. Maddy regarding efforts to tax 
coin-operated amusement devices. 
The results of all our efforts, as you 
can see, turned out to be favorable for 
the industry, for the time being. (Play 
Meter, August I, p. 22) 

Harold I. Gould 
Gould & Merritt Law Offices 
Los Angeles, California 


Thank you for your correspon- 
dence in opposition to AB 1428 (W. 
Brown) legislation eliminating spec- 
ified sales tax exemptions. 

With the budget process now 
basically completed, it appears the 
current provisions in AB 1428 may 
not be necessary in order to meet the 
state’s current fiscal crisis. However, 
several of its provisions were ulti- 
mately placed into AB 223, the 
budget trailer bill. You'll be pleased 
to know any effort to tax coin- 
operated amusement games was not 
included. 

When we reconvene in August, 
AB 1428 will be entirely amended. 
The measure will become the vehicle 
to address problems of local govern- 
ment. 

Kenneth L. Maddy 
Senator 
14th District 


Scrubbing bubbles 


Nothing heavy this time—yjust a 
little household hint that has taken the 
horror out of cleaning equipment—in 
our shop, only “horror” could describe 
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it. I'd like to pass it on to those who 
may not know about it. 

It’s an instant cleaner. It sprays on 
like shaving cream. It’s available in all 
supermarkets. The can reads “Dow 
Bathroom Cleaner,” but we call it 
“Scrubbing Bubbles” (written in small 
print on the can). 

It was passed on to us by Jim 
Stewart of Rowe Albany. He took the 
whole basket mechanism out of an 
AMI and sprayed it. The nicotine and 
grime was in a small puddle on the 
cement floor, and the mechanism 


shone. We do the same with cigarette 

machines etc. It won’t scratch plastic 
and 1s actually good for hands. 

Don’t try it on a delicate paint job— 

like the painted side of an alley back- 

glass—we learned from personal] 

experience. Our crew got carried away 

and forgot there is such a thing as 

water. 

Millie McCarthy 

President 

New York State Coin 

Machine Association 

Hurleyville, New York 


Audio Visual 
Amusements 


Offering the finest 


new and used 
equipment 


REPRESENTING LEADING FACTORIES 
@ SALES, PARTS, SERVICE e 


ARCADE PLANNING 
SPECIALISTS 


Every new and used video 
in stock at all times 


YOU'VE TRIED THE REST, 
NOW TRY THE BEST 


WE’RE EAGER TO SERVE 


1809 Olive Street 
St. Louts, Missour! 63103 


(314) 421-5100 


For further information, call Pete Entringer 
(collect) 
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Harry Williams put electricity into the pinball machine, invented the “tilt” mechanism, 
and developed many more innovations for pinballs. 


— Photo courtesy of “Pinball!” by Roger Sharpe. 
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COIN-OP PIONEER 


Harry Williams dies after long illness 


arry Williams, the father of 
H the electronic coin game, has 

died. After years of battling 
lung cancer, Williams died Sunday 
evening, September 11, in Palm 
Springs, California. 

Williams was active in the industry 
until his final days. Despite his long 
battle with cancer, he continued to 
make frequent trips to Chicago to 
share engineering and conceptual 
ideas with Stern Electronics. 

Williams became involved in the 
games industry in 1929 after gradu- 
ating from Stanford University with a 
degree in engineering. He moved to 
Chicago in 1936 and subsequently 
worked for Rock-Ola, Exhibit, and 
Bally. 

He founded his first company, 
United Manufacturing, in 1941 with 
Lyn Durant. In 1943 he left United and 
opened Williams Manufacturing. 
Since it was wartime, it was hard to 
obtain materials for new games. So the 
company reconditioned old games 
using recycled materials. 

In 1946, Sam Stern joined Williams 
as a partner. Stern bought Williams 
out in 1959. 

Williams was reunited with Sam 
Stern in 1979, when Williams began 
consulting for Stern Electronics. 


Old, but young 

“He was looked upon as the old 
master whose activity kept him 
young,” said Gary Stern, president of 
the Chicago manufacturing company 
founded by his father. 

Williams was the first to put elec- 
tricity into the pinball machine, a feat 
he accomplished in 1933 when he used 
three batteries to power a “contact 
hole,” the predecessor of the kick-out 
hole. (Play Meter, February 1979, p. 
27) The resultant game, Contact, 
manufactured by Pacific Amusements 
Company, was also the first machine, 
with sound, a door bell chime attached 
to the contact hole. Contact changed 
pinball history and was only the 
second game designed by Williams. 
His first effort was Advance. 
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By Mike Shaw 


Williams was also the inventor of 
the “tilt” mechanism. The first was the 
pedestal tilt appearing on Signal by 
Bally in 1934. 

The pedestal tilt had a little ball 
resting on top of a pedestal set under- 
neath the glass ina hollow. Too much 
knocking on the machine caused the 
ball to fall from the pedestal. 

The following year, Williams 
invented the pendulum tilt. A weight 
hung from a free swinging chain sus- 
pended in the middle of a metal ring. If 
the machine was moved, the weight 
would swing hitting the side of the ring 
completing an electrical circuit. 

This pendulum tilt, improved by 
replacing the chain with a thin rod 
with a hook on it and adding electrical 
circuits to light the word “tilt,” is 
basically the same system still in use 
today. 


Play Meter interview 

Williams talked with Play Meter in 
July 1975 about his first electronic 
pinball and tilt inventions. 

“Before Contact,” he explained, 
“the ball didn’t do anything other than 
hit nails and fall into holes, and I 
wanted to see that ball motivated. The 
kickout hole was the first motivation 
of the ball on the table. Then that 
started a whole string of action play- 
fields. 

“Then I came up with the tilt.” 

Williams’ device to keep players 
from abusing the machines for extra 
points was originally called a “stool 
pigeon.” Williams didn’t like the name 
and after hearing a frustrated player 
moan, “Damn! I tilted it,” changed the 
name to tilt. 

Williams might also have led the 
industry into solid-state games, as he 
explained to Play Meter during that 
1975 interview. 

“| started a solid-state game 21 years 
ago. Actually, it wasn’t solid-state; it 
was big transistors. I hired a special 
group of engineers for that project to 
see what it could do because I could 
foresee the day when we would get rid 
of all that big hardware in the games— 


relay banks and all that stuff—and go 
into solid-state.” 

Williams was also responsible for 
the free play innovation, an attempt to 
offer a reward not redeemable for 
cash. Williams felt that pinball was 
getting too much like gambling with 
prizes, money, and redeemable chips. 
Bill Belluh, a 16-year-old working for 
Williams at the time, started working 
on the problem at Williams’ request. 
Belluh came up with the first auto- 
matic replay mechanism. 


Landmark case 

Williams’ expertise led to his testi- 
fying in a landmark case in California 
in 1972 which produced a ruling that 
pinball was a game of skill, not of 
chance, and legal to operate. Pinball 
had been outlawed in Los Angeles in 
1939. 

Williams took the stand for three 
weeks. The judge was an avid billiards 
player, and Williams often compared 
the two—pinball and pool—and the 
skill involved in making shots. 


“We went through practically every 
game that has ever been built and went 
into detail. Whenever the prosecuting 
attorney would object, the judge 
would sit him down and remind him 
that he wasn’t the authority. ‘Mr. Wil- 
liams is the authority.’ I knew if I was 
honest with the judge, his fairminded- 
ness and intense desire to learn all there 
was to know about the machine would 
help us win him over.” 


Williams was cremated after a 
private ceremony in Santa Monica, 
California. His widow, Wanda Wil- 
liams, requests memorium donations 
be made in the form of contributions 
to the Felician Convent, an orphanage 
in Warsaw, Poland. 


International money orders made 
out to the Felician Convent should be 
mailed to: Wanda Williams, 1003 
Twin Palms Drive, Palm Springs, 
California 92262. 

Mrs. Williams will travel to the 
convent to make the donations in 
memory of her husband. * 
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Cinematronics Plans 
for AOE ’84 


AOE ’83 was a tremendous success 
for many companies—including Cine- 
matronics. It was the first industry- 
wide showing of the El Cajon, Califor- 
nia, manufacturer’s laser disc video, 
Dragon's Lair. 

But Dragon’s Lair’s success in 1983 
is not Cinematronics only reason for 
planning to exhibit at AOE ’84. The 
company has exhibited at every AOE 
since the show’s inception in 1980 and 
is getting ready for the fifth annual 
event. 

Jim Pierce, president of Cinema- 
tronics, cites two reasons for the com- 
pany exhibiting at AOE 84, March 9- 
11, at the O’Hare Expo Center in 
Chicago. “The AOE Show is at the 
right time. It’s well-run—there are no 
hassles with it. It’s a good show.” 

Pierce not only believes the AOE is 
well-organized—he recognizes that 
spring is a prime buying time. “Spring 
is the buying season,” he said. “That’s 
when the bulk of the business takes 
place.” 


The AOE also gains manufacturers’ 


attention because it draws a large 
operator turnout. Total attendance at 
AOE ’82 was 6,500. Attendance 
increased significantly in 1983 to 
8,500. 

Pierce is looking forward to the 
AOE for other reasons as well. He 
believes the industry has experienced 
the worst of its depression. “Some 
things are happening right now,” he 
explained. “For the first time in a year 


By Laura Braddock 


Dragon’s Lair: 
Cinematronics’ 1983 hit game. 


and a half or two years, operators are 
starting to see profits.” And he believes 
Dragon’s Lair has contributed to the 
industry’s upswing. 


Technological revolution 
The video disc, Pierce feels, 1s 


ushering the coin-op industry into a 
technological revolution. He points 
out that Dragon’s Lair has proven that 
laser disc products can be successful 
and has shown that players will accept 
50-cent play. 

With this in mind, he cautioned 
operators against charging too little 
for video disc play. 

“The folks discounting eight or 10 
tokens for $1, | don’t think are earning 
enough money to be able to afford the 
new equipment,” he warned. 

With the upswing in the market, 
due in part to 50-cent play and laser 
disc technology, Pierce believes the 
successful business person will havean 
extremely good operation. And an 
operator with a successful business 
will probably have money to buy 
equipment at AOE °84. 

What does the company president 
advise operators to buy? “If I were an 
operator, I wouldn’t buy anything 
except a proven laser disc product. | 
wouldn’t buy a regular video. I don't 
think the income is going to be there 
for regular games anymore.” 

Pierce believes operators will havea 
variety of laser disc games to choose 
from at AOE’84. And he feels a variety 
of product will benefit the entire indus- 
try: “It will please me to see everyone 
else go to the laser disc because that 
will mean a lot of profits for operators, 
lots of business for distributors, and, 
consequently, lots of business for 
manufacturers.” e 
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game 
your investment 


price, Bally Midway has designed 
A new research program with over 


Enter Bally Midway's New Discs of Tron environmental game and experience the 
16 weeks of field testing has proven Discs of Tron’s top-of-the-list consistency. 


three dimensional world of profitability. From its cabinet and controls to its 


play, Discs of Tron is a masterpiece of engineering. But because 


requires more than a great package at a great 


Discs of Tron with long run earnings in mind. 


Jf 
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(Silly MID 


We'd like to prove it in the toughest location—yours! Sample Discs of Tron at your 
Bally Midway Distributor. You may be surprised but you won't be disappointed. 
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TOP VIDEOS NOVELTIES (non-videos) 
Arcade Locations Arcade & Street Locations 
Fourteen of 34 videos (41%) with aresponse rate over Eighteen of 34 novelties (63%) with a response rate 
10 percent have above average performances. over 10 percent have above average performances. 
Rating Rating 
Nov. 3} 3:Oct 1S:: Oct:'1 Nov. 2 “Oet 15: Oct 
* 1. Dragon's Lair/ 1. High Ball/Meltec......... 100.0 — 100.0 
CinemcairOnics: 6.66. 3: 100.0 100.0 100.0 * 2. Mini Skee-Ball/Skee-Ball . 95.2 80.4 75.0 
*«: 2. Star Wars/Atanl.. 565.5... 80.5 84.9 86.1 * 3. Boom Ball/Meltec........ 88.8 _ 75.0 
3. Pole Position/Atari....... 72.3 76.5 77.1 * 4. Mr. Muscle/Zamperla .... 888 _ _ 
4. Q*Bert/Mylstar........... §5:7 55:5 53.5 5. Whac-A-Mole/ 
* 5. Gyruss/Centuri........... 55.1 — 58.2 Bob’s Space Racers....... 78.7 _ 70.3 
x 6. Star Trek/Sega ........... 54.8 63.9 69.2 * 6. Shoot-Away/Namco Am... 75.0 90.5 — 
* 7. Mario Bros./Nintendo .... 53.4 $3.7 58.5 7. Skee-Ball/Skee-Ball ...... 729 100.0 69.4 
* 8 Time Pilot/Centuri........ 50.9 = 51.6 * 8 Ninja Gun/Am. Arcade... 72.2 _ _ 
L-9. Front Line/T alto... 6.3... 50.4 52.8 54.8 * 9. Happy Feet/Norton....... 71.4 _ _ 
| * 10. Xevious/Atari............ 48.4 52.6 54.8 * 10. Superball/Superball...... 66.6 91.9 = 
PE MCNORS NICE es okince sow 66.1 73.9 69.1 
Provisionally Rated Videos 12. Happy Hammer/Norton... 62.9 _ — 
Rating 
Provisional Ratings Nov.1 Oct.15 Oct.1 Provisionally Rated Novelties 
Crystal Castles/Atari......... 60.6 65.4 68.3 
Champion Baseball/Sega.... 60.3 68.2 67.8 Rating 
Mri Miy starr aes Sie eke 58.8 66.6 73.3 Provisional Ratings Nov. 1 © Oct: 15: Oct..:1 
Motorcross USA/Williams.... 52.3 - — Punchball/Zamperla ........ 91.6 63.2 _ 
Soccer Football/Zamperla... 91.6 80.4 — 
Seven Pin/Skee-Ball ......... 86.6 68.9 = 
TOP VIDEOS Aqua Blaster/Skee-Ball ...... 83.3 - = 
Street Locations Main Event/Destron.......... 66.6 ~ - 
Space Ranger/ 
Thirteen of 30 videos (45%) with aresponse rate over Alter Enterprises........... 66.6 = = 
10 percent have above average performances. 
: Rating TOP PINBALLS 
| Nov.1 Oct.15 Oct. 1 Arcade & Street Locations 
1. Pole Position/Atari ........ 100.0 91.0 100.0 
| a Meee oro nae oe. ae oe aes Eight of 14 pinballs (57%) with a response rate over 
; : ar1o DIOS. miendado....:.. : : 5 
4 Tinie icvcaunin: 73,7 Bas 70.4 10 percent have above average performances. 
5 Galaga Bally 6°... 3. oe 71.0 60.6 68.0 Ratin 
| * 6 Q’Bert/Mylstar............. 706 630 695 g 
| * 7. Sinistar/Williams .......... 696 634 76.4 Nov.1 Oct.15 Oct. 1 
_ * 8 Millipede/Atari ............ 68.8 65.3 a * 1. Super Orbit/Gottlieb...... 100.0 86.7 84.4 
* 2. Amazon Hunt/Gottlieb ... 97.4 83.3 106.6 
Provisionally Rated Videos * 3. Q*bert’s Quest/Gottlieb... 95.6 100.0 82.3 
4. Royal Flush Deluxe/ 
| Rating GOUMeDe ih tye. ccye te 945. - 763 880 
Provisional Ratings Nov.1 Oct.15 Oct.1 ee : ete a eal cae hee ps He ss 
; 5, ea Pt ae 
Dragon's Lair/Cinematronics 152.9 134.4 144.6 * 7. Striker/Gottlieb 87.1 Se 80.0 
i Star Wars /MGTE 5.5 2h5 oh. 106.7 100.0 1085 +6 Time Fontasy/Williams «668 a 
_ Champion Baseball/Sega.... 86.4 79.8 94.7 oie 
| Xevious/Atari....... Bras iy De 75:3 ~ 72.0 
stor TYeK/S6GG io. ons 74.0 66.9 82.7 


Provisionally rated games in each category are 
above average performing games with a response 


* Conditionally Rated—Weekly average rate between 10-25 percent 


based on less than 50% response rate. 
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SPECIAL FEATURES 


ONE OR TWO PLAYER CAPABILITY 

4 CATEGORIES AND 3 DIFFICULTY LEVELS 
FULL COLOR VIDEO AND GRAPHICS 
VANITY MODE 


ELEGANTE 


too frequently? 


a 


location for years! 


Also available FAX upright 


e NEW QUESTION/ANSWER PCB AVAILABLE 
e HARDWOOD CABINET 
@ FOREIGN LANGUAGES AVAILABLE 


EXIDY 390 JAVA DRIVE, SUNNYVALE, CALIFORNIA 94089 (408) 734-9410 TELEX 357-499 


Exidy Ireland Ltd. Gortlandroe Industrial Estate, Unit 8, Nenagh, County Tipperary, Ireland 067-34555 TELEX 70009 


° 


o 


e Are these words missing from your locations vocabulary? 


e Are you having to move “HOT” games to lesser locations 


e Are you tired of “FLASH IN THE PAN” games at your 
location? 


: to operators FLAT 
EARNINGS” with FAX™... it'll stick like glue to your 


©1983 Exidy, Inc. 


AMERICA’S LEADER 


If it’s new and money making, | We maintain the largest 
Kiddie Rides U.S.A. has it inventory of the latest, best 
and has it FIRST. We represent money making rides in the 
the leading U.S. and European marketplace. Our selection is 
ride manufacturers. FIRST with unparalleled in the industry. 
hydraulics, and consistently — Immediate delivery on 

FIRST in the Children's most rides. 

Amusement Industry. 


fen 


WATCH YOUR PROFITS. 


a 8 | 
y Mini Ferris Wheel 


KIDDIE RIDES USA. 


11 years in the Children's 
Amusement Industry. 


Best in service. Largest parts 
inventory in the business 
with 8 full time technicians to 
assist you. Call TOLL FREE 
for same day service and parts. 


We are NEVER UNDERSOLD! 
Lowest prices in the country. 
Custom design planning. 


KIDDIE RIDES USA” 


Kiddie Rides USA 
604 Main: Davenport IA 52803 
1-800-553-8000- TOLL FREE 


BY 
MIKE 
SHAW 
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PIONEER DISC 
NOT MEANT 
FOR VIDEOS 


Officials at Pioneer Video, the Long 
Beach, California, supplier of the 
video discs used in Cinematronics’ 
laser disc game Dragon's Lair, say the 
units are not designed for the “strin- 
gent” application they get in arcades. 
A new unit designed specifically for 
use in a video game will be installed in 
Dragon's Lair models beginning in 
October, according to Pioneer’s Ron 
Butler, who formulated the agreement 
with Cinematronics. 

“The use is stringent, but the units 
Should be able to hold out,” Butler told 
Play Meter. “Most of the problems the 
games are having are heat related.” 

Dragon's Lair games contdin a 
small fan to cool the disc players. But, 
according to Butler, the game cabi- 
nets need better ventilation to prevent 
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units from excess heat built up during 
the continuous use on location. He said 
Pioneer and Cinematronics have 
combined to design a new cabinet 
which is now being used to house the 
games. 


The disc player currently installed in 
each Dragon's Lair game, model PR 
7820, was designed for less than 50 
hours use per month, according to 
Pioneer Video's parts procurement 
manager, John Neilson. The players 
were to be used by American auto- 
mobile dealers to interpret informa- 
tion about new cars from video discs. 

Cinematronics declined comment 
except to emphasize that it recently 
added Pioneer-trained technicians to 
assist in solving problems associated 
with the new technology. 

Butler denied the units were de- 
signed for a maximum of 50 hours use 
per month, but did say the new units 
would be better conditioned to take 
the abuse and continuous play they 
get in arcades. The units will be less 
susceptible to heat rise, he noted. 

The new units will also offer a faster 
search, cutting down on the gaps 
between scenes in the game, Butler 
added. 

Operators having problems with 
Dragon's Lair video disc players can 
get game service by calling the 
Pioneer service department, Service 
Manager Larry Tinkler said. The toll- 
free number is 800/872-4159. Tinkler 


| said the call will be dispatched to 


a regional service outlet, which will 
contact the operator. Tinkler promised 
operators will hear from the regional 
service representative within 14 hours 
after their call to Pioneer. 

Operators buying Dragon's Lair 
games after mid-October can look for 
the new disc unit by checking the 
model number: LDV 1000. e 


BALLY HIT WITH 
ANTITRUST SUIT 


Reciting a litany of complaints over 
business tactics employed by the St. 
Louis branch of Bally Midwest Distrib- 
uting, Peter Entringer, president of 
Audio Visual Amusements, has initi- 
ated antitrust litigation against all the 
Bally amusement games divisions. 

Entringer charges Bally has used 
unfair practices to erode his business 
(also in St. Louis) with the intention of 
monopolizing coin game distribution 
in St, Louis. 

He also charges Bally's effort as just 
one in a series of efforts it is under- 
taking to gain monopolistic control 
over all levels of the coin game indus- 
try. The suit asks damages of $850,000, 
which would be trebled according to 
antitrust law. 

Entringer said St. Louis distributors 
have resented the opening of a Bally 


1S 


Midwest branch there last year as an 
intrusion on an already overcrowded 
market. He claimed Bally cut prices 
below cost in order to drive competi- 
tion out of business and “establish 
(itself) as the sole or major distributor in 
the St.Louis market area, and in other 
states as well,” according to the suit 
filed August 12 in the U‘S. District Court 
in St. Louis. 


Entringer said Bally can afford to 
“absorb the losses” associated with 
selling games below cost, but that 
local distributors in St. Louis “have to 
make a profit to stay in business.” 

The suit also claims Bally exerted 
pressure on certain unnamed manu- 
facturers to delay shipments of games 
or to halt shipment of games to AVA. 

The charges were first made by 


CONVERSION KITS | 


TWO KITS FOR THE PRICE OF ONE 


ONLY $645.00! 


Convert two games for the price of one with 


this great offer! 


Receive one Super Rider Kit, 


which has been on top of the charts, and one 


Espial Kit which is 


headed 


for the charts, for 


the low price of only $645.00 !! 


3731 E LaSalle * Phoenix. Arizona 85040 


(800) 528-1442 
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Entringer in December 1982 ina letter 
to then Bally Midwest President Jerry 
Marcus. At that time Marcus called 
Entringer a “nut,” adding that “if 
anyone's cutting prices, it’s him.” 
According to Barbara Steiner, an 
attorney with Jenner & Block who is 
handling the case for Bally, Entringer 
called Bally in December, and then 
again in April, demanding money in 
the amount requested in the suit. Bally 
refused any payments and has stead- 
fastly denied Entringer’s allegations. 
“I don't feel we are violating any 
antitrust laws,” Bally Distributing 
President Chuck Farmer said. He 
added the company did not sell 
games at lower prices in St. Louis than 
it did elsewhere and “absolutely did 
not’ make any attempts to influence 
AVA suppliers to slow or stop deliveries, 
“Bally sells games competitively,” 
Steiner said. e 


ASSOCIATES 
SHOCKED BY 
BYRD’S SUICIDE 


In an act that left family and friends 
shocked, coin industry veteran Jim 
Byrd took his own life August 18 at his 
home in Arlington, Texas. 

Byrd was recovering from an opera- 
tion to remove his gallbladder, but 
doctors sdid he was recuperating. 
There wads no evidence of complica- 
tions from the surgery nor other mala- 
dies. 

Byrd, who was employed as south- 
west regional sales manager of Penn- 
Ray, a parts and supplies firm based in 
Bensalem, Pennsylvania, was dis- 
covered by his wife about 7 that even- 
ing when she returned home from 
work. 

Byrd had contacted his office that 
morning, reportedly in good spirits. He 
had talked with some customers, he 
told his secretary, and called to turn in 
orders. He also informed her he had 
made a luncheon appointment forthe 
following Monday. 

An Arlington detective overseeing 
the case said a routine investigation 
was being conducted into an admit- 
tedly unusual means of suicide (two 
bullets in his chest) but that there was 
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Little Casmos 


“1293 


We were the first and remain the foremost manufacturer of 
countertop video card games for amusement only. We have 600 Little 
Casinos that we want you to buy. Buy the first and buy the best for the 
best price around. 600, that's all. 


The following distributors have inventory and are waiting 
for your call: 


A.M.A. Distributors Coin Machine Distributors Mas Entertainment Systems 
1711 St. Charles Avenue 425 Fairview Park Drive 484 Crosby Avenue 
New Orleans, Louisiana 70130 Elmsford, New York 10523 Burlington, Ontario, Canada L7R 2R5 
Contact: Bob Nims 914/347-3777 Contact: Shelley Duncan 
504/529-2315 416/632-4802 
Hartford, Connecticut 
Americorp Enterprises, Inc. 203/278-6626 North American Interstate 
108 Fawn Drive 3842 West 11 Mile Road 
San Antonio, Texas 78231 Baton Rouge, Louisiana Berkley, Michigan 48072 
Contact: Larry James, President 504/291-5050 Contact: Bill Mirch 


512/492-5130 313/543-1666 


Full Spectrum Marketing & Sales Corp. 


Cleveland Coin Exchange, Inc. 1730 S. Amphlett Boulevard Space Enterprises, Inc. 
17000 South Waterloo San Mateo, California 94401 7135 State Road 52, Suite 206A 

Cleveland, Ohio 44110 Contact: John Potenza Hudson, Florida 33567 
Contact: Don Singer 415/572-9222 Contact: Joe Orecchio, President 


216/692-0960 813/862-3559 


Mas Entertainment Systems 
Cleveland Coin Exchange, Inc. id 


12138 Avenue SE, Suite 7 Video Casino Systems 
15191 Telegraph Road Calgary, Alberta, Canada T2G 1W6 3228 Lorna Road 
Redford, Michigan 48239 Combaat Mike Dowling Birmingham, Alabama 35216 
Contact: Merle Stark 403/287-0208 Contact: G. W. Little or Larry Howard 
313/534-7880 


205/823-7324 


<€ 
» DIGITAL CONTROLS 


Digital Controls, Inc., 5555 Oakbrook Parkway, Suite 200, Norcross, Georgia 30093 
FCC approved 


“no reason to suspect anything but 
suicide.” 

Prior to his sales position with Penn- 
Ray, where he had served since 1975, 
Byrd had been with Wico Corporation 
for 15 years. 

Byrd, 57, was buried August 20 in his 
home town of Brownwood, Texas. @ 


JUSTICE 
DEPARTMENT 
APPROVES 
BALLY BUY 


Following a review of industry man- 
ufacturers’ market shares, the U.S. 
Department of Justice has approved 
the sale of the coin-op assets of Sega 
Enterprises to Bally Manufacturing. 
For Bally, the ruling erases the last 
impediment to completing the acqui- 
sition. 

According to a source within the 


800-227-5813 
IN CA 800-227-5814 
OR 408-625-5333 
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antitrust division of the department, 
the combined 1983 market shares of 
Bally (25 percent, according to the 
Play Meter State of the Industry Survey 
in this issue) and Sega (6 percent) are 
not “anti-competitive.” In fact, the 


source indicated, the Justice Depart- 
ment'’s study decided products, rather 
than companies, dominate the coin- 
op market. 

“Theoretically, any company with 


innovative product can gain a signifi- 
cant share of the coin-operated game 
market,” a government antitrust attor- 
ney told Play Meter. “Look at what 
Nintendo did a couple of years ago 
(with Donkey Kong).” 

The Justice Department investiga- 
tion is routine to prevent monopolies 
by mergers between or acquisitions 
by dominant firms within domestic 
industries. But Bally’s acquisition 
appears to be under particular scru- 
tiny in light of an antitrust injunction 
issued against it in 1972. The Chicago 
manufacturer was ordered to stop 
restricting the territories of its amuse- 
ment and gaming machine distribu- 
tors. 

In that case, Bally signed a “consent 
decree,” a promise to comply with the 
Justice Department order. 

The department, under orders of U.S. 
Assistant Attorney General William 
Baxter, is currently reviewing that 
case, as part of a study of all consent 
decrees, to determine if the directives 
are still “pro-competitive.” e 


‘Quality is Our 
Family Tradition’ 


HOFFMAN &y HOFFMAN 


CARMEL-BY-THE-SEA CALIFORNIA 93921-0896 
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This space-saving table-top unit is only 16” wide and has 
the lowest price tag of any casino games machine on 
the market today. Yet its ful/-co/or graphics are displayed on 
a whopping 13” monitor. Plus optional keyboard that 
allows you to custom program six advertising messages! 


Entertainment Enterprises’ Mini-Vegas contains four of 
the most popular casino games — Poker, Black Jack, Red 
Dog and Dice. And its other winning features include 
play-stimulating sound effects, competition inspiring top 
ten score board, swivel rotation, simple servicing and 

a high-security cash box system. 


What's more, there are no antes, credits or free games — 
so there’s no risk of legal complications. 


Get the small machine that can make you a big winner — 
by contacting: 


ENTERTAINMENT 
EG enterprises. LTD. 


25 Hutcheson Place, Lynbrook, New York 11563 
(516) 593-5050 « Toll Free 800-645-2162 (Outside NY) 


(Distributor inquiries invited.) 


For amusement only. Not intended for sale or use in states or municipalities where such games are prohibited by law. 


‘ASTRON BELT’ 
DELAYED 
BY SALE 


Operators who visited their distribu- 
tors showrooms in mid-September, 
expecting the first deliveries of the 


CP 


Now directly 


compatible with 
the following 


computer systems: 


OSBORNE 
OSBORNE EXECUTIVE 
XEROX 820 

KAPRO 

FRANKLIN 

APPLE Il, Il PLUS & IIE 


TRS-80 I, Il, Ill, 4, 12, 
16 and 16 bit XENIX 


For free brochure, sample printouts 


and prices call or write IMC. 


| a i Y 


laser disc video Astron Belt, found only 
that Bally Manufacturing is delaying 
delivery of the game. Bally will add its 
own touches to the game before it is 
released, possibly in mid-October, 
according to Jim Jarocki, Bally adver- 
tising and sales promotions manager. 

“The game was more like a proto- 
type compared to the way we like to 
put a game out,” Jarocki said. “Weare 


COMPUTER PROGRAM 
NOW AVAILABLE 


ON CPM 


The Operator’s Investment Analysis 
System is a proven set of computer 
programs for amusement operators. 


The system provides the finan- 


cial information needed to 
manage every machine and 
each location more profit- 
ably. It is the cost 
effective solution for 
both arcade and 
street location 


businesses. 


INNOVATIVE MANAGEMENT CONSULTANTS 
611 LaRue, San Marcos, Texas 78666 
512/396-3330 
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still looking at it, dissecting it. It will be 
modified before we make it avail- 
able.” 

Bally bought the coin-operated 
games division of Sega Enterprises 
August 25, principally to obtain rights 
to Astron Belt and future games 
developed by the firm which now will 
function as a research and develop- 
ment house (Play Meter, October 1, p. 
9). At that time, Bally Vice President 
Jerry Blumenshine told Play Meter the 
company’s first effort resulting from the 
purchase would be to get Astron Belt 
to market. 

According to Jarocki, most of the 
changes made on Astron Belt will be 
cosmetic. But Bally will also alter the 
software and improve the controls of 
the game, Jarocki added. 

Stan Riddle of the Back Porch 
arcade in Columbus, Mississippi, said 
sega had promised delivery of Astron 
Belt by the second week of Septem- 
ber. He said he had had great success 
with Cinematronics’ Dragon's Lair by 
being the first arcade in Mississippi to 
offer one, and wanted to get ahead of 
his competition by having an early 
Astron Belt. 

Riddle said he expected to pay 
about $4,800 for Astron Belt, about 
$700 more than he had paid for 
Dragon's Lair. Jarocki told Play Meter 
Bally had not priced Astron Belt yet. 

“Operators should contact a Bally 
distributor,” he advised. “We are 
getting a feel from our distributors as to 
what kind of demand exists for the 
game.” e 
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Roger Williams 
_ Mint 
TOKENS 
COST LESS 


Here’s why: 


@ We're the largest manufacturer 
of tokens in the country. 

@ You buy direct. 
There’s no middleman. 


@ Immediate, same-day shipment on stock tokens and accessory items. 
© Wide array of all necessary signs and stickers. 
@ Token mechs. (metal and plastic) @ Cradles and cradle kits 
© Expert technical advice and assistance. 
@ Professional artwork and design service at NO CHARGE. 


MasterCard/Visa accepted. 


#)¥ Roger Williams Mint" 


Northwest Industrial Park, 79 Walton St., Attleboro, MA 02703 
617-226-3310 


¢ BALL BEARING & ROLLER 

ACTION 

f° PLASTIC KNOB PERMANENTLY 

ATTACHED TO THE SHAFT 

e CAN BE CHANGED FROM 
4-WAY TO 8-WAY IN SECONDS 

¢ FACTORY ADJUSTED 
EXTREMELY ACCURATE 

e HEAVY DUTY LEAF SWITCHES 
WITH GOLD FLASHED 
CONTACT POINTS 

¢ HARDENED STEEL, IT WILL 
OUTLAST ANY JOYSTICK ON 
THE MARKET 


We know that once you have tned 
our joystick, you will go nuts over it. 
So we would like to make you an 
offer that you can't refuse. 

Simply, buy one, at our regular price 
and get the second one absolutely free. 


‘Monroe Electronics Co. 
355 DENTON AVE.. NEW HYDE PARK, N.Y. 11040 


PLEASE RUSH ME 516-248-8911 
= MONROE DELUXE JOYSTICK AT $29.95 
____ SECOND ONE FREE 2-4-8 WAY 


MONROE REGULAR JOYSTICK AT $15.95 
______ SECOND ONE FREE 2-4-8 WAY 


SEND TO: 


NAME OR 
COMPANY 


ADDRESS 


TEL. 


PSENDC.0.D. (J CHECK ENCLOSED LJ 
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LDCS REACHES 
AGREEMENT 
WITH INDUSTRY 
VETERANS 


stern Electronics and Tom Struhs of 
Tago Electronics have reached sepa- 
rate agreements with Laser Disc Com- 
puter Systems, a developer of video 
games with a double disc system. 

stern will manufacture and market 
the system heralded for its “seamless 
picture.” Struhs, while maintaining 
Tago, a conversion producer based in 
Dallas, will serve as vice president of 
financing for LDCS. 

LDCS, a new entry in the coin-op 
industry, claims its games, which will 
contain a system including two video 
discs, will have advantages over single 
disc models. LDCS claims the games 
will offer more scenes and more 
choices, as well as uninterrupted 
game flow. 

The association for Struhs comes at a 
time when Tago is confronting serious 
financial difficulties. According to 
struhs, Tago has been unable to col- 
lect receivables from distributors in the 
amount of a half million dollars, 
mainly for Zoar conversion kits shipped 
in the late spring and early summer. 
some of those kits have been sold, 
Struhs said, while others remain in 
distributors’ inventories. 

In the meantime, Tago has relin- 
quished half its plant and most of its 
staff. “We are servicing warranties, 
and we intend to stay in business,” he 
said. Struhs noted the association with 


LDCS will benefit Tago when it begins 
producing laser disc conversion kits 
based on software developed by the 
Boston firm. He said Tago should be 
producing laser disc conversions by 
December or January. 

One of Struhs’ first moves with LDCS 
was to help it arrange an agreement 
with Stern Electronics to make and sell 
its first double disc game. LDCS Presi- 
dent Bob Walker has called upon his 
talents as a promoter—he has served 
as lecture agent for such notables as 
Ronald Reagan, Ralph Nader, and 
Julian Bond—to put his company in 
the coin-op industry limelight even 
before he has shown it his first product. 
He told Play Meter he is anxious to 
have Stern market his games because 
the Chicago manufacturer “needed 
this kind of technology to make a mark 
for itself again.” 

Stern will introduce the first LDCS 
double disc video in its booth during 
the upcoming Amusement and Music 
Operators Association exposition in 
New Orleans. e 


VIDEO 
TECHNICIAN 
STEALS GAMES 


At least eight angry operators and 
the Suffolk and Nassau County police 
are scouring New York City for avideo 
game repair specialist who vacated 
his business premises in late August, 
making off with at least 35 video 
games and leaving a score of unpaid 
debts for a combined value of about 
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Mr Do returns with an all new adventure . 


Prelit ele 
from ae af Rone 
the company who brings you“hit kits.’ 


3250 Victor Street * Santa Clara, CA95050 « Telephone: 408 — 727-4591 ¢ Toll Free Service: 8300—538-7548 © TLX: 172 247 
©1983 Universal USA, inc. 


PLAYER 


You create if... 


We know that keeping players interested is what keeps you in business. 
That’s why we offer a tremendous variety of quality equipment and 
always-something-new games that give players what they want and that 
keep them coming back to you again and again. It’s the excitement of 
new amusement experiences they seek ... and find with Williams 
games. And where they find them is where they play and stay. 


: § 
© 1983, WILLIAMS ELECTRONICS, INC. is 


SATISFACTION 


A better way to go. 


Take it for a test drive, in cockpit or upright, 
at AMOA Booth 619. 


TAITO AMERICA CORPORATION 


©1983 TAITO AMERICA CORPORATION, ALL RIGHTS RESERVED 


$90,000. 

Joe Ciappina, doing business as 
Dalotek, absconded with video games 
New York operators had left at the 
Garden City shop for repair or forsale 
on consignment. 

Although some reports have Ciap- 
pina in Italy, itisgenerally believed he 
is hiding in New York City, still operat- 
ing a small game route. 

One of the people most concerned 
with Ciappina’s absence is his land- 
lord, Luke Irace. 

“I'm holding bad checks for $8,600,’ 
he complained. ‘Plus, he stripped the 
building of an alarm system I haven't 
even paid for yet.” 


Crown Vending’s Steve Hochman 
was the most vocal of the operators 
who had video games at Dalotek. He 
Claims to have lost about 30 games in 
the caper. 

“I was there today,” Hochman said 
september 16, “and the place was an 
absolute mess, with PC boards and 
headers thrown everywhere. He took 
anything that was worth anything with 
him. I told the landlord to junk every- 
thing that was left there.” e 


CHICAGO OPS 
FACE MORE 
TAXES 


A. Cook County Board member has 
proposed a tax that could drive the 
few arcades that exist in Chicago out 
of business. 

Commissioner Daniel P. O’Brien 
asked the board August | to approve 
a S50 per machine tax as well as a 
$1,000 license for arcades, defined by 
the city as establishments with six or 
more games. Chicago operators 
already pay $75 per game to the city 
and $10 to the state annually. Addi- 
tionally, arcade operators pay the city 
a $500 licensing fee. 

The tax is evidence local politicians 
In Chicago don’t understand the 
nature of the coin game industry, 
according to Kem Thom, president of 
the Illinois Coin Machine Operators 
Association. “They fail to realize the 
taxes can't be passed on,” Thom said. 

O'Brien said the tax would raise 
between S4 million and $7 million 
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from an estimated 80,000 games on 
location in Cook County.He proposed 
operators recover the tax from their 
customers by shortening the length of 
play on the games. 

O’Brien offered to compromise his 
“innocent sin’ tax to operators by 
legalizing pinball games currently 
illegal in unincorporated areas of 
Cook County. 

According to Thom, there are less 
than 20 licensed arcades in Chicago, 
and there “never were more than 25,” 


3607 CHURCH ST. CINCINNATI, 


\ Van LOCK F 


he noted. “The city’s aldermen just 
don't want them. They have managed 
stringent zoning restrictions to keep 
them out.” 

If the county tax issue passes, there 
may be fewer than 18 arcades. “This is 
going to put a lot of arcades out of 
business,” the manger of a Loop 
arcade said. 

“It would probably drive some ofthe 
smaller arcades right out of business,”’ 
agreed a Bally Aladdin's Castle exe- 
cutive who said the proposal “‘stinks.”’ 


OHIO 45244 TEL: ee 5961-9692 
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Give Van Lock a call. We have complete 
security systems that are built for 
maximum protection. A sufficient stock of 
locks, keys, hardware and spare parts is 
maintained for immediate shipment. 
Phone orders are accepted 24 hours a day. 
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Stiaeie, 


GREEN DUCK CORP. 


Direct from the factory to you! 


255 S. Elm Street 


Hernando, Mississippi 38632 


(601) 368-9033 


(800) 647-6168 -—- 
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There had been no hearings on the 
proposal as of September 23, and 
Thom said there was no organized 
industry effort as yet orchestrated to 
fight the tax. 

“Operators are lobbying on a one- 
to-one basis so far,” Thom reported. @ 


JUKEBOX 
‘REFORMERS’ 
TO KEYNOTE 


Nebraska Senator Edward Zorinsky 
and Louisiana Representative John 
Breaux, sponsors of a bill to reform 
jukebox copyright royalty standards, 
will be the keynote speakers at the 
Amusement and Music Operators 
Exposition General Assembly, October 
28, at 9 a.m. at the Rivergate in New 
Orleans. 

Zorinsky, Nebraska's senior senator 
as he completes his seventh year in 
office, is the fifth ranking Democrat on 
the Senate Foreign Relations Commit- 
tee and third ranking Democrat on the 
Senate Agricultural Committee. He isa 
fiscal conservative and a three-time 
recipient of the National Federation of 
Independent Business’s “Guardian of 
Small Business” award. 

Zorinsky comes from a music opera- 
tion background. His father, Hymie, 


(> 


Edward Zorinsky 


was the founder of H. Z. Vending & 
Sales of Omaha. 

As the leading sponsor to revise 
the copyright royalty statute, Zorinsky 
has submitted a bill which asks a one- 
time royalty payment of $50 per juke- 
box to be made by the manufacturer 
of the machines upon the sale of each 
piece. Currently, operators pay a $25 
per year fee, scheduled to increase to 
S50 in 1984. 

Breaux, a member of the House 
since 1972, first became interested in 
the copyright royalty issue at a March 
6, 1975, meeting of Louisiana jukebox 


operators. There he criticized AMOA 
as an ineffective association, saying 
he voted to impose greater royalty 
responsibilities on operators because 
“my records show the bill was sup- 
posed to be agreeable to all parties 
concerned. Whoever you had repre- 
senting you wasn't doing a very good 
job of it.” 

Breaux agreed to sponsor the bill 
after a meeting with Amusement and 


Music Operators Association officials. @ 
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John Breaux 


Mark McCleskey has resigned as Data 
East U.S.A’s vice president of sales. “The 
position requires someone with an interest 
in game development” McCleskey said. 

He directed the Data East sales effort 
for 18 months and will stay asa sales con- 
sultant. 
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Howard Rubin has taken the position of 
executive vice president of Wico Corpora- 
tion of Niles, Illinois. Rubin had been vice 
president of product management for 
Mylstar. Previously, he worked for Atar1 
out of its New Jersey sales Office. 


Frank Ballouz was named vice presi- 
dent of product management at Mylstar 
on October 3. He will oversee all aspects of 
product development, a company release 
said. Ballouz had been with the Nintendo 
marketing department for less than a 
year before his move. 
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CLEVELAND COIN 
CHOOSES TO BE BULLISH 


IN 1983 


Calltoday to be on our 
Special Mailing List for 
games, kits, and industry developments 


CLEVELAND COIN 
INTERNATIONAL 


Experts with your investment in the coin machine industry 
Call us for our complete selection of new and used equipment at competitive prices. 


Send for our list of closeout specials in the “Cleveland Coin Journal” Top Ten. 


17000 South Waterloo Rad. 


7029 Huntley Rd. 848 - G Nandino Blvd. 
Cleveland, Ohio 44110 Columbus, Ohio 43229 Melbourne Industrial Park 
216/692-0960 614/846-8590 


Lexington, Kentucky 40511 
(606) 231-8996 


Outside Ohio toll-free 1-800-321-2778, 1-800-321-2779 
In Ohio tolJ-free 1-800-362-1296 


“We welcome overseas inquiries” 
Telex: 241554 


“We'd really be hurting if it weren't 
for our advertising in Play Meter!” 


“Sure, I’d like the phone ringing off the hook with orders. Who wouldn’t? But no one 

ever promised us a rose garden. We knew we’d need a strong sales effort to make it in 

this business. That’s why we advertise in every issue of Play Meter magazine. Right 

now we have a strong product with Super Rider, but let me tell you one thing: 

advertising in Play Meter isn’t aluxury expense. It’s a downright necessity these days. 

Even when you’re hot, but especially when you’re cold, you need to be advertising in 
Play Meter. I know.” 

—Dave Goldner 

Director of Marketing 

Venture Line, Inc. 


Take a tip from Dave Goldner at Venture Line. Now’s the time you should be advertising in the 
magazine you’ve been reading twice a month. 


PLAY METER 


P.O. Box 24970 @ New Orleans, LA 70184 @ 504/838-8025 


October 13—16 
42th ENADA (National Exhibition of 
Automatic Amusement Machines) 
Congress Building, EUR, Rome 


October 13—16 
National Convention-Exhibit of 
Vending and Foodservice Manage- 
ment, McCormick Place, Chicago 


October 14 
OMAA Annual Dinner/Drawing, 
Tangier Restaurant, Akron, Ohio. 
Contact Cathy Webster, 614/221- 
8600 


October 20-22 

Spanish Amusement Trade Exhibi- 
tion, Congress and Exhibition Palace, 
Sun Coast (Torremolinas, Malaga- 
Espana). Sponsored by the Spanish 
Association of Manufacturers and 
Marketing of Amusement and 
Gambling Machines. 


THE CALENDAR 


October 27—30 
AMOA Exposition 1983, The River- 
gate, New Orleans, LA, Hilton Hotel, 
headquarters 


November 18—20 
1983 IAAPA Trade Show (linter- 
national Association of Amusement 
Parks and Aftractions), The River- 
gate, New Orleans, LA 


November 23—25 
INCOMAT ‘83 (Intemational Coin- 
Operated-Machines-Exhibition and 
Congress) Vienna Congress-Center, 
Oberlaa, Vienna 


December 2—4 
Music Operators of Minnesota State 
Singles 8-Ball Pool Tournament, 
Marshall Inn, Marshall, MN 


1984 


January 19-21 
IMA 84 International Amusement 


and Vending Trade Fair, Hall 1, 
Frankfurt exhibition grounds, 
Germany 


February 3—5 
Music Operators of Minnesota State 
Team 8-Ball Tournament, Mankato, 
MN 


February 17—19 
Amusement Showcase Inter- 
national, trade show and con- 
ference sponsored by the AGMA, 
Chicago's Expo Center. 


February 24—26 
Music Operators of Minnesota 
Annual State Convention, L’Hotel 
Sofitel, Minneapolis, MN 


March 9—1 1 
Fifth Annual Amusement Operators 
Expo, O'Hare Expo Center, Chicago. 
Industry trade show and seminars 
sponsored by Play Meter magazine 
and Conference Management. 


HOW CAN YOU GET A STEP AHEAD 
OF THE COMPETITION? 


SIMPLE. 


CALL TOLL-FREE 
(800) 237-5000. 


Over our 66 years in the industry thousands of 
operators have experienced the advantage 
of getting a step ahead by dealing with Ban- 
ner. We perform! If you are presently not one of 
our Customers, try us and see 


for yourself the many ad- 
vantages others have ,@] 
enjoyed for 66 years. 
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TOURNAMENTS 


NEW AIR HOCKEY 
CHAMP 


Air Hockey, struggling to keep from 
becoming a relic in the coin-op indus- 
try, has completed another tourna- 
ment in one ofthe most consistent, if not 
flamboyant, series in the industry. 

On August 21, Bob Dubuisson of 


Boulder, Colorado, came from the 
loser’s bracket to unseat seven-time 
national champion Jesse Douty and 
capture the 1983 National Air-Table- 
Hockey Championship title. The two- 
day tournament was held at the Con- 
nection Game Room on the University 
of Colorado campus in Boulder. 
Mark Robbins, who conducts the 
semiannual national tournaments 
and markets the slick, Formica top 


PUBLIC 
AUCTION 


THE LARGEST SALE 
OF THIS TYPE OF EQUIPMENT 
EVER HELD IN THE AREA 


HUNDREDS AND HUNDREDS OF MACHINES 


VIDEO GAMES 46° ne 


ARCADE GAMES 
PINBALL MACHINES 
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JUST TO LIST A FEW: Pac-Man ¢ Ms. Pac-Man © Donkey Kong * Donkey Kong Junior 
Wild Western ¢ Defender © Frogger * Tron © Qix ¢ Slither « Pepperl!l «© Space Duel 


HUNDREDS MORE—A TREMENDOUS SELECTION 


SATURDAY 
OCTOBER 8, 1983 - 10:00 A.M. 


Rowe International Building 
888 Rear Providence Hwy., Dedham, MA e 617/329-3300 
Rt. 128 to Exit 60 South about 2 blocks to “Mr. Meat" Bidg. Turn right to Rowe Bldg. 


A REAL SAVINGS OPPORTUNITY 


INSPECTION: 2 HOURS PRIOR TO SALE 


TERMS: CASH OR CASHIERS CHECKS ONLY 


Tay SucarMAN FAuctioneers 


Autioneers & Appraisers ¢ 305/651-0101 
The Country's Leading Coin Machine Auctioneers 
LICENSED e BONDED e INSURED 
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Bob Dubuisson (r) air hockey's new champion 


table on which tournament competi- 
tion is held, estimates there are still 
about 4,000 to 5,000 air hockey tables 
on location in the United States, but 
admits the replacement rate of tables 
is below what it should be. 

“T'll tell you the truth; sales are off,” 
Robbins said. 

The average location life for an air 
hockey table is four to five years, but 
by replacing the table playing sur- 
face, some tables are playable up to 
10 years, Robbins said. Still, some 
operators allow the pieces to languish 
long after their appeal has eroded. 

Although the tournaments have 
helped maintain some public expo- 
sure for air hockey, Robbins said, 95 
percent of the players are not con- 
cerned about the tournaments. To 
continue to interest them, he noted, 
locations must provide good tables 
and accessories. To help accomplish 
that, Robbins has developed a new 
puck which is being distributed 
through Wico and Peach State. 

In order to spur air table hockey 
sales, Robbins continues to promote 
the tournaments which at least get 
local media coverage where they are 
held, in Boulder and Houston. He has 
devised air table hockey promotion 
packages for locations which include 
information on running location 
tournaments, newsletters from the U.S. 
Air-Table-Hockey Players’ Associa- 
tion, and even an opportunity for loca- 
tions to obtain a tournament highlight 
videotape. Robbins also plans to con- 
tinue to feature air table hockey pro- 
fessionals in exhibitions staged on 
location nationwide. 

For further information, call Air- 
Table-Hockey in Boulder, Colorado, at 
303/444-9164. e 
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Youll Pay A Higher Price 
_ For legal imitations Of Digital Controls’ 


Little Casino. 


Digital Controls, Inc. will 
prosecute manufacturers, distributors 
and operators involved in the sale of 
illegal imitations of our Little Casino 


video card game. Digital Controls, Inc. 


holds the sole audiovisual and 
program copyrights, manufacturing 
rights and trademark rights for 
Little Casino. 

Other companies have illegally 
copied our technology and are 


5K 


marketing imitations of Little Casino 
under various names. These imita- 
tions are no bargain. Along with them 
comes the hidden cost of fines and 
jail sentences for violating federal 
copyright laws. 

Digital Controls, Inc. will aggres- 
sively protect our rights through 
civil and criminal prosecution to the 
maximum extent of the law. Illegal 
imitations are subject to confiscation. 


DIGITAL CONTROLS 


Digital Controls, Inc., 5555 Oakbrook Parkway, Suite 200, Norcross, Georgia 30093 


John Lotz (r) has been promoted to director of marketing for Betson Pacific 
distributors. The firm’s president, Peter Betti (1) said Lotz will coordinate 
operator sales. He has worked in the Betson Pacific vending division since 
January 1981. 


The Yellow Brick Road Family Amusement Center in San Diego was the site of 
a recent “Padre Day” to benefit the Ronald McDonald House, a center for child 
cancer victims and their parents. Here the McDonald’s mascot and San Diego 
Pardre infielder Tim Flannery clown around over a prize drawing. The event 
was co-sponsored by Sega Electronics, and centered around competition on the 
San Diego manufacturer’s Champion Basehall video game. 


Richard Kirby has been appointed 
vice president of sales for Bally North- 
east Distributing in Norwood, Massa- 
chusetts. Kirby moves up from the 
sales manager’s office where he 
directed and trained the branch's sales 
staff for the last nine months. He has 
been with Bally Northeast for five 


Vears. 


Marshall Caras has been named vice 
president of marketing and sales for 
Eastern Micro Electronics of Somer- 
set, New Jersey, exclusive distributor 
of the £M20/ raster scan monitor and 
East Coast distributor for Universal 
U.S.A. Caras, who was with Rowe 
International for 22 years before stints 
in the marketing departments at Atarl 
and Gottlieb (now Mylstar), returns to 
the coin game industry after a brief 
association with Coleco as director of 
game design. 

Caras will direct future projects for 
Eastern Micro which include design- 
ing and marketing video games and 
representing at least one Japanese 
video game firm in the United States. 
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Data East Introduces 


BEGA’S BATTLE 


Dark Forces Threaten To Destroy The Earth And Mankind. 


m 


emi 


BEGA A Powerful Being, Born To Fight To Preserve The Human Race, Defends 
Against These Dark Forces, But Bega Alone Cannot Stand Up Against The Over- 
whelming Odds. Fortunately, BEGA Has Found LUNA Who Has The Ability To 


Transform Individuals Into Super Natural Beings To Unite In The Fight Against The 
Powerful Bad Forces. 


Each Fighter Has His Own Special Power To Add To BEGA’S Fight To Save 
Mankind, Help LUNA AND BEGA Save The Earth And Mankind! 


YOU CAN'T BEAT BEGA’S BATTLE 
FOR BIGGER BUCKS AND 
BETTER BATTLES 


ENGINEERED BY SONY FOR CONSTANT PLAY BEGA’S BATTLE IS A GAME, NOT JUST 

na ; A VISUAL EXPERIENCE 
BEGA’S BATTLE utilizes the only commercial/ 
industrial laser machine in the video game BEGA’S BATTLE offers a lot of game play. With 
market today. It's designed for heavy play Barrier Shields, Teleporting, and 13 different 
conditions, not just occasional use like some characters to gain points; BEGA’S BATTLE 
consumer technology based machines. offers a game to test player skill not just 
BEGA’S BATTLE gives you reliability for reflex. By combining state-of-the-art, brilliant 
commercial use. laser graphics with time-tested P.C. board 


generated game play characters, BEGA’S 
BATTLE offers not only an exciting visual 
experience, but great game play too. 


BEGA’S BATTLE: THE MINI-MOVIE 
Based on an animated feature length movie, 


BEGA’'S BATTLE pulls the player through 
more than 40 different screens. The added 
feature of continuous play inspires 
increased play and higher profits. 


EXCITING CABINET DESIGN 


BEGA’S BATTLE has a new look and a new 
sound. The new cabinet is equipped with 16- 
track stereo sound with multiple speakers, 
offering an extraordinary futuristic audio 
experience. 


DATA EAST USA — A COMPANY TO MEET 
YOUR NEEDS 


Data East USA means quality, experience, 
professionalism, and interchangeability. 
BEGA‘s BATTLE combines all the best of 
Data East USA with the reliability of SONY 
technology, with service provided by SONY. 


Data East USA has built its reputation on 
interchangeability, so you can count on 
another new interchangeable laser game in 
January, 1984. Look to Data East USA for all 
your video game needs — for now and in the 
future. 


DATA EAST USA, INC. 


470 Gianni Street, Santa Clara, CA 95050 U.S.A. 
Telephone: (408) 727-4490 Toll Free: (800) 538-5129 
Telex: 172163 DATA EAST SNTA 

© 1983, DATA EAST USA, INC. — ALL RIGHTS RESERVED 
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STATE : 0 -THE INDUSTRY 
TAI STATISTICS 


1983 1982 


Gross Collections $6.4 Billion $8.9. Billion 


Weekly Gross 
Per. Video Game $70 $109 


Operator Population 11,000 12,000 


Games on Location: 1,876,389 1,793,000 
Locations: 

Street 392,175 385,494 

Arcade a 25,092 23,687 


New Purchases __ 363,752 640,000 


3 Total Annual Revenue 


1979 1980 1981 1982 1983 1984 


Determining the Economic Health 


of The Coin-Op Industry 


e want to extend our sincere 
appreciation to the 562 oper- 
ators that participated in 


Play Meter’s 1983 Annual Subscribers’ 
Poll. Without your dedicated cooper- 
ation, this report would not have been 
possible. We realize the amount of 
time it took to properly complete this 
year’s survey, and we are always 
amazed at the number of returns we 
receive. 

Thanks to you, we bettered our 
response rate by a full percentage 
point. On a net mailing of 7,496 sur- 
veys this year, the response rate was 
7.5 percent, up from 6.4 percent last 
year despite the fact that this year’s 
survey asked more questions than 
ever. 

In an effort to determine if the 
survey sample of 562 operators was 
representative of the whole United 
States, we conducted an audit of the 
postmarks on all the returns we 
received. (See Geographic Breakdown 
of Responses chart.) Responses were 
received from all but four states. We 
then took the five states registering the 
most number of responses to our 
survey and compared those totals to 
actual U.S. Census figures. The 
assumption here is that the number of 
operators in a given area is directly 
proportionate to the number of 
people ina given area. As it turned out, 
the states of California, Texas, Florida, 
Michigan, and New York represented 
34.2 percent of our sample. The U.S. 
Census Bureau confirmed the fact that 
these same states represent 33 percent 
of the total U.S. population. We can 
therefore reasonably conclude that 
this year’s survey is geographically 


representative of the U.S. operator 
population. 

Again this year we divided our 
responses into nine different groups. 
The surveys were first arranged into 
three size groups—small, medium, 
and large. The small group consisted 
of operators with 75 machines or less 
on location. The medium group was 
comprised of operators with 76 - 299 
machines on location. And the large 
group consisted of operators having 
300 or more machines on location. 

Next, each size of operation was 
broken down into one of three groups— 
street-only operators (street), arcade- 
only operators (arcade), or operators 
of both street and arcade locations 
(mixed). (See Initial Grid of Actual 
Survey Responses.) 

Using the actual numbers from this 
grid, we were able to complete an 
extended total number of operators 
using percentages and an estimated 
operator population of 11,000. (See 
Extended Grid of Operator Popula- 


1983 
Subscriber Poll 
Geographic Breakdown of Responses 


State State 


Colorado 
Indiana 


Washington 


270 


NOTE: No responses from Delaware. Hawaii. New Hampshire, 
and North Dakota 


tion Chart.) With these two charts, we 
were then able to compute more 
precise averages from the raw totals 
and multiply these averages by the 
extended totals giving us totals for the 
industry as a whole. These two charts 
were a Key factor in determining all the 
Statistical information included in this 
report. 

This survey, like any other survey, 
by its very nature contains a certain 
margin of error. It would be impos- 
sible to question 11,000 operators. All 
we can do is mail surveys to our 
subscriber/ operators and hope that as 
many as possible complete them and 
return them to us. So in this sense, our 
sample group is not a scientific sample 
that is carefully selected to conform to 
a given set of circumstances. Our 
sample selected us by completing their 
surveys. Therefore, we have no way of 
knowing if our sample is a true repre- 
sentation of the entire operator popu- 
lation. 

What we do know is that, for the 
most part, the same people respond to 
our survey each year. And if we 
compare the results from this year’s 
sample to the results of last year’s 
using the same methods and compu- 
tations, we can tell a lot about the 
economic health of the entire industry. 
So, it’s the comparisons, not the actual 
figures that tell the real story. 

That being the case, it would be very 
foolhardy for any governmental body 
or tax authority to use these survey 
results for any legislative purposes 
whatsoever. Any attempt to use the 
results of the survey for any other 
purpose would be wrongful and 
misleading. e 


——————— 


Initial Grid of Actual 
Survey Responses 


Street 
Mixed 
Arcade 


Total 
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Extended Grid of Operator 


Population Chart 


Street 

Mixed 

Arcade 
Total 


3,621 
4,697 
2,682 


11,000 
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PLAY METER SURVEY RESULTS 


Operators’ 
Fortunes Fall 


With Video Earnings 


ike an inconstant lover, the 
[v= game spread heartache 

throughout the coin-op amuse- 
ment industry during 1983. No matter 
its mercurial nature, the video game 
deepened its hold on coin operations 
as the only significant presence in the 
marketplace, according to Play Meter’s 
1983 Annual Subscribers’ Poll. 

Operators made do with dramati- 
cally depressed earnings from their 
games in 1983, staying alive by drasti- 
cally cutting new equipment purchases, 
preferring to maneuver old hits from 
location to location and polish up their 
most ignored machines with inexpen- 
sive conversion kits. And they waited, 
anxiously, for the predicted second 
coming of video entertainment, the 
laser disc game. 

The average video game produced a 
gross weekly collection of but a few 
pennies less than $70 during 1983, a 
harrowing 36 percent drop from 
already depressed 1982 levels. And, 
video games make up 80 percent of 
operator inventories today. Consider- 
ing the traditional 50/50 operator/ 
location split, the coin amusement 
operator was left to support his busi- 
ness on a paltry weekly net income of 
$35 per game. 


Video game operators who sought 
refuge in other types of equipment 
found little solace. As unproductive as 
video games were, they accounted for 
85 percent of operator income. Earn- 
ings of all major types of equipment 
were depressed in 1983. Pinball, pool, 
and phonographs were all disappoint- 
ing performers. 

Pinball’s earnings were down 31 
percent from 1982, to $38 per week. 
Pool tables and phonographs, while 
holding their ground better than the 
Other traditional pieces, registered 
weekly gross figures down 8 percent 
and 4 percent respectively. 

The lack of general public interest in 
this year’s crop of new video games 
and home games hacked away at over- 
all industry earnings, leaving the 
national gross take for 1983 at $6.4 
billion, off a whopping 28 percent, or 
$2.5 billion short, of the $8.9 billion 
Americans put into coin-operated 
amusements in 1982. 

Video game earnings totaled $5.4 
billion, down from $7.7 billion last 
year. 

The current average weekly gross 
for videos signaled a return to the 
earnings climate of 1979, the year prior 
to the video boom when those pieces 
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were averaging $64 per week. While 
1980 added $38 per week to the aver- 
age video take of 1979, 1983 subtracted 
$39 from 1982 averages. 

The dismal returns marked 1983 as 
the first year since Play Meter started 
tracking statistics in 1976 that more 
Operators reported profits falling 
instead of rising. Seventy-two percent 
of the operators responding to the sur- 
vey indicated their profits had 
decreased since 1982. Last year, when 
declines in video game earnings first 
signaled an industry recession, 38 per- 
cent indicated profits declined. 


Fewer Operators 

Many who became amusement 
operators in 1981 and 1982, contem- 
plating quick cash, had their visions 
shattered in 1983 and fell from the 
industry ranks. The current operator 
population stands—it is a conservative 
estimate—at | 1,.000—1,000 fewer than 
last year. Considering 990 new opera- 
tors jumped into the fray during this 
unheralded period in coin-op history, 
that means nearly 2,000 operators 
went out of business this year, almost 
all of them with small operations 
(those operating 1-75 machines). 


Average Weekly Gross Collections 


+/- %Change 1983 


Videos 
Pinballs 
Phonographs 
Pool Tables 
Others 
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By Type of Machine 


1982 1981 1980 


1979 1978 1977 
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Meanwhile, an estimated 230 small 
Operations grew sufficiently to help 
swell the ranks of medium sized (76- 
299 machines) operations by 3 percent 
and large (300 and more machines) 
operations by almost 13 percent. 

Large operations make up just 13 
percent of the total operator popula- 
tion (up from I|1 percent last year), but 
they control 64 percent of the indus- 
try’s weekly take and 66 percent of the 
units on location. Medium sized 
operations, 27 percent of the group, 
take home 24 percent of the revenues 
generated by 23 percent of the games. 
The remaining 60 percent of the opera- 
tor population is comprised of small 
operations who lay claim to a mere 12 
percent of the revenue which is derived 
from just 11 percent of the games. 

Interestingly, the percentages for 
units on location match the amount of 
revenue each category squeezed out of 
the games. That indicates that, no mat- 
ter how expansive or, by extended 
comparison, how experienced an oper- 
ator might be, he has been no more 
capable of getting his games to produce 
better revenues than a smaller, less 
industrywise operator. 

The first decline in operator popu- 
lation since Play Meter has been 
gathering such statistics reflects an 
abrupt turnaround in the appeal of the 
industry to new investors. While the 
industry opened itself to 825 new 
operators in 1980, 2,160 in 1981, and 
another estimated 4,000 joined in 
1982, just 990 brave souls ventured to 
initiate efforts to compete in the coin 
amusement field this year. This is 
comparable to the number of addi- 
tions to the ranks in 1980 and 
indicative of a leveling off of the rates 
of operator population growth and 
replacement. 

With fewer new operators in the 
industry this year and a shakeout of 
many of the ones that entered in 1981 
and 1982, the coin game business has 


Operator Net Profits 


80% 


70 % 
60% 


50% 


45% 


1983 1982 


taken a more mature appearance. The 
average operator now provides his 
customers with 7.5 years of experi- 
ence. 

Still, 61 percent of the operators 
doing business in 1983 have been in the 
industry for three years or less. They 
promise an intelligent and purposeful 
future. Their entrance into the indus- 
try was well planned to withstand the 
fallout of the last two years. 

Small and medium sized operations 
are still much the product of the video 
game revolution. Small operators 
average about three years in the coin- 
op business, and the middle group 
averaged getting into the industry 
about 10 years ago, just about the 
same time Pong was beginning to 
interest a nation in testing its dexterity 
with the new computer generation 
toys. 

As might be expected, the largest 
Operations are also the most experi- 
enced, boasting an average 21 years 


1981 | 1983 1982 
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1981 | 1983 1982 1981 


toiling in the coin-op fields. 


Presence Maintained 

Any industry undergoing a shake- 
out period almost inevitably loses 
presence in the marketplace. Perhaps 
with that theory in mind, many obser- 
vers predicted the coin game industry’s 
shakeout would show in significant 
decreases in the number of locations 
and machines in operation. Particu- 
larly severe declines would be seen, 
they projected, in the number of 
arcades to survive the video dissolu- 
tion. 

But Play Meter’s Annual Subscri- 
bers’ Survey indicates gains, however 
moderate, both in the number of 
locations and the number of games. 
Locations are up 2 percent, even from 
the incredible numbers of 1982, to an 
estimated total of 417,267. Street loca- 
tions have increased by 2 percent to a 
total of 392,175 and arcade locations— 
any establishment with 10 or more 


Total Operator Population 
By Type and Size of Operation’ 


street Operator** 
Arcade Only Operators 


Total 


1,350 


27% 


lo7 
1,487 


"Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 


Large Operator - with 300 or more 


**Includes operators of both street and arcade locations. 
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1983 Operator Population Analysis by Size of Operation’ 


65% 
A 


60%| 60% 


50% 


40% 


30% 


20% 


10% 


1982. 1981 


*Size of operation is determined by total number of machines on location. 
A - Operator with 75 or less / B - Operator with 76-299 
C - Operator with 300 or more 


Shaded areas represent new operators in business less than one year. 


1983 Machines on Location Analysis by Size of Operation’ 
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“Size of operation is determined by total number of machines on location. 
A - Operator with 75 or less / B - Operator with 76-299 
C - Operator with 300 or more 
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1983 
Total Units on Location 


All Types of Machines 
By Type and Size of Operation’ 


Small Medium Large Total 


148,508 
65,252 


213,760 


Street** 
Arcade Only 


Total Units 


363,745 
65,897 


429,642 


1,135,374 
97019 


1,232,987 


1,647,627 
228,762 


1,876,389 


Total Units on Location 
By Size of Operation and Type of Machine’ 


Small Medium Large Total 


Videos 185,035 332,341 973,983 1,491,359 
Pinballs 1 3,050 32,341 97,134 142,525 
Phonographs 3,399 20,760 73,720 97,879 
Pool Tables 4,904 20,061 54,649 79,614 
Others TialZ 24,139 33,501 65,012 


Total Units 213,760 429,642 1,232,987 1,876,389 


“Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 
Large Operator - with 300 or more 


ing, that means existing operators 
shouldered more responsibility, buy- 
ing inventories from departing opera- 
tors and taking over their locations. 
This means they increased their aver- 
age stock of games in operation to 17] 
up from 149 last year and took onan 
additional four locations per operator 
to increase the average to 38. 

Operators have not changed their 
approaches to supplying those loca- 
tions much from 1982’s methods. They 
still average about 40 games per arcade 
(down slightly from 40.8 last year), 
and 2.23 machines per street locations 
(up slightly from 2.15). 

As indicated earlier, most of those 
machines are video games. Of the 
1,876,389 machines on location, 80 
percent are videos, up from about 77 
percent last year. To provide for the 
video increase, the once mighty pinball 
machine continued to lose space in the 
market, slipping to just 7.6 percent of 
the coin-op entertainment being 
operated commercially today. The 
number of pinballs on location has 
now eased to 142,525. The phono- 
graph also lost ground. It surrendered 
about 4 percent of its market share, 
about a third of its remaining strength, 
as its numbers dipped below 100,000 


machines—are up 6 percent over last 
year to a new high of 25,092. 

Interestingly, the most abrupt statis- 
tical departure from last year’s figures 
On games and locations involves 
arcades run by large-arcade-only 
Operators. The current year marks a 
drastic 37 percent decline in the num- 
ber of arcades controlled by that 
group. But an accompanying 33 
percent increase in arcades operated 
by large companies with both arcade 
and street locations indicates diversifi- 
cation within those ranks. 

When video game collections plum- 
meted from an average of $109 a week 
to $70, and rents and upkeep were the 
Same, or even increasing, large-arcade- 
only operators sought street locations 
where they could place some of the 
equipment young arcadeniks had tired 
of and, at the same time, benefit froma 
relatively cost free 50 percent split on 
whatever earnings those machines 
produced. 

The number of games on location 
continues to grow, albeit at a far 
slower rate than in 1982 when the 
number of machines climbed 16 per- 
cent. The current year has seen a 4.7 
percent increase in the number of 
machines wheeled into taverns, con- 
venience stores, arcades, and the like. 

With operator population decreas- 
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**Includes operators of both street and arcade locations. 


pieces on location. 


1983 
Location Analysis 
Total Number of Arcade Locations 
(Locations with 10 or more Games) 
By Type of Operation & Size of Operation’ 
Small Medium Large 


2,449 1,014 2,261 
2,984 5,339 11,045 


5,433 6,353 13,306 


Total Number of Street Locations 


(Locations with Fewer than 10 Games) 
By Size of Operation’ 


Small 


Arcade Operators 
Street Operators 


Total 


Medium — Large Total 


Street Operators 36,622 77,453 278,100 392,175 


"Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 
Large Operator - with 300 or more 


Distribution of Videos and Pins by Location| 


Videos 
Pinballs 


Totals 


877,496 
32,215 


909,711 


613,863 
110,310 


724,173 


1,491,359 
142,525 


1,633,884 
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Average Number of Units on Location 
Per Operator by Type of Machine 


All Operators 
1983 1982 1981 1980 1979 1978 1977 
* (11,000) (12,000) (9,000) (7,500) (7,500) (7,500) (6,000) 
Videos 136 114 96 72 60 62 30 
Pinballs 13 3 31 98 91 99 66 
Phonographs 9 12 19 43 44 59 50 
Pool Tables 7 6 13 3] 30 35 24 
Others 6 4 LZ 24 36 Of 30 
Total 171 149 171 268 261 292 200 


‘Total Operator Population 


1983 
Average Number of Units on Location Per Operator 


By Type of Operation, Type of Game, 
and Size of Operation" 


Arcade Only Operators 


Units on Location 


Street Operators** 


Small Medium Large Average Small Medium Large Average 
Videos 29 92 660 75 | 28 118 654 155 
Pinballs 2 8 22 4 2 12 70 16 
Phonographs - - - ] 8 os: | 
Pool Tables - 3 i ] ] 8 40 9 
Others ] 16 12 4 ] 6 24 6 
Average 32 119 701 84 33 152 841 197 


"Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 


Large Operator - with 300 or more 


Includes operators of both street and arcade locations. 


New Game Sales Drought 


The dismal collection reports of 
1983 wreaked havoc on the coin indus- 
try’s manufacturing community. 
Overall coin-operated equipment sales 
tumbled by 43 percent, 276,000 fewer 
machines than were bought by opera- 
tors in the expansion year of 1982. 

These figures come as no surprise to 
industry analysts who watched manu- 
facturers stuff the marketplace full of 
“me-too” games during the year. For 
video game manufacturers, 1983 was 
the year to pay the piper. 

Overall, while few games of any type 
were given much attention, operators 
virtually ignored everything but 
videos, making video games 83 percent 
of their purchases. 

Of the 363,752 machines bought by 
Operators in 1983, large operations 
purchased 54 percent for an average of 
132 games per large operation, leaving 
medium sized operations buying just 


46 


32 games each, and small operations 
purchasing but 12 machines. This 
resulted in an industry average of 35 
new equipment purchases per operator 
in 1983, down 35 percent from the 
previous year. 

The decreases were unilateral. Sixty- 
one percent of the operators respond- 
ing to the Play Meter survey said they 
bought fewer video games in 1983 than 
in 1982. Only 22 percent said they 
bought more. Pinball sales reflected 
similar buying attitudes: 66 percent 
bought fewer pins than last year; only 
12 percent bought more. Most opera- 
tors also reported an aversion to new 
phonographs: 56 percent bought fewer 
than last year; only 15 percent bought 
more. Also, 53 percent of the opera- 
tors bought fewer pool tables, while 
just 19 percent increased pool pur- 
chases over 1982. 


Location Life: Earnings’ 
Contributing Factors 


Even if operators would have liked 
to have made more new game pur- 
chases in 1983, the inability of the 
video games they had on location to 
pay for themselves would have pro- 
hibited new investment. Operators 
said they needed to gross $99 per week 
for 10.9 months, or $2,326.50 to the 
operator after the location split, to 
reach a break-even point. The figure is 
down from $117 per week for 10.5 
months in 1982, indicating operators 
bought some videos at reduced prices 
in 1983, and slimmed their operations, 
cutting back on other operating 
expenses. But video game location life 
continued to be short in 1983, just 7.8 
months for an average game (up from 
7.3 months last year). That means the 
average video game netted the opera- 
tor just $1,183 during its location life, 
about half what was needed to pay for 
itself. 


Despite the fact that the games 
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THE AMUSEMENT 
OPERATOR’S CHOICE ! 


It's “Back to the Basics” with the 5th Annual 
Amusement Operators Expo! Our intensive three- 
day event designed specifically for today’s pro- 
gressive operator — will focus on how to survive in 
today’s saturated market. More new seminars! 
More exhibits! Exciting Special Events! 


Night has fallen on “the sunshine operators” (i.e. 
those entrepreneurs who got into the coin-op busi- 
ness thinking video games held the key to “quick 
riches’). At last, the industry is returning to the 
hands of the professional amusement machine 
business person. But video game saturation has 
created new pitfalls for today’s operators. 


And AOE is meeting that challenge by offering 
new “nuts-and-bolts” seminars in such areas as 
employee management, new equioment pur- 
chasing, cigarette merchandising, jukebox opera- 
tions — as well as the cream of the seminar 
package, nationally recognized speakers! 


The operator who is going to profit in ‘84 will have 

to be able to 

e analyze accurately his real profit centers 

e manage employees 

e employ innovative marketing techniques 

e work with the ins and outs of buying and selling 
operations in a cut-throat market 

e protect himself by knowing how to secure 
location contracts 

¢ handle local legislative matters such as licensing 
and zoning problems 

e evaluate precisely what are his new equipment 
needs. 

These are the things that are going to sep- 

arate the survivors from the casualties. 


Learn to assess the present state of the industry. 
Evaluate where the industry is, why it is there, and 
where It is headed. All this and more at AOE ‘84 !!! 


EXHIBIT HALL 


600 booths — the largest Exhibit Hall in the Industry 
— will be jam-packed with the latest games, ac- 
cessories, equipment, services and supplies. Look 


A-4 ASH TRAY COMPANY 

ABC WAREHOUSE — HAPPY SIGN DIVISION 
AlR-VEND, INC. 

ALTER ENTERPRISES, INC. 

AMERICAN LOCK COMPANY 

AMUSEMENT EMPORIUM, INC. 

AMUSEMENT TECHNOLOGY, INC. 

ARACHNID, INC. 

ATARI, INC, COIN-OPERATED GAMES 

AUTO ROVO/CANADA LTD. 

AUTOMATED PRODUCTION EQUIPMENT CORPORATION 
BALLY MIDWAY MANUFACTURING COMPANY 
BHUZAC INTERNATIONAL TRADING COMPANY 
BOB'S SPACE RACERS, INC. 

BRANDT, INC. 

BUSINESS BUILDERS PROMO & MARKETING SERVICES 
CAROUSEL INTERNATIONAL CORPORATION 
CENTURI, INC. 

CHICAGO LOCK COMPANY 
CINEMATRONICS, INC. 

COIN ACCEPTORS, INC. 

COIN CONTROLS, INC. 

CONVERTIBLE VIDEO SYSTEMS LTD. 

DATA EAST, INC. 

DESTRON, INC. 

DON TAYLOR SALES 

DYNAMO CORPORATION 

EASTERN MICRO ELECTRONICS 

ELECTRO SPORT, INC. 


DON’T DELAY ... tobecome a priority attendee or 
exhibitor, return the coupon today — we'll rush you 
the information before the general mailings! 


AOE ’84 


Conference Management Corporation 


17 Washington Street, RO. Box 4990 
Norwalk, CT. 06856 203 852-0500 


_] lam interested in Attending 
[J] |!am interested in Exhibiting 


_] Please keep me posted on new 
AOE developments 


March 9-11, 1984 
O'Hare Expo Center 
Chicago, Illinois 


for more new manufacturers, more new product in- 


include: 
ENTER-TECH 
ENTERTAINMENT ENTERPRISES, LTD. 
EXIDY, INC. 


GAME CONNECTION INTERNATIONAL 
GAME PLAN, INC. 

GAMETECNIKS DIVISION 

GOLD MEDAL PRODUCTS COMPANY 
GREEN DUCK CORPORATION 

GREYHOUND ELECTRONICS, INC. 

HOUSE OF CARDS, INC. 

IMPERIAL INTERNATIONAL 

INNOVATIVE CONCEPTS IN ENTERTAINMENT 
INTREPID MARKETING, INC. 

KIDDIE RIDES USA 

KONAMI, INC. 

KURZ-KASCH ELECTRONICS 
LOEWEN-AMERICA, INC, 

M. KRAMER MANUFACTURING 

MARANTZ PIANO COMPANY, INC. 

MARS ELECTRONICS, MONEY SYSTEMS DIVISION 
MELLEC, INC. 

MERIT INDUSTRIES, INC. 

MIRACLE RECREATION EQUIPMENT COMPANY 
MOVIE HUT, INC./WRIGHT GROUP 

MYLSTAR ELECTRONICS, INC. 

NATIONAL TICKET COMPANY 

NICHIBUTSU USA CORPORATION 
NINTENDO OF AMERICA 

NOMAC LID. 


Corporation 


NAME 


troductions, more up-to-date information. The Ex- 
hibit Hall is expected to be a sell-out! Exhibitors 


NORTH AMERICAN AMUSEMENT 

OMACO ENTERPRISES, INC. 

PENN-RAY SUTRA CORPORATION 
PRODUCTS INTERNATIONAL 

ROGER WILLIAMS MINT 

ROWE INTERNATIONAL 

SALLY ANIMATION, INC. 

SCAN COIN, INC. 

SKEE-BALL, INC. 

SNK ELECTRICS 

STANDARD CHANGE-MAKERS, INC. 

SUPER BALL, INC. 

TAITO AMERICA CORPORATION 

TECH VEND MARKETING 

THE GAME EXCHANGE. INC. 

THE NORTON COMPANY, INC. 

THE ROBOT FACTORY 

THE VALLEY COMPANY 

TOMMY LIFT GATE MANUFACTURING COMPANY 
U.S. BILLIARDS, INC. 

VAN BROOK OF LEXINGTON, INC. 
VENDING INTERNATIONAL CORPORATION 
VENTURE LINE, INC. 

VIDEO MUSIC INTERNATIONAL, INC. 
WELLS GARDNER ELECTRONICS CORPORATION 
WICO CORPORATION 

WILDCAT CHEMICAL COMPANY 
WILLIAMS ELECTRONICS, INC. 


sponsored by Play Meter Magazine 
Managed by Conference Management 
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PM 11/1 


ANOTHER TOP EARNING CONVERSION 


coe 7; 
on en 


BEWARE OF MOB 
MEET THE MOB 


A NEW 

EXCITING CONVERSION 
FROM ONE OF THE BEST 
CONVERSION COMPANIES 
AROUND 


KITS ARE COMPLEIE 
THE CONTENTS ARE LISTED: 


1-Main Printed Circuit Board 
1:-Connecting Wiring Harness 
1:Marquee (Header) Overlay 
1:Control Panel Overlay 
2:Button Assembly 

1:Player Instruction Decal 
1:-Copyright Seal (for marquee) 
1:-Technical Instruction Manual 
1-Registration Card 


THE GLOB is also available - 
as a complete game. 

FULLY TESTED IN 
CONVENIENCE STORES, 

ecssneses B A R Ss, . 
ARCADES. 


ENERGY 


MEET THE MUNCH 
GLOB 


INTERCHANGEABLE 


Me gee GAME SYSTEM 


AND DROP 


It’s Exciting! It will save you Money! 


This game has a module available 
that allows Easy Conversion! 


SOUTHERN ELECTRONICS 
MAIN ST. MILLBROOK AL. 36054 No cassettes to change. Just a ROM 

change and you have a New Game. 
POST OFFICE BOX 968 
MILLBROOK AL. 36054 Headers and overlays come FREE of 


charge. 
TEL. 205/285-6859 


weren't earning their keep in 1983, 
Operators, particularly arcade opera- 
tors, were forced to buy some new 
pieces to keep the attention of devoted 
players. Hence, each of the nation’s 
25,092 arcades averaged 9.14 new 
equipment buys for 63 percent of the 
new equipment market, while 392,175 
street locations accounted for just 
134.412 new machines, or .34 per loca- 
tion. 

Together operators replaced just 20 
percent of their games with new equip- 
ment in 1983, a tremendous reduction 
from the 41 percent replacement rate 
of a year ago. 


1983 
New Equipment Buying Trends 
All Operators 


Bought 
More 


Videos 
Pinballs 
Phonographs 
Pool Tables 
Others 


1983 


Bought 
Same 


Bought 
Fewer 


Average Number of New Machines Purchased 
Per Operator by Type of Machine & Size of Operation’ 


Small Medium Large 


Videos 
Pinballs 
Phonographs 
Pool Tables 
Others 


Average 


1983 


Average 


111 
7 


4 
e 
S 


132 


Small Medium Large 


1982 


Average 


219 


*Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 


Large Operator - with 300 or more 


1983 
Total New Equipment Purchases 
By Type of Game and Size of Operation’ 


All Operators 
Small Medium Large Total 
Videos 63,014 73,284 164,705 301,503 
Pinballs Loy 5,081 9,687 19,937 
Phonographs 1,146 2,601 5,353 9,100 
Pool Tables 2,529 3,016 7,290 12,835 
Others 3,501 8,780 8,096 20,377 
Total 75,859 92,762 195,131 363,752 


Giants Felled 

Major coin-op amusement manu- 
facturers suffered, not only from 
slower industry sales, but also because 
sales in 1983 were dispersed among 
more companies. Large companies’ 
market shares fell. Industry leader 
Bally / Midway slipped from 33 percent 
to 25 percent of the market, and 
runner-up Atari lost 4 percent of its 
share, down to 19 percent. 
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The domestic sales downturn at 
Atari, from an estimated 129,500 coin- 
Operated video games in 1982 to less 
than 60,000 (estimated) in 1983, is 
particularly noteworthy in light of the 
fact the Sunnyvale firm had the indus- 
try’s big hit of the year. Despite enjoy- 
ing the limelight for most of 1983, Pole 
Position’s production numbers pro- 
bably total less than 30,000, a far cry 
from the 100,000 copies of Ms. Pac- 


e Seminars! 
e Workshops! 
1} e Distributor’s 
Preview! 
e Industry 
Leaders! 
e Media Corner! 


~. ¢ 600 Booth 
Exhibit Hall! 


Call Tina at (203) 852-0500 
for your complete brochure 


Sponsored by Play Meter Magazine 
Managed by 
Conference Management Corporation 
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1983 
Market Shares 
By Manufacturer 

and Type of Machine 


New Video Games 


(Estimated Total Units Sold: 301,503) 


Manufacturer 1983 1982 


Mylstar (Gottlieb) . 
Taito America .... 


New Pinball Games 
(Estimated Total Units Sold: 19,937) 


Manufacturer 1983 1982 


Bally/Midway A7% 
Mylstar (Gottlieb) . 26% 
18% 

7% 

2% 


New Pool Tables 
(Estimated Total Units Sold: 12,835) 


Man Bally sold during the height of 
videomania. 

Some companies with innovative 
pieces picked up market shares in 
1983. Centuri actually increased its 
video game sales while doubling its 
market share from 2 to 4 percent. 
Mylstar (formerly Gottlieb) garnered 
a 6 percent market share from its first 
serious thrust into the video game fray. 
Universal, Rock-Ola, and Data East 
also tabulated enough sales to capture 
a percentage of the dedicated video 
game market. 

Several phonograph producers had 
notable performances. NSM improved 
its phonograph market share by 83 
percent. Rowe enhanced its position 
as the leader in phonograph sales, 
increasing its share 21 points to an 
impressive 66 percent of that market. 
Most of the Rowe gain was surren- 
dered by Rock-Ola which lost half of 
its share of the juke market, dropping 
from 28 to 14 percent. Rock-Ola’s 
decline was more than offset by the 
company’s respectable | percent share 
of the video market—its first effort 
there. 

Dynamo is another manufacturer 
that chalked up significant gains in 
1983. It improved its share of pool 
table sales by 64 percent over its 1982 
share. 

Making Old Games New 


In 1982, when operators were first 


beset with the problem of quick obso- 
lescence of video games, they asked 
manufacturers to give them conver- 
sion kits to breathe life into their old 
games to make them earn back their 
investment. Although most major 
manufacturers were slow to respond, 
several new conversion producers 
sprung up, joining companies like 
Data East and Sega that had already 
been promoting conversion product. 
Combined, the conversion manufac- 
turers sold more than 60,000 units in 
1983, with Universal leading the way 
on the wings of its popular Mr. Dol. 
Data East was close behind on the 
strength of BurgerTime and Bump ’n 
Jump kits and a plethora of other con- 
version products. 

Distributors also suffered from lack 
of sales in 1983. And, although they 
managed to retain control of 86 per- 
cent of what new game market there 
was, they lost some of their holdings 
on the used market. Unable, or unwill- 
ing, to take used equipment from 
operators on trade for new pieces, dis- 
tributors opened the marketplace for 
auctioneers and sales subcontractors 
(jobbers). As a result, distributors sold 
only 45 percent of the used equipment 
moved in 1983. Auctioneers moved 11 
percent of that equipment and jobbers 
5 percent. Thirty-two percent of the 
used equipment sold was by operators 
to fellow operators. e 


COMING ATTRACTIONS 


State of the Industry Part li, presented 
In the coming Issue of Play Meter, 
demonstrates how operators feel 
about signiticant industry issues and 
how they respond to common prob- 
lems. Composite opinions on legisia- 
tive, legal, and business issues reveal 
hot only how the industry currently 
assesses Itself, Dut offers guidelines 
to project future trends. Learn more 
about your industry in the November 
15 Issue of Play Meter. 


Manufacturer 1983 1982 


New Phonographs 
(Estimated Total Units Sold: 9,100) 


Manufacturer 1983 1982 


Stern/Seeburg .... 
Wurlitzer 
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Top Performing Video Games of 1983" 
A Composite of Play Meter’s Twice Monthly Equipment Poll 
Compiled Over the Past Year (Jan. 1, 1983— Oct. 15, 1983 Issues) 


TOP 20 VIDEO GAMES 


All Locations 
(Games Making the Polls 5 Times or More) 
Times Times 
Rank - Game/Manufacturer Rating on Polls Rank - Game/Manufacturer Rating on Polls 
1. Pole Position/Atari............. 12.74] 27 11. Front Line/Taito America...... 9.333 12 
2. OIOP TTOK/S60 «262k ein esdur 12.000 8 12. Jungle Hunt/Taito America.... 9.143 14 
3. Gyruss/Centuri ................ 11.375 8 13: XOVIOUS/ AION. 285 bie eaeee ed 9.000 9 
4. Time Pilot/Centuri ............. se Bali 23 14. Millipede/Atari ................ 8.909 22 
5. Popeye/Nintendo.............. 10.571 14 15. Baby Pac-Man/Bally-Midway.. 8.714 14 
6; Joust/Willams . ../..6 624. tes eas 10.500 24 16. Moon Patrol/Williams ......... 8.632 19 
7. Mr. DO!/UNIVETSO eoi-ce0 5s aw 10.278 18 17. Donkey Kong Junior/Nintendo. 8.500 8 
8. Super Pac-Man/Bally-Midway . 10.250 8 18. Ms. Pac-Man/Bally-Midway.... 7.321 28 
9. Q*Bert/Mylstar (Gottlieb) ...... 10.167 30 19. BurgerTime/ 
FOS Str 7 VVINGUIMS: sia Gs gcatecocten oes 9.667 6 Data East/Bally-Midway...... 7.286 i 
20. Galaga/Bally-Midway......... 6.821 28 
TOP 20 VIDEO GAMES 
Street Locations 
(Games Making the Polls 2 Times or More) 
Times Times 
Rank - Game/Manufacturer Rating on Polls Rank - Game/Manufacturer Rating on Polls 
1. Pole Position/Atari............. 13.9 1] 11. Baby Pac-Man/Bally-Midway.. 9.8 6 
2... GAYTUSS/ CORMAN ype! 455 els aos dct 12.8 4 12. Millipede/Atari ................ 9.8 9 
3. Time Pilot/Centuri ............. ss 1] 13. Donkey Kong Junior/Nintendo. 9.7 4 
4. Popeye/Nintendo.............. 13 7 14. Jungle Hunt/Taito America.... 9.6 7 
5. Super Pac-Man/Bally-Midway . 11.0 4 1S. TutankhGm /SICM «45 4.446.evseeus 9.5 2 
6; JOUSE/ WiliGMSs <<. 6450%h08-b0ss 10.7 13 16. BurgerTime/ 
72 Mr. DOMUNIVETSEL aude 2 va'ed ween 10.6 13 Data East/Bally-Midway...... 8.8 4 
6. Suaistany WNC: 2554 ob ace x wceats 10.5 2 17. Galaga/Bally-Midway......... 8.5 1S 
9. Q*Bert/Mylstar (Gottlieb) ...... 10.5 1s 18. Ms. Pac-Man/Bally-Midway.... 7.8 18 
10. Moon Patrol/Williams ......... TO 9 ID. TUrDO/ OCIS 63 55-scos seeceus ones 7.4 7 
20. Front Line/Taito America...... 3,5 2 
TOP 20 VIDEO GAMES 
Arcade Locations 
(Games Making the Polls 4 Times or More) 
Times Times 
Rank - Game/Manufacturer Rating on Polls Rank - Game/Manufacturer Rating on Polls 
ls Star TTeOk/SEGC 5 4vian ddeheeeia 12.1 7 Lt. “Smnistary/ Willams 0254 bes 3 eed 9.3 4 
2. Pole Position/Atari............. 119 16 V2. ROVIOUS/ AION 5 v6 y ee Mada 0% 9.0 9 
3. Time Pilot/Centuri ............. 10.9 12 13. Jungle Hunt/Taito America.... 8.7 7 
4. Front Line/Taito America ...... 10.5 10 14. Millipede/Atari ................ 53 IS 
5; JOUST WINGS 544 s3c4ewad dwataw 103 11 15. Baby Pac-Man/Bally-Midway.. 7.9 8 
6. (Gyruss/ COMunl 4.354: 84b eared 10.0 4 16. Donkey Kong Junior/Nintendo. 7.3 4 
7. Q*Bert/Mylstar (Gottlieb) ...... 9.9 15 17. Moon Patrol/Williams ......... Tt 10 
8. Popeye/Nintendo.............. 9.9 i, 18. Satan's Hollow/Bally-Midway.. 65 4 
9. Super Pac-Man/Bally-Midway. 9.5 4 19. Ms. Pac-Man/Bally-Midway.... 64 10 
10. Mr.Do!/Universal............... 9.4 5 20. FUT DO/ SCOG: 64. etd cheat ete fans 5.7 10 


enn ee ene er 
[Ed. Note: These rankings were computed by awarding points according to a game’s ranking in each poll. A first 
place rank rewarded 14 points, second place 13 points, third place 12 points, etc. Each game’s point total was 
divided by the number of appearances on the polls resulting in an average point rating for each game. ] 


“Special Note: These rankings are not to be confused with the 1983 Play Meter Awards for the Best Games of the 
Year. Ballots for the Annual Play Meter Awards will be mailed out at the end of this year. The awards will be 
presented at the upcoming AOE Show in Chicago, March 9-11. 
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Average Weekly Collections 
For Top Ranked New Videos & Pinballs 
(Games Ranking First on Every Poll) 


1982 — 1983 
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Average Weekly Collections 
For New Videos and Pinballs 
(Games Six Months Old or Less) 
1982 — 1983 
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Available Now As A 
Conversion Kit 


Directly From Its Originator— 


Konami, Inc. 


Torrance, California 


Konami, the creator of such arcade hits as GYRUSS, SCRAMBLE, 
SUPER COBRA, TUTANKHAM, ROC’N ROPE and FROGGER is now 
offering TIME PILOT, as a conversion kit. 


Konami, Inc. 
20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
PHONE: (213) 533-8644 
TELEX: 4720119 KONAMER FAX: (213) 533-6040 


Konamis Industry Co.,Ltd 
1215 11-4 1 CHOME UMEDA, KITA-KU, OSAKA CITY, 530 JAPAN 


STATE 
re OF THE : 
== INDUSTRY = 


SURVEY 


perators don’t always get a 

chance to tell manufacturers 

and distributors their side of 
the story. They often don’t have an 
opportunity to give their explanation 
on industry issues: falling revenues and 
more interest in pinball, or urge for 
more equipment testing and a variety 
of video game themes. 

Now they get their chance. 

In the Play Meter Annual Sub- 
scribers’ Poll, the last question read: 
“Tf you could address all the manufac- 
turers and distributors in this industry, 
what would you want to tell them?” 

The following comments were taken 
from answers to this question. The 
comments express anger, humor, and 
optimism. Answers are grouped in 
categories. 

Read how operators assess the coin- 
op industry. 


Competition Within 
the Industry 
“In my town, Atari owns two major 
arcades, Bally owns two, Empire owns 
two. How am I, as an operator, sup- 
posed to compete? Either manufac- 
ture, distribute, or operate games—not 
all three.” 
xk kK kK & 
“Manufacturers should stop fight- 
ing each other and get together to 
make our industry more profitable.” 
*x* ke Kk kK 
“I would like to ask Bally why it is 
trying to cut our throats with com- 
petition.” 
xk k kK &k 
“Stay out of the arcade business— 
it’s unfair competition.” 
x kk kK 
“Too many operators are cutthroat- 
ing each other. Distributors are 
Supplying (operating) machines to 
areas where operators function.” 
x kk kK 


“Bally’s attitude toward the opera- 
36 


OPERATORS ADDRESS 


MANUFACTURERS, 
DISTRIBUTORS 


tor is one that I think it will even- 
tually regret. It opens arcades and runs 
8/$1 plays inan over-saturated market 
and has advance games before the 
operators.” 
x kK KX Kk 

“Distributors are too busy with their 

routes to give us a good deal.” 


Equipment Innovations 
“Be more innovative instead of 
copycats.” 
x ke K Kk 
“Reduce the number of poor new 
games by not releasing or manufac- 
turing poor games. This will help 
remove the obsolescence factor. Let’s 
see some innovations and some 
cheaper parts.” 
x kK K kK 
“I know not every game can be a 
Pole Position or a Ms. Pac-Man, but 
mediocrity will KILL this industry. 
Certainly at $2,500 and up per new 
piece of equipment, you can produce a 
more captivating and exciting game 
than you have within the last year.” 
*x ke Kk Kk Ok 
“Bring out new and different games 
at a reasonable price.” 
xk kK Kk 
“The industry badly needs variety in 
the selection of games. Most games 
can be grouped in one of four differing 
types of play. Games which only are 
slightly different become repetitious to 
the public.” 
x «K ke KK 
“Design games so that by changing a 
few ROMs, the game pattern is 
changed a little. Also, design games to 
respond to the player’s level in the 
game’s speed or difficulty.” 
* we Ke Kk OK 
“Continue to build games that are a 
challenge for 18- to 35-year-old cus- 
tomers—they can afford to play.” 
x ke kK kK & 
“Develop another generation of 
games that will return the players.” 


x kK kK k 


“Design the programs with a death 
stage so that after a certain point or 
amount of time, all hell will break 
loose, and no one will survive. Good 
players can master a game and then 
play on it for hours on one quarter.” 

x kK Kk kK & 

“Manufacturers need to stay in close 
contact with shifting public prefer- 
ences for entertainment equipment.” 

x kK K 

“We need more games of an educa- 

tional nature.” | 
x kK kK Kk 

“Please stop making so many dogs. 
We need games that will hold up 
because we must rotate. Give us a 
chance to pay for our coin-op games.” 


Equipment Testing 
“Explain the games. Don’t tell us 
how much they will make; tell us 
exactly what they will do and how the 
game is played.” 
x kk k &k 
“T would like distributors to recom- 
mend a game because it’s good, not 
because they want to clear out their 
warehouses.” 
x kK kK kK 
“Manufacturers should test the 
games more and provide the results in 
a clear, understandable manner.” 
x kK kK k 
“Stop using us (the operators) as 
guinea pigs for the product. Games are 
too expensive for small operators to 
make a mistake. Research play appeal.” 
x kK kK k 
“Test, test, test. I hate spending 
$3,800 for a machine, and having to fix 
and re-engineer the game just to make 
a buck. Thanks to my local distributor 
(State Music, Dallas), I haven’t had to 
bite the bullet too hard.” 


Game Costs 
“At $2,500 a copy, videos must take 
in 32,000 quarters ($8,000) before they 
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MARYLAND 
STUDENT 
UNION 


Van Brook is #1 World Wide 


AM Keeping our Customers Number One has made Van 
: Brook the Number One Leader in the Amusement & 
ATARI Casino Token Industry. No other supplier can offer you: 


e Immediate, same day shipment on Stock Tokens and 
Accessory Items. 

¢ Buy-Back Agreement 100% on Stock Tokens. 

¢ Special-Sized Token Wrappers. 

¢ Wide array of all necessary Signs and Stickers. 

* Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 
and types). 

* Cradles & Cradle Kits. 

* Push Chutes (Complete, Single-Token & 
Double-Token), Replacement Slides. 

English #515 Roll-Down Acceptors. 

English 4 x 4 Replacement Cradles & Kits. 

Klopp Token Counters. 

Security Cash Controller 

Kwik Koin Token Dispensers. 


* * * * 


* 


e Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

e Hundreds of attractive Stock Dies . 

¢e NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

¢ Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

¢ Product Exellence -- Van Brook Standards of 
Precision and Quality Control are the highest in 
the Token Industry. 


Phone or urite for catalog & samples 


ELipLer's 


Believe /t or Not! 
ARCADE . 


js S 
ALE BEDS 


lo a ee | / 
HOLIDOME 

INDOOR 
RECREATION 
CENTER 


Copyright © 1982 © Van Brook of Lexington, Inc. ® All Rights Reserved. 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 
——aas (606) 231-7100 ea_—_ 
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America runs 
on quarters. 


And Scan Coin 
counts them... fast. 


Coins or tokens. ..small or large volume. . .single 
denominations or mixed change. ..Scan Coin has a 
complete line of coin handling equipment to speed 
the count. 

We'll help you analyze your current and future needs, 
then recommend a Scan Coin unit to fit your budget. Of 
course all our products are quality-engineered for 
durability and simple, quiet operation. 


One of the most popular 
and versatile Scan Coin 
units is the SC 3001. Its ex- 
clusive, high-speed elec- 
tronic sensor makes short 
order of any counting task. 
And a number of acces- 
sories allows you to 
customize the SC 3001 to fit 
your special requirements. 


For more details on the complete line of Scan Coin 
products, call toll-free 800-336-3311 for the name of the 
dealer nearest you. 


ScanCoin 


The first choice in money handling systems. 


20] Elden Street, Herndon, VA. 22070 
800-336-3311 (In Virginia, call 703-471-6510) 


pay for themselves (break even). 
Figuring in 5 percent sales tax on 
machine purchases, 5 percent on gross 
receipts, and 50 percent commissions, 
and assuming 10 percent of gross for 
repairs and overhead: 


Gross Receipts $8,000 
Sales Tax Plus 2% License 600 
Commissions 4,000 
Machine Cost 2,500 
Est. 10% for Service & Moving U0) 
Incidentals 100 
Net Profit -()- 


x kK K kK 
“Since gaming is declining, please 
reduce the cost of your games. Either 
cut the actual dollar cost or make 
operator convertible games with easy- 
to-follow instructions.” 
* *« Ke Kk 
“Fither give us machines that are 
more cost efficient or prices that are 
more cost efficient.” 


Home Videos 

“Don’t release new games to the 
home video market for at least two 
years after the arcade piece 1s released.” 

* kK K Kk Ok 

“Don't go through with videos on 
cable TV.” 

* kK Ke K 

“Stop flooding the market with 
home games.” 

* kK K k * 

“Keep home videos off the market 
for at least a year after operators put 
them on the market.” 

*x* * *K Kk 

“You can say anything you want 
about home games helping coin-op 
sales, but my sales dropped 20 percent 
after Christmas °82 and have not 
recovered,” 

* kK kK Kk 

“We may have to refrain from buy- 
ing new video games unless the manu- 
facturer guarantees us that the game 
will not be released to the home game 
market for at least two years.” 


Kits 
“Prices must come down, especially 
on conversion kits.” 
* k Kk *k 
“Kits or board exchanges should be 
available to operators to resolve 
known problems.” 
x *k kK Kk x 
‘Develop a retrofit suggestion 
magazine with dozens of useful week- 
end projects for used videos. They can 
be made into fish tank enclosures, 
video-soap box cars, dog/ doll houses, 
or fancy china cabints. Two Tempest 
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THE FUTURE BEGINS THIS FALL! | 


* 
aay: 
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At 10:08AM on 
December 9, 1983, 
this man plans to revolutionize 
Americas game industry. 


FREE AT LAST... 


1213 Innsbruck Drive Sunnyvale, CA 94086 408/744-7398 
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Official Coin-Operated Video 
Games of the 1984 Olympics 


Now—At Last—The Blockbus¢=2r 
Game We Have All Been Waiting 
For. The ATARI STAR WARS coin 
video game introduces a new 
age of entertainment. With 
graphic simulation that plunges 
players head-on into the world of 
Luke Skywalker* with music and 
dialogue from the film and spe- 


cial effects that blast state-of-the- 
art into an unknown dimension! 

And the movie release of STAR 
WARS: RETURN OF THE JEDI* 
renews the STAR WARS experi- 
ence. So cash in on the connec- 
tion! 

But the thrill of game play goes 
beyond its great name. We've 


© 1983 Lucasfilm Ltd. & Atari, Inc. All rights reserved. *Trademarks of Lucasfilm Ltd. used by Atari, Inc. under license. 


done our homework. STAR 

WARS, the game, is exploding on 

the coin video scene 

just like the film has ex- 

ploded into every as- 

pect of our lives! 
Trust your feeling R 

—call your Atari AT A R . 

Distributor NOW! 


A Warner Communications Company 


s S R 
y . 
oS ‘ 


videos would make a nifty auto rack, 
due to the sloped shape.” 


4 
me 


*x* kK kK k 


“Sell all games in conversion kit 
form, not just the turkeys.” 
x kK k ke 


“All speed-up kits should be legal.” 
x kK Kk kK & 
“We need more retrofit systems for 
old games that have flopped.” 
x ke ke Kk 
“Wake up! It’s conversion time! We 
have hundreds of games that are obso- 
lete before their time. Some are only 
six months old. We will buy legal con- 
versions before illegal ones and will 
buy illegal conversions before discard- 
ing machines that never came close to 
breaking even.” 
x kK kK kK 
“I'd like to see more game selector 
kits with two or three games in one 
cabinet so that the customer has a 
choice.” 
*x* ke kK k 
“Build conversion games. Quit 
being selfish and help save our indus- 
iy. 
* ke ke Ok OK 
“The movement toward conversions 
is one of the brightest prospects toward 
lengthening the life of games in service. 
They allow an operator to strengthen 
his return for minimal investment, at 
the same time satisfying his locations 
by providing new games and frequent 
rotation.” 


Non-Video Equipment 

“I would like to see the manufac- 
turers normally associated with 
pinball to direct their efforts back to 
that area. I can always come out good 
on a good pin game. I also feel that 
most everyone in the industry is 
writing off music without a reason. A 
good, professional operator can still 
make money on phonos.” 

x* kK Kk kK 

“For the investment, operators can 
make more money with pool, juke- 
boxes, pinball, and poker than they 
can with video games.” 

*x* kK kek Kk 

“There was a two-year hiatus in the 
pin industry, but nothing was learned. 
Why? There are the same service pro- 
blems and the same manufacturer pro- 
blems. Video has worn itself out. The 
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new games are so overpriced and are 
not for most operators.” 


Overproduction 

“Without the bona fide registered 
licensed operator of coin equipment, 
you don’t need the distributor or 
manufacturer. The manufacturer in 
his greed has forced distributors to 
Over order for production records 
without any thought to where this 
equipment ends up, its end value, or 
the consequences of a saturated mar- 
ket and its probable effect on manu- 
facturers’ future equipment sales. 

“A distributor overloaded with 
equipment will sell without regard to 
anyone that possibly can pay for the 
goods. When this becomes his main 
concern, he has lost the respect and 
value of the operator on the street. He 
seriously hurts the genuine operators’ 
income by saturating with a product. 
But he further hurts the operator by 
furthering somewhat the need for his 
warranty-servicing parts, supplies, 
and even advice. 

“Trying to be the biggest is not the 
answer to this business—never was 
and never will be. This is a moderate 
personal attention business.” 

x kK kek Kk 

“Slow down on the influx of new, 
but not really different equipment 
being flooded to operators at ridicul- 
ous prices. Come up with more kits to 
upgrade yesteryear hits. I will most 
likely be out of business shortly, due to 
not being able to purchase all these 
new games that my locations hear 
about coming out every month.” 

x kK k kK 

“Don’t put out so many new games 
at once or so close together that they 
obsolete themselves quicker. Give 
each game time to play out.” 

x k ek kK 

“Do not flood the market with new 
games. Like the furniture and auto 
industries, introduce only a few new 
games periodically.” 

x kK Kk Kk ik 


“Quality, not quantity.” 
xK kK kK k 
“Reduce output of games (winners 
and losers) to a high percent of win- 
ners.” 
* * ke kk 
“Cut back on the number of new 
pieces introduced. Treat the operator 
as a customer again, rather than some- 
one to unload equipment onto and 
beat out of locations for the equip- 
ment.” 
x ke kK Kk 
“Instead of flooding the market with 
new games, do more promotions on 


DOUBLE FRAME 
MINI-DOOR 


© The QUALITY Coin Door 
e Made in USA. 


® Free catalog upon request 


Z CoinControls Inc. . 
2609 Greenleaf Ave. 
Elk Grove, IL 60007 


800-323-8174 


(312) 228-1810 Telex: 254708 


OVERSTOCKED WITH 
EXCESS INVENTORY? 


AUCTION IT! 


Auction Sales by Jay Sugarman Auctioneers assures you of the highest in 
ethical standards and professionalism in auctioneering. 


Dispose of part or all of your business or inventory. We'll even purchase 
your assets outright or sell for you on a commission basis. 


You can be assured of success when you hear the sound of... 


SOLD BY 
JAY SUGARMAN smote: 


Certified Auctioneers Institute 
National Association of Auctioneers 
AUCTIONEERS Florida Auctioneer Association 
750 NE 195th Street International Society of Appraisers 
North Miami Beach, FL 33179 Greater Miami Chamber of Commerce 


305/651-0101 
LICENSED e BONDED ° INSURED 


WE ARE SPECIALISTS IN HANDLING COIN OPERATED MACHINE SALES WITH YEARS OF EXPERIENCE 


FOR COMPLETE INFORMATION © WITHOUT OBLIGATION 
CALL or WRITE 


305/651-0101 


The Norton Co. 
Service Center 


aie State of the Industry 
e High Ball e Ten Pins Part II 


e Happy Feet e Happy Hammer 


In the November 15 
Play Meter 


Servicing Midway Customers Also 


Factory Trained Technicians 
Contact: 813-963-2043 
813-963-1964 


what is released.” 


Service 

“Stick-on decals on cabinets are a 
joke—you should silkscreen and paint 
the cabinets.” 

x kk k & 

“Make videos easier to clean with 
the Pac-Man snap bar on the side. Do 
away with all screws and bolts that 
hamper the operator’s cleaning of 
machines.” 

x *k* kK kK & 

“Distributor service and repair costs 
are totally unfair.” 

x* *k* kK kK 

“Put volume control knobs on all 
games. Put a simple on/off switch on 
all machines.” 

x * kK kK & 

“Please come out with boards and 
marquees for the cabinets we already 
own. We do not need any cabinets or 
power supplies. No one would mind 
spending $600 to $800 for a new 
game.” 

*x* *k kK k & 

“Please give us more workshops in 
central locations.” 

x kk kK 

“Improve cash box security and 
simplify tone controls for easy access.” 

x kK kK kK & 

“Distributors: don’t promise games 
you can’t deliver; follow-up on 
deliveries and make sure the games are 
in working order. Don’t bad-mouth 
other distributors or jobbers. Respond 
quickly when parts are needed.” 

*x* k* kK kK & 

“There should be more detailed 

troubleshooting for the layman.” 
* * kK kK 

“Have more accessible toll-free ser- 
vice help.” 

x* kk kK 

“Manufacturers should be more 
responsive to inquiries.” 

x kk kK k 

“Service after the sale counts. 
Manufacturers do not monitor the dis- 
tributors closely enough.” 

*x* kK kK Kk * 

“Warranties need to be longer—at 
least 6 months for the price of a new 
game.” 

xk kK kK & 

“Their games should all be of the 
same component parts—one joystick, 
etc. Make new games but use the same 


cabinet.” 
x kK kK kK xk 


“Throw out cross point contacts.” 


x * kok * 


“Improve coin mechanisms. Improve 
on common areas which are prone to 
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AMOA EXPOSITION 1983 : 


.. “Reflecting A rons Industry” 


> \ 
: AMUSEMENT 


0600 


OPERATORS 
ASSOCIATION | 


THE RIVERGATE, NEW ORLEANS, LOUISIANA 
HILTON HOTEL, HEADQUARTERS 
OCTOBER 27-30, AMOA EDUCATION PROGRAMS 
OCTOBER 28-29-30, INTERNATIONAL EXPOSITION 


AMOA's International Trade Show for Coin-Operated 
Games, Music and Allied Products 


Sponsored by 

Play Meter Magazine 

Managed by 

Conference Management Corporation 


Amusement Suppliers 


Distributors 
Manufacturers 


Be a part of the largest 
Exhibit Hall in the in- 
dustry. Well over 500 
booths. AOE ’84 Is sure 
to be the best show ever 
— attracting thousands 
of large volume buyers, 
qualified decision-mak- 
ers. Meet these poten- 
tial customers face-to- 
face as you “show off” 
your products and ser- 
vices. 


Don’t miss this oppor- 
tunity to be a part of the 
most successful indus- 
try Event... Call Lisa 
Ryan TODAY to reserve 
your exhibit space. 
(203) 852-0500 


damage by people waiting or playing 
games.” 
x kk Kk & 

“T would tell all manufacturers that 
they should follow Williams for its 
style of adjustment in pinball and 
videos.” 

xk kK k 

“We do receive service tips from one 
manufacturer in notebook form. I 
would like to see all manufacturers do 
the same. Also, when manufacturers 
send new games to a location, they 
send plastic coin acceptors that are 
adjustable to accept tokens. Why?” 


xk k k & 


“IT would like to ask manufacturers 
why videos like Space Invaders never 
break down, but new games on the 
market, with less than a third of the life 
span of Space Invaders, are always a 
sea of problems.” 

xk kk & 

“Manufacturers should consider 
easier access to common problem 
areas on machines. Use more materials 
and better methods of packing 
machines for shipment.” 


x* kk Kk 


“Make token boxes that can be 
emptied using one hand, like the one 
on Zaxxon.” 

x kk kK & 

“Make all games with a double door 
so location people can clean all jams 
and not be able to get to the money. 
Paint on all side images. On control 
overlays, do like Nintendo and put a 
clear plastic cover. Use glass, not plas- 
tic, for the view port. Locate the fol- 
lowing in front of game (behind door): 
volume—for all user type controls like 
fuses, color, test.” 


x kk kK 


“Build games with better coin mech- 
anisms, better security, and with better 
engineering.” 

xk k kK 

“Put alarms on games (doors) and 
put on/off switches on top of games, 
not on the back or the bottom.” 


x kk kK 


“Put duplicate copies of complete 
manuals in each game, including oper- 
ation, schematics, theory, parts, anda 
fully outlined multimeter-only repair 
manual to include (live) voltage read- 
ings throughout and (dead) resistance 
readings throughout game logic, 
power supply, and monitors. When 
you have program defects and offer 
revised chips for improved programs, 
the chips should be offered free for an 
unlimited time, with exchange of chips 
being replaced. I just paid $36 a piece 


times five chips times two games for 
game parts, which were free one and a 
half years ago. The manufacturers 
should stand behind each mistake.” 


xk k k & 


“There should be universality in 
parts, especially in coin doors. Installa 
small fan in every game. It is necessary 
now because of government rulings 
specifying cages to surround PC 
boards.” 

xk k k 

“Make distributors responsible for 
follow-up after the sale with informa- 
tion on service, retro-kits, etc. Exam- 
ple: a distributor sold us some games. 
We (and everyone else) had monitor 
problems but never received any help 
or solution although the distributor 
had the kit to modify the board. Info is 
passed down from the manufacturer to 
the distributor and it stops there! We 
don’t do business with this distributor 
anymore.” 


Used Game Market 
“Establish a fair trade-in system like 
Bally is trying.” 
x * kK k xk 
“Stop the closeouts; they have 
destroyed the used game market.” 


*x* kk kK k 


“Manufacturers should find and 
Organize a method for taking their old 
games as trades against their new 
games at specified and advertised 
prices which would facilitate upgrad- 
ing for operators. Trades could be 
used for factory conversions and re- 
released.” 

x kk kK & 

“Trade-ins will return, or distribu- 
tors will find out what Chapter 11 is all 
about.” 


General Comments 
“Help us, and we'll help you.” 


x * wk Kk 


“Put a monitor on top of the games 
so that people can watch from far 
away. This would give show-offs a 
chance to put in more quarters, espe- 
cially in a bar.” 

x kk k 

“Build games with a serial number 
that can be easily identified and not 
removed.” 

x kk k k 

“Stop legally harassing operators 

Over copyright questions.” 
xk k k 

“Every phase of this industry has 
lots of problems. It is a jump-on-the- 
bandwagon business with no real 
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visionaries. Too many people are in 
the business—both manufacturers and 
operators.” 
*x* ke k Kk 
“Get in touch with the arcade 
owners and operators. Do not rely on 
distributors to effectively present and 
promote your products.” 
x kK Kk Kk 
“Bootleggers are best controlled by 
pricing, not policing.” 
x kK k kK 
“Concentrate on the old customers 
and don’t try to start every new Tom, 
Dick, and Harry into the coin-op 
machine business.” 
x kK k kK 
“They (the manufacturers) should 
donate money to help children, so the 
industry is not looked upon as a quar- 
ter stealer.” 
x ke k Kk 
“Distributors are too wrapped up in 
their big accounts. Your double stan- 
dard pricing stinks. The small opera- 
tor needs a fair shake to compete.” 
*x* kk Kk x 
“Please do more advertising of your 
coin-op games to the general public.” 
*x* kK kK kK 
“Stop telling lies about amusement 
machine take. It is not only untruthful, 
but will be the downfall of the entire 
industry.” 
x kK k Kk 
“T am now selling hamburgers and 
ice cream to make up for what games 
aren't doing.” 
x kK k kK 
“Manufacturers should make con- 
Sumers more aware of coin-op.” 
xk kK k k ok 
“T hope they are happy with the pre- 
sent sad state of this industry because 
the problems we now face were caused 
almost entirely by their greed and lack 
of self control. The manufacturers and 
distributors can thank themselves and 
their lack of foresight for their lower 
profits this year.” 
x kK k kK 
“For the past several years, opera- 
tors have been trying to tell them that 
we are the heart of this business. With 
the many changes in the past 6 months, 
I think the manufacturers and distrib- 
utors would be smart if they paid more 
attention to the operator’s plight. It’s 
the operators who will be responsible 
for reorganization of this business 
(new locations, better commission, 
stimulating player demand), and they 
need more than some hot games!” 
*x* kk kK 
‘Manufacturers need to spend more 
time looking after the operator. If he 
survives, they thrive.” “ 
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UNIQUE 
EXCITING SKILL GAMES 
EXCELLENT PROFITS-FAST RETURNS 
STAYING POWER 


ACCESSORIES-PROMOTION LEAGUES-TOURNAMENTS 
immediate shipment GENTO RY. 
Quantity Discounts ~ S\DARTES 
Lowest 


Price 
Available 


Distributed By: 
VipEo CaAsINo SystTEMsS 


322% Lorna Rd 
Birmingham, AL. 35216 


(205) 823-7324 2 
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HOW TO PUTA HUNCHBACK 
IN YOUR CASHBOX 
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Pete 


The great success of Hunchback on CVS (Convertable Game Systems-Century Electronics) 
has created considerable demand to put this “hit" game on to Galaxian Scramble 
type boards. 


That's why Century Electronics have developed and Crown Vending is selling-PLAYPAK. 
A very cost effective means of putting Century's unique games within the reach of non-CVS 
operators. 


AVAILABLE IN THE UNITED STATES—ONLY—FROM: 


CROWN VENDING CORPORATION 


111-59 44th Ave., P. O. Box 19 © Corona, NY 11368 
Call collect: 212/592-7070 
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COINMAN INTERVIEW 


By Valerie Cognevich 
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Joe Peters entered the coin-op industry in a roundabout 
way. 

He was working for a chemical company and left and started 
his own chemical company. He started selling industrial 
chemicals. 

Peters then got to know people at a vending company, and 
they mentioned the need for pinball cleaner. Though he thought 
about it, he put it off. 

But foosball was just getting popular, and he was asked to 
make a special silicon for the rods of the machine. He did anda 
great number of foosball companies endorsed the product. 

Shortly after that, he developed the playfield cleaner and 
polish for pinball, and the next thing he knew, he was mass 
producing it. Bally was researching products best suited for its 
equipment. It tested and researched Peters’ product and found it 
to be the best on the market. It endorsed and recommended the 
cleaner which has made Wildcat Chemical Company wellknown 
in the industry. It is the only manufacturer of chemicals for the 
vending industry. 


An operator and parts supplier, Joe Peters, of ; 
Big State Supply Co. an A Wildeat Cheval Ce. Three years ago, Peters opened Big State Supply Company, 


and he therefore gets a daily reading on the mood of operators 
nationwide reflected in the parts they buy. He has a full line of 
parts and his company has become a recognized parts company 
in the industry. 


J O K Pp KE T K R S He has also been a small arcade operator for the last couple 
of vears, giving Peters a diversified view of the industry. 

Peters grew up in Ft. Worth, Texas. He went to the 

University of Texas in Arlington and got his degree in business. 


Peters is married to Felicia Tornabene, a former employee of 
Bally Manufacturing Corp., and has two sons. 


offers some controversial and interesting opinions 
on the coin-op industry. 


Since this is Play Meter’s State of the Industry issue, what 
are your opinions on the state of the coin-op industry? 

Human nature has a certain amount of control over 
our actions. When video games started increasing in 
popularity, many people wanted to get involved with what 
looked to be the future, and they wanted to make a good 
profit. But now the industry 1s struggling through a 
shakeout period as many of these disillusioned people 
leave the industry. 

The industry now finds itself with many a white 
elephant to get rid of with the oversaturation of 
equipment. I’m not saying that video is dead, but itis a fact 
that video has declined considerably since last year. 


How are operators coping with this softening of the 
market? 

Since the market became soft because of too much, 
too fast and not enough innovation, operators are having 
withdrawal symptoms. They are not setting goals but just 
trying to get by. The recession that hit the world really hit 
our industry this time, and it is going to take awhile to 
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@We should not let a few people fight our battles 
and dictate terms to us. We should collectively be 
a group that fights the battles and enjoys the 
success together. @ 
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recover because of poor management, under-capitaliza- 
tion, and poor judgment on equipment purchases. 

The operator who kept his head, mixed his 
equipment, and had a solid foundation will be the survivor 
of this shakeout. 


When you talk about a solid foundation, what exactly are 
you referring to? 

I am talking about the basics of this industry—the 
pinballs, pool tables, jukeboxes. These are what made us 
what we are—the standards. Video will always be a part of 
that foundation, but the others should not be ignored. 

If the manufacturers of pins, pool tables, and 
jukeboxes promote their products like video was 
promoted, people will become more interested. 


So you think there could possibly be renewed interest in 
pinballs? 

What I’m hearing from the market is that some 
operators are refurbishing old pinballs that have been 
warehoused and putting them on their routes. Some are 
making nearly as much as the videos. Every two or three 
years there is a turnover in kids who are playing the games. 
This new group of kids should be exposed to the pinball 
experience. And kids are getting smarter all the time. With 
a video, the alien always beats you. But with a pinball, you 
have a chance to win and everyone likes to win. With pool 
it is a craft—an art. 


That brings us to pool tables. Are they a viable alternative 
to videos? 

Yes, it is a part of back to the basics. Operators have to 
impress upon locations that they would be better off letting 
you, the operator, maintain the pool table. It is more 
expensive to maintain a pool table than locations may 
think. Operators tended to overlook the pool table part of 
their businesses. Locations, as a rule, don’t keep their own 
pool tables in very good condition. 


Since we are talking about the basics, do you feel that 
jukeboxes have been also overlooked? 

Definitely. But this country loves nostalgia. We 
remember going to our favorite hangout and listening to 
the jukeboxes. The "50s have been popular, and jukeboxes 
were a major part of the ‘SOs. That nostalgia has remained 
and increased in popularity to where it is a viable market. 
Nightclubs that were disco now have a ’50s theme. So, I 
think operators need to expand on that situation and run 
with it. The time is right—they need to show the 
merchandise. Too many jukeboxes were kept in the 
warehouse because operators wanted the fast buck on 
videos. Now that has declined, so we can go back to the 
basics. I know I keep driving that point home, but all you 
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have to do is get with a program. 


So you feel that the basics we have talked about (pinball, 
pool, and jukeboxes) can help the operator survive? 

Pinball, pool, and jukeboxes are blue collar pieces. 
They are for the guy who gets the mug of beer after a hard 
day’s work. If you don’t think that is true, look at who the 
beer commercials aim at. It sure isn’t someone sitting at the 
country club sipping a cold brew. The commercial is set in 
a local pub. If you look around that room during the 
commercial, you will see a pool table, a jukebox, a pinball 
machine, and maybe a video—but not just a video. 

In the states that have a large ratio of factory workers, 
more pinballs are being played because these workers feel 
that video is too kid-oriented or they get frustrated with 
video games. Operators would be smart to diversify and 
interlace all the equipment together so they could appeal to 
all the people and not just the video players. 


Operators faced another situation in 1983 that was difficult 
to handle—location demand. 

Yes, they were. But the media is what caused those 
locations to express a desire for certain games like Pac- 
Man or Defender. 


Do you think this location demand will change now that 
videos are declining in popularity? 

I think locations that were getting their typical 50 
percent are seeing the handwriting on the wall. They are 
not getting that large of a split anymore, and I think they 
will be more open to suggestions. The name of their game is 
profit, too. So the locations should bow to the expertise of 
the operator, and he should be the guiding force as to what 
equipment should go in what location. The operator wants 
to make money so he isn’t going to put junk in any 
location. 

Now that the location has seen the drop, he should let 
the professional operator guide him. If he owns a 
restaurant, the location owner listens to experts in the 
restaurant field; if he has a bar, he serves the liquor people 
want. So the operator will hear more of what the demands 
are—not just for that one location but what the city and 
nation are turning to. That knowledge will guide the 
location into a profitable situation. 


Do you feel location contracts are important? 

I wonder how valid they are. I’ve seen contracts that 
were very easy to break. What’s the operator going to do? 
Take the location to court? We know that we in this 
industry are walking a fine line so the operator sure isn’t 
going to want that publicity. As far as I’m concerned, you 
don't need a contract because if you are treating your 

(continued) 
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locations right and have a good relationship, you don't 
need a contract. 


You mentioned media coverage of the industry. Do you 
feel it has been detrimental? 

I really resent how the media has handled the 
industry. The industry has gotten so much bad press that 
parents and government at all levels have come down very 
hard on it. The youth of today are much smarter than 
they were 10 or 20 years ago and they know it. They absorb 
things. The bad press on arcades has been so repetitious 
that even they feel it is not good to go to an arcade. They 
may get rasped by their parents for playing video games. 

The cow is already out of the gate as far as a video 
decline. It is a shame that video didn’t get promoted 
properly and maybe it wouldn’t be as bad off. 

Just recently some of the media have started bringing 
out interviews with educated people that video and 
computers are good for various skills and not the den of 


iniquity the industry was painted to be. 


Didn’t you have a personal experience concerning media 
coverage of the industry? 

I was going to build an arcade. I got an attorney and 
went through the zoning board where the plans went 
through unanimously. I then had to go through city hall. 
But a local church and a coalition of neighbors showed up 
at city hall to fight it. I had a layout of how it would look, 
the rules and regulations, plans for running the arcade, and 
the commitments I would make to the neighborhood. It 
still did not go through. 

After the meeting someone approached me and told 
me that I had been defeated even before | made my 
presentation. This happened right after the Mesquite case 
had gone to the Supreme Court and the media had picked 
up the story. It was on radio and in all the papers, and the 
members of city hall had discussed it in the council rooms 
before I even presented my side. Again, I attribute it to the 
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CHARLOTTE, NC 


Sat., Oct. 8 
Metralina State 
Falr Grounds 
7100 Statesville Road 
Charlotte, NC 


ORLANDO, FL 


Wed., Oct. 19 
Expo Centre 
500 Livingston St. 
Orlando, FL 
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JACKSONVILLE,FL 


Wed., Oct. 26 
Civic Auditorium 
300 West Water St. AMOA 
Jacksonville, FL 


We specialize in the sale of new or used games by auction due to 
distributor overstock, operator liquidation and bank repossessions. 


NAGA 1919 14th 8St., Suite #405, Boulder, CO 80302 NAGA 


PRESENTED: ex 


WI ationac Amusement Game Auction 
CTHE INDUSTRY AUCTION LEADER” 


100’°S 
OF THE LATEST GAMES 


WILLIAMS 
= MIDWAY * STERN * BALLY * NINTENDO * 


UPCOMING AUCTIONS 


CINCINNATI, OH 


Sat., Nov. 5 
Cincinnati Garden 
2250 Seymour Ave. 
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ANOTHER TOP EARNING CONVERSION 


meee PADLW ROPE’ 


A NO. 1 CONVERSION 
FROM A NO. 1 
MANUFACTURER 


_ Capture the 
“ROC” BIRD 


You will fall if you move , 
while the rope is shaken. Vi Progress to next phase 
upon reaching 
») Bird of Fortune. 


Monsters will fall down 
when you shoot the FLASH 


, Sif 
while on the rope. hy beet en RO e 5 N ROPE 


the monsters become 


paralyzed momentarily. CO N VE R SI O N KIT 
| CONTENTS: 


1-Main Printed Circuit Board 

S. | | 1-P. C. Board Cage (FCC Required) 
Climb up : ama Po* mo 1-Connecting Wiring Harness 
ee : 1- Marquee (Header) Overlay 

1 Set - Side Panel Graphics (cett ang right) 
1-Control Panel Overlay 

1-Button Assembly 


1 Set- Control Button Decals 
(1 Player, 2 Player, Flash, Rope) 


1- Player Instruction Decal 
1- Copyright Seal (For Marquee) 
1- Technical Instruction Manual 
1- Registration Card 
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Kosuka Co., Ltd. Licensed by Konami ©1983 


For your local distributor contact: 


=—=+-y 7-13 = Interlogic, Inc. 


92. (312) 671-0305 


ASE Telex: 270359 INTRLOGIC ROSM 


HON RIVE 
STRIKESE™ \—_ 
BRGK 
Copyright Infringement Policy: 
WARNING! 


Konami has registered a copyright and trademark with 
the United States Copyright Office for its games. 

Konami will protect its proprietary rights to its games, in 
particular ROC’N ROPE, TIME PILOT, JUNO FIRST, and 
GYRUSS, by taking any and all legal action necessary 
against any person or company that manufactures, sells, 
distributes, and/or operates any game which violates the 
exclusive rights of Konami games. Any violation whatso- 
ever will be prosecuted to the fullest extent of the law. 


x Centuri, Inc., of Hialeah, FL., has been licensed by Konami to 
manufacture, sell and distribute GYRUSS. 


wx Inter Logic, Inc., of Rosemont, IL., has been licensed by Kosuka 
Co., Ltd., to sell and distribute ROC’N ROPE. 


x Mylstar Electronics, Inc., of Northlake, IL., has been licensed by 
Konami to manufacture, sell and distribute JUNO FIRST. 


Konami, Inc. 


20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
(213) 533-8644 


Konamiolndustry Co.,Ltd 


1215 11-4 1 CHOME UMEDA, KITA-KU, OSAKA CITY, 530 JAPAN 


Nevada Gaming Schools... 


Because the competition is 
rough out there 


a } eo 
Training Amusement Machine Technicians 


NEVADA GAMING SCHOOLS, INC. 
3100 Sirius Ave./Suite P 881 E. Glendale/Suite pP 
Las Vegas, Nevada 89102 Sparks, Nevada 89431 
(702) 873-2345 (702) 359-2345 
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way the media has blown things way out of proportion. 


Why did the media blow things out of proportion? Were 
operators partly to blame? 

I think we all had pride. Our industry had been 
frowned upon and misunderstood but was finally being 
accepted. Well, I think we gloated a little bit too much. We 
were the stepchild that had until now been neglected and 
now was welcome with open arms. 

But, I think the problem was that we exaggerated and 
generalized (about earnings). An example is how much 
certain locations and certain games made. But it was not 
fully explained to the media that not every game nor every 
location made those big bucks. They just picked up on 
specific games, never fully understanding or aware that 
there were many, many games that never saw the large 
collection reports that the media took and exaggerated and 
misinterpreted. 

It is clear now, using our powers of hindsight, that we 
should have been more cautious and adhered to the saying 
“still waters run deep,” and maybe we could have let the 
industry create its own image instead of exaggerated 
accounts. We flaunted our success because we wanted so 
badly to be accepted. 


What can we do now about the media problem? 

We need to be more selective in our buying so the 
industry can pull itself up without the media hype. This 
industry has enough trouble with image, and we should not 
give the media any reason to look down our throats. The 
more noise you make, the more attention you receive. We 
should quietly do the job we have set for ourselves and 
make a good honest livelihood without a lot of highs and 
lows. 


Do you think a lot of the governmental interest in the 
industry came about because of the exaggerated media 
reports? 

These exaggerated reports of phenomenal earnings 
came at a time when federal budget cuts were occurring at 
state and city levels. These states were frantic trying to 
figure out ways to get more money. This industry had been 
categorized for years—pool halls, and games were in 
places like lounges and bars. The games (pinballs, pool 
tables, jukeboxes) were more or less part of the furniture in 
these places and no one really worried about them. 

But with the advent of video, all of a sudden children 
were involved. Then with their children involved, parents 
became involved and our industry was front page news. 
Here we were aiming at a new market—the kids—and 
making so much money we didn’t know what to do with it, 
according to the media hype. 

So in desperation, states figured they could tax the 
industry because the image of underworld connections was 
hinted at. They thought no one would complain. After all, 
so their rationale showed, we were making so much money 
the least we could do was share it. Besides, they could just 
shut us down if we protested too loudly. 

Also, everyone is afraid of the unknown and 
automatically goes on the defense. The only people who 
got rich over the legal problems was the lawyers. 


So isn’t it more important than ever for operators to work 
toward fighting the image you described? 

Based on my personal experience, as an operator you 
have to win over city hall. They must be on your side. This 
may mean donating time or equipment to city projects or 
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Let us put you in the chips. 


Our satellite boards hold up to four 
games in one machine. 


All of the great features of our — two side shrouds to eliminate 
floor units are now available ina _—_ glare and a coin entrance that is 
swivel mounted table or counter positioned on the front of the unit 
top model. Included in this latest for easy access. 


innovation from GEI is the 


Choose from four action packed 


famous “game changing” feature games: Video Draw Poker with a 
which allows you, the operator, to Hi-Lo feature; Casino Slots, 
change games simply by replacing superior to anything on the 


a chip. market; Black Jack; and Beat-the- 
With additional features that in- Spread, also known as Acey- 
clude: a slanted top to prevent Ducey or Red Dog. 


drinks from being placed on it, 


Now players can enjoy all the 


specially designed face plate with excitement and challenge of our 


when 


TET TNE gaan 


a 


YOUR CHOICE 
ANY ONE OF 


a 


GAMES 


BLACK JACK 
CASINO SLOTS 
BEAT SPREAD 
JOKER POKER 


games from the comfort of their 
chairs. 

A color monitor that displays 
graphics in fine detail and vibrant 
colors make each and every game 
come alive on the screen. 

So, if you’ve been impressed by 
our outstanding floor models, try 
our counter top units. They’re a 
chip off the old block. 

GEI. Amusement games for fun 
and entertainment only. 


} CASINO Games | 
: e by . 
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BRING IN 
MORE GREEN. 
WITH OUR NEW 
BIG BLUE. 


Sound thinking went into our new Big Blue 
200-selection phonograph. The only one in the 
industry with a $1 and $5 bill acceptor as standard 
equipment. 1) On-location tests proved loud and 

clear that this one’s a real moneymaker. Just one week 
after these bill acceptors were installed, collections in- 

creased from 21% to 100% as overplay and special offers in- 
creased income. But that’s not all that increases when you 
install Big Blue. 0) You get increased inflation protection to 
help you keep pace with ever-increasing costs. 
More new locations and increased protection 
from competitors at present locations. It all 
adds up to increased sales! LJ The other side 
of the coin gives you reductions. Reduced re- 
quests for change and reduced service prob- 
lems. If the coin acceptor has a problem, the 
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Rowe International, Inc. 
Subsidiary of Triangle Industries 
75 Troy Hills Road, Whippany, N.J. 07981. 
(201 ) 887-0400 


ACCEPTOR 
STANDARD. 


bill acceptor takes over and vice versa.L] As for eye and 
ear appeal, Big Blue is #1 on the charts. Sleek and hand- 
some with black sides, top and back. The grilles gleam with 
bright anodized aluminum. Powerful lower bass speakers and 
mid-range high frequency speakers project unbeatable full range 
stereo sound reproduction. UH All functions of the phono are 
controlled by a central microcomputer. Including easy-to-change 
pricing, expanded credit levels, built-in Autoplay and Memorec 
units. As for service, it’s quick and easy with all front accessi- 
bility, ttouble shooting charts, LED readouts and 
modular components..Our unique 5-year war- 
ranty covers all moving parts and our 2-year 
warranty covers electronics. F) Book Big Blue for 
a long engagement and start bringing in more 
green. Contact your Rowe distributor or call us 
directly for an audition. 


fairs and just getting involved in your community. If your 
attitude has been that you are an independent businessman 
not responsible for getting involved in community 
projects, then you will be just exactly that—independent 
but maybe not a businessman in that community. 

Your city government will not back you, and the first 
time you stumble you will be closed down or fined. 


How have you gotten involved with the community? 

I took my own personal survey by going from house to 
house in my neighborhood to find out the attitudes toward 
video arcades from families and businesses. Once you open 
an arcade and have not tried to become known in the area, 
there is a great likelihood that someone will turn against 
you. You are walking a very fine line—good boy or bad 
boy. Build your foundation solid before you open that 
door so it is a community effort, and that community 
knows that you are concerned, involved, and ready to 
respond. 

Then once you are open, you must keep that place 
clean, set forth rules and regulations, and have proper 
supervision. If there is a school nearby, get involved with it 
such as giving rewards for good grades. And you should 
never allow children in the arcade during school hours. I 
would not even open my arcade until 3 p.m. when school 
was out. If you are that desperate for money, you shouldn't 
be in a location near a school. If you open during school, if 
you are near a school system, you are just asking for 
trouble. 


There is bound to be other locations with video games ina 
school district. Could they cause a problem for your 
arcade? 

This would be a very limited situation. The average 
convenience store only has two or three games, and that 
figure may even be going down. There 1s a stigma attached 
to an arcade that is not attached to a convenience store 
even if it has the same games and the same kids playing. 


What is the difference in the way people feel toward games 
in stores and in arcades? 
It’s all in people’s minds. They have accepted 


convenience stores for 20 or 30 years, and it is habit to goin 
for bread or milk. The games are not a standout feature or 
its primary business. Usually the store clerk is not game 
oriented and will not put up with anything from the kids 
because the games are not the store’s livelihood. But an 
arcade is depending on those quarters for its main source 
of income, and parents feel that the arcade owner will do 
anything to get the kids and quarters. 

And there is that stigma of dope, drinking, loitering, 
and leather jackets even if the place is all honor students 
and family oriented. 


State associations are important right now because of all 
the adverse legislation. Do you endorse the state 
associations? 

Very highly. They are invaluable to operators wanting 
to have a successful business. Unfortunately, there are very 
few strong associations. 


Why do you think some are stronger than others? 

The strong associations have leaders who promote 
unity within their state and through that unity they build 
strong associations. If we all had strong associations, we 
would have fewer legal battles and hassles with city and 
State government. [They would know we were a force to be 
reckoned with. Not that we would be bullies, but we would 
not be able to be pushed around so easily by government. 

I’m not saying that we have to be a legal force to 
defend ourselves, but that is one piece of the pie that should 
be handled by the group. Many times two or three people 
fight the battles for the whole state. You need to fight as a 
group. The operators could control this industry if they 
would ever get together collectively to become a strong 
force. We should not let a few people fight our battles and 
dictate terms to us. We should collectively be a group that 
fights the battles and enjoys the success together. 


Are you in favor of having national and state associations? 
Or are you saying they should be combined? 

First, you need a strong state association. Then there 
should be a representative from that association as a 
member of a national association, and that national 


INNOVATIVE 
PROMOTIONS 
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World’s Largest Selection of 


LOWEST PRICES IN THE INDUSTRY 
OUR 3 COMPANIES 


| . ASFRrEAS ARCADE SPECAl ss f CU. 
Largest selection of money making arcade specialties 


925-1ST STREET, ROCK ISLAND, ILLINOIS 61201 


1-800/622-4357 


REPRESENTING THE QUALITY END OF THE BUSINESS ONLY! 


OVER 200 ITEMS 


NORTH AMERICAN 


AMUSEMENT 60. 


World's largest selection of coin-operated Kiddierides 
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Has greed taken its toll to such an effect that factories are willing to 


take the chance that someone will buy it because it is a video? 
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association should be our strong arm. They should have 
meetings every quarter, and then the state association 
member would go back to the state and let them know 
what is going on in other states. If you did it like that, the 
information would get down to every level. It wouldn’t just 
be the people in the know being in the position to make all 
the decisions. The little guy needs to know what is going on 
just as much as the big guy. Many times the little guy 
doesn’t hear information or, when he does, it’s too late. 
The representative from the state association would be 
looking out for the interests of the state. 


But can the national association help on a local level? 

If the state associations are strong enough and have 
made enough contacts in governmental positions, they 
should be able to handle their local problems. If they can’t 
and if we collectively as state associations have members in 
the national association, they would be able to help if the 
state has a representative in the national association that is 
not just a puppet. 


Someone once said that the operators in Texas are a little 
more conservative than in some other states and that is 
why they may be ina little better shape than some. Do you 
agree with this? 

Many operators in Texas did stay with the basics 
along with video during the video boom. There is a lot of 
rural locations, and they stayed with pool, jukeboxes, and 
pinballs and maybe were conservative in adding video. 
Texas is a Democratic state and is conservative. I think this 
reigns true in the operators, and I think they have been 
more conservative in buying videos. 


There seem to be hard feelings from the operator toward 
the manufacturers. What do you think could be done to 
strengthen the relationship? 

There is no doubt in my mind that communication 
was lost between the two. The industry was at such a fever 
pitch that the manufacturers didn’t have the time or want 
to make the time to give the distributor and/or operator 
the opportunity to ask questions or supply suggestions. 
Demand was so strong and manufacturers were pumping 
out games 24 hours a day. Operators were just buying 
anything with a video screen. Operators have learned from 
the errors that no one can survive under this type of system. 

Some of the manufacturers have hotlines for service 
problems. I think they should implement the same type of 
system for suggestions and ideas. Ford Motor Company 
now has round table discussions for the employees for their 
input into the manufacturing of their automobiles. It has 
proved successful and the manufacturers should do the 
same with operators. Everyone has his limitations and the 
manufacturers are no exception. There are some good 
ideas that could come from the smallest operator. The 
suggestions that could come from people in the field are 
what is going to make and unite this industry. 

Factories don’t want to manufacture losers any more 
than operators want to buy them. It is imperative for the 
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survival of the industry that these two segments develop a 
better relationship. 


Is the communication problem between the manufacturer 
and operator the major complaint you have heard? 

It is one but another major complaint I have been 
hearing is an operator buying a new game for $2,200 to 
$3,000 and then just 60 days later the same game is offered 
for anywhere from two-thirds to one-half of that price. The 
game has not come anywhere near being paid for. It’s like 
buying a new car that loses value the minute you drive it off 
the showroom floor. Operators can wait 6 weeks and only 
pay half price for the game. 


But the manufacturers must realize drastic reductions are 
causing problems. Why do you think they keep doing it? 

Money. They get their money up front so they really 
don’t care. They have field tests so they should know how 
bad a game will be. Some of the games that have come out 
have been horrible games and horrible on service and 
maintenance. The guy who sold the manufacturers some of 
the parts used on some of the games is in Alaska 
somewhere by now counting his money. Drastic 
reductions in the prices of games are penalizing those who 
do take the chances. The games are hyped by the 
manufacturers and distributors, and the operator is left to 
make his own decisions without much help. 


Do you think the manufacturers have sufficient testing 
periods? Do you think they would shelve a game if it tested 
poorly? 

Even if a game did not test well, I think the 
manufacturer would put it out in his own best interest. He 
has production schedules and, with the work put into a 
game, cannot economically shelve a game. I have asked 
myself the question, “Has greed taken its toll to such an 
effect that factories are willing to take the chance that 
someone will buy it because it is a video?” 


When pinball was the rage, if a pinball did not test well it 
was shelved. 

First, there was a new pinball introduced every 60 
days but a good run of a pinball game was 6,000 games. 
The manufacturers made fewer pins and the market could 
absorb them. Not everyone bought every pin that came 
out. Plus they were cheaper, and there were not that many 
pinball manufacturers. The factories could afford to shelve 
a poor game and that is just what they did. 


What impact will laser disc have on the industry? 

My gut opinion is that it will not revolutionize the 
industry at this point. It may reduce the decline of video to 
a slower rate, but I do not think it will support it alone. 


Do you think laser games can be compared to novelty 
pieces? 

Yes, they will and the novelty will wear off. The 
generation that is playing video is getting tired of video. 
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The video that to you and I may be difficult, the youngsters 
can master within days or weeks. The novelty that laser has 
is not mastering—there is nothing new there. It is just a 
novelty in the operation of it and the graphics. There is no 
new technique. I think they are fantastic, and I love the 
graphics but I don’t think they solely will support the video 
industry. 

In your foundation, laser disc will take the place of the 
video but not be a new category. 


Do you think the massive increase of home video games 
had anything to do with the decline of videos? 
Definitely not. I asked in my arcades. 


But a lot of operators complain that manufacturers are too 
quick to license games to the home market, and it has really 
hurt the coin-op industry. 

I disagree with that. I personally thought that would 
be it too—why come to the arcade to play when you can 
play it at home. But how much fun is it to sit in your room 
and play when no one else is around or even two or three 
kids? You don’t have the social contacts. You don’t go to 
the arcade just to play the games. You go see friends and 
you want to compete with them. The games are far 
superior to what you can get at home. 

As a general rule, mom and dad bought the home 
game, but in an arcade, you are paying your money to play 
So you become more involved in it. You are paying for the 
privilege to play. At home it becomes second nature like 
turning on TV and getting bored. 


But what about kids who play at home and get proficient 
and then go to the arcade? They won't put as many quar- 


ters in to play because they are so good. 

That’s true but you are only talking about several 
cartridges he may have. An arcade has many games and 
new games coming out, and youcan’t get that proficient on 
the home games. You can’t really compare the two. 


What about the parents that bought the games? When the 
kids ask for money to play in the arcades, they say, “I’m not 
giving you money to play when you can play at home.” 

Most kids are smarter than that. They ask for money 
to buy something else and then play the games. And as far 
as them spending money on home games, after a while it’s 
water under the bridge and they don’t even try to control it. 
Plus they don’t want a group of kids at the house making 
noise anyway. At the time they bought it, it was to pacify 
the kids. 


So even if the technology gap closes... 

There will always be the social aspect and the 
challenge that is in arcades. They want to be with friends 
and meet new people. 


In summary, do you think things are really as bad as we’ve 
been hearing? 

Things will level off and businesses will become 
profitable. Operators now are only comparing to the boom 
years and may be better off than they were before those 
years. But we enjoyed the high life. The standard of living 
went up considerably, and they don’t like it back where 
they were before. They know subconsciously that it is not 
really that bad. I think the governmental problems will 
decrease as the arcades decrease which I equate with the 
shakeout. * 


DISTRIBUTORS 
WANTED 


We're an established novelty 
game manufacturer and are 
now looking for established 
distributors to represent the 
Zamperla line. | 


Call today for details. 


ARM TO ARM COMBAT 


with MR.MUSCLE * x x * 
Arm to arm combat with MR. MUSCLE 
will be a super attraction for where- 
ever fun-loving crowds gather. Your 
customers can enjoy a traditional 
arm-wrestling match because the 
action of the game allows MR. 
MUSCLE’s arm to be knocked down. 


16 Edgeboro Road - East Brunswick, N.J. 08816 


@ (201)238-6280 tix. 642286 


The following kiddie rides are now available: 
Helicopter © Red Baron © Dumbo @ Motorcycle @ Racing Car 
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ANALYZING 


RECENT GAME ROOM 
DEVELOPMENTS 


BY ROGER C. SHARPE 


ne location which has received 
() attention in my stories has 

been in the southern part of 
Florida, only because I go there almost 
annually. I reported the changes I wit- 
nessed in game room conditions and 
the general state of equipment. 

Here’s another report from Florida. 
I recently went to the Fort Lauderdale 
area and visited various locations. 
Having been away for more than a 
year and a half, the changes proved 
startling and also disappointing. But 
they offer a picture of progress and, 
maybe, some insights on the overall 
State of the industry. 

To start with, Fort Lauderdale has 
had a number of solid locations, which 
I remember back to the days of the 
“Pinball!” book. Many are no longer 
in business, while others have grown 
with the industry. The current back- 
bone of the area is mall locations, as 
well as free-standing game rooms 
which offer not only coin-op equip- 
ment but also a variety of other attrac- 
tions such as food, racing cars, water 
flumes, miniature golf, etc. 

Probably the most impressive place 
was the rebuilt and enlarged, almost 
awesome, Grand Prix Race-O-Rama 
arcade on 441 in what might be con- 
sidered west Lauderdale. Here is a 
location which has grown to the point 
where it is now billing itself as the 
“world’s largest video arcade.” I have 
been to places all over the world and 
would be hard-pressed to match up 
this place against any other. 

There is something for everyone ina 


well-maintained and clean ambiance 
that would have to be any game 
player’s dream come true. Not only is 
there a new (for me) outside castle 
facade along with attendants working 
the massive parking lot, but inside the 
games stretch on for days and days. 
Row after row of sit-down cocktail 
table machines fill an expansive room, 
bordered by uprights as well as a sur- 
prising collection of pinball machines. 

Added to the array isa new room for 
eating food prepared on site along with 
robotic entertainment a /a Chuck E. 
Cheese. And in the back, to add to the 
total attraction, is a track for racing 
down-sized grand prix cars. 

This is a location I remember visit- 
ing and thinking “not too bad.” Then 
things happened and the place became 
a test location for a number of manu- 
facturers. Obviously, the impact has 
continued to this stage of mammoth 
proportions where new games abound. 
On a Saturday night, even a designer 
from Centuri was found overseeing a 
prototype of this company’s first 
homegrown, in-house creation. A 
woman sat nearby charting players’ 
scores and comments. Embellishing 
the scene was a dramatic touch: a red 
beacon signaling that the game below 
was a new machine. 


Worthy arcade 

Here stands a location with an audi- 
ence worthy of bringing tangible feed- 
back to any designer or programmer. 
My brief questioning and _ players’ 
observations tended to prove this even 


more. To geta fix on what’s happening 
in the area, as well as the opportunity 
to find an upcoming game, it’s a defi- 
nite stop to make if you’re ever in the 
region. The owner(s) should be com- 
mended for what they’ve pulled 
together for local players. 


Down the road on 441, to the north, 
is a Pizza Time Theatre which tends to 
pale in comparison to its competition 
but did carry off the concept of what 
multi-purpose locations can be now 
and in the future. The staples are there 
for family fun. 


The same might even be said for a 
relative newcomer in Coconut Creek, 
outside Pompano Beach, in the 
Margate area. Don Ciccio’s is a 
variation on the family fun theme with 
its game room and robot creations 
providing musical entertainment 
along with pizza and sandwiches. It’s a 
good effort and undoubtedly reflects a 
growing number of knockoff locations 
trying to parlay this type of setting and 
atmosphere. And the selection of coin- 
op games (only video and Skee-Ball 
along with some kiddie rides) included 
some of the newest equipment. 


Another group of locations seems to 
fall into a category of catch-is-catch- 
can, being either weathered with age or 
on the brink of extinction. These 
include a Malibu Fun Center off of I- 
95 just south of the Fort Lauderdale 
airport. It used to be an impressive 
game center witha helluva lot of room 
and a wide assortment of new games. 

The space is still present, but the 
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game selection leaves much to be 
desired. The amount of machines 
could have probably filled 20 percent 
of the floor. One might call it an airy 
feeling, but the years and maybe even 
the popularity of the place have shown 
their effects, although one wonders 
which caused which for this evolution. 

In the same category is another I-95 
location just north of Malibu called 
Castle Park. This setting has every- 
thing from a water flume to race cars, 
batting cages, miniature golf, water 
rides, and a castle-motif game room 
where old video favorites predominate, 
as well as about six vintage pin games 
from the last few years. Would new 
equipment for this place, as well as 
Malibu, infuse some life? At one time, 
they were viable places to drop some 
tokens. This isn’t the case now unless 
players are into nostalgia for the 
majority of their coin-op entertain- 
ment. 

Other discoveries revealed a true 
Surprise at a game room connected toa 
Nathan’s hot dog restaurant, situated 
on Sunrise Boulevard off of Federal 


the equipment was newer but it still 
lacked the latest creations and recent 
bit hits. Both mall locations appeared 
to be stable, but with less volume, 
compared to previous visits. 

And there were more locations, such 
as Games People Play on the Lauder- 
dale beach front, which looked to be 
thriving in these hard times. The flow 
of traffic and array of games indicate 
at least a reasonable effort to stay 
current, but the place itself has begun 
to show its age. 

Very little else I encountered was 
new or different. The general area 
seems to have stabilized in game room 
growth and the introduction of new 
equipment. Coin-op hasn’t cleared the 
hump in game room development for 
new sites or the ability to take on new 
equipment at the pace present just a 
few short years ago. 

Obviously, the rest of the country 
can't be too different than this sampl- 
ing, causing me to believe that the pro- 
blems run far deeper than most 
imagine or believe. The audience 
which has left the game rooms, for 


The audience which has left the game rooms 
will have to be enticed back 
with more diverse forms of entertainment. 


Highway in Fort Lauderdale. The 
number of pinball machines outnum- 
bered video games! It was as if some- 
one had turned back the clock with 
two three-ball games for a quarter and 
models such as Bally’s first super size 
game, Paragon, along with Williams’ 
renowned Flash and many other 
standbys. 

It was interesting because I can 
remember when the location was a 
place to find Bally test market pinball 
machines and, somehow, it didn’t 
seem any different over the years. 
Along with this, however, was a rude 
awakening from the past when I found 
a Bally’s Aladdin’s Castle no longer in 
Operation at Lauderhill Mall on 441]. 
In fact, the entire mall has seen better 
days and is now literally abandoned. 
The game room undoubtedly fell 
victim to the times and population 
movement. 


Mall locations stable 

A couple of other mall locations 
seemed to be far better off including a 
game room in Lakes Mall on 441 and 
another in a Coral Springs mall where 


PLAY METER, November 1, 1983 


whatever reasons, will have to be 
enticed back with more diverse forms 
of entertainment. And they’re going to 
have to find out about coin-op devel- 
opments from someplace other than 
the game rooms. 

This will mean different promotions 
and, possibly, a general campaign 
resembling the one undertaken by the 
bowling industry back in the early ’60s 
which helped propel that business 
back into the spotlight. It won’t be 
easy to accomplish the same results, 
and time will be needed to gain any 
appreciable effect, but the cause is far 
from lost. New generations will always 
look for an alternative to their leisure 
time entertainment. 

But then this somehow seems to go 
along with being part of an industry 
which will always experience peaks 
and valleys in popularity. Although, 
the sophistication of the equipment 
and players’ tastes may change, the 
business is constant in that it is subject 
to many forces it can and cannot alter. 
There are never simple solutions, only 
a seemingly endless supply of pro- 
blems which demand attention. e 


IN NEW YORK 
NEW JERSEY, 

CONNECTICUT, 
& LOUISIANA, 


WE CAN SERVICE 
YOUR NEEDS! 


(We're Arcade Spedalists) 


COIN MACHINE 
DISTRIBUTORS, INC. 


@ 425 Fairview Park Dr. 
Elmsford, NY 10523 
(914) 347-3777 


@ 304 Murphy Road 
Hartford, CT 06114 
(203) 278-6626 


@ 11800-14 Industriaplex Blvd. 
Baton Rouge, LA 70810 
(504) 346-6916 


NYC: (212) 596-1265 
LU: (516) 222-4540 
NJ G CT: (600) 431-2112 


VIDEO CABINETS 


e Control Panel Adapts to any 
Game 

e Includes Hardware 

e High Quality 


1805 S. Great S.W. Pkwy. 
Grand Prairie, Texas 75051 
(800) 527-6054 or (214) 641-4286 
Telex 732432 
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Help Them Find You 


dvertising in the Yellow Pages 
A eens Many operators and 

.distributors consider this 
media important to their strategy of 
increasing revenues and placements. 
The Yellow Pages in your area will 
probably be “closing” soon to next 
year’s directory ads, so act now to 
profit by preparing your new (or first) 
ad in advance of Yellow Page dead- 
lines. 

The facts are impressive. No more 
precise analysis of the success of the 
Yellow Pages is available than a report 
by Chilton Research Service based on 
a study completed in 1976. Animpres- 
sive 84 percent of those who refer to 
the Yellow Pages take action, the 
experts say, by either calling, visiting, 
or writing the business which impressed 
them the most from the Yellow Pages. 

The coin-op industry spends thou- 
sands of dollars in North America 
each year on Yellow Pages display ads. 
With a few easy adjustments in adver- 
tising message content, the effective- 
ness and success of these ads can be 
greatly increased. 

Customer prospects do not know as 
much about your business as you 
would like to believe they do. Look at 
Coca-Cola, Chevrolet, IBM, Exxon, 
etc. as they spend hundreds of millions 
of dollars advertising—keeping their 
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HOW TO ADVERTISE IN THE 
VELLOW PAGES 


By Dominique Joseph 


brand names before the public—and 
you know exactly what each one 
represents. Consider the problem of 
keeping your name and what it stands 
for before the public. 

Customers come to your business by 
several means: word of mouth, other 
advertising, or they passed by your 
office. These people—along with 
present and former customers— 
comprise a list of prospects who know 
your business. However perhaps the 
largest segment of prospects are those 
who do not know your business: new- 
comers, former (dissatisfied) custom- 
ers of competitors, or transients on 
vacation or business trips. 


Beating the competition 

Operators and distributors are 
engaged in an unrelenting struggle to 
increase revenues, reduce expenses, 
and to confidently plan for future 
growth. These are difficult tasks. 
Getting in front of competition by 
attracting more customers to your 
business with the Yellow Pages will 
enhance your opportunities to meet 
your goals. 

If you operate an arcade, turn to 
“Amusement Places” in your Yellow 
Pages Directory. Your business—as 
well as your competitors’—should be 
listed here. Distributing companies are 


usually listed under “Amusement 
Devices”; occasionally this classifi- 
cation is omitted in favor of “Games 
and Game Supplies.” 

What do you see? Notice a likeness 
from one ad to the next? In most 
markets you may find it impossible to 
identify anything different about an 
ad. Imagine prospects who think all 
arcades or suppliers are the same due 
to the lack of originality of the ads? 
While this is no more true than it 
would be to say that all Italian restau- 
rants are the same because they serve 
spaghetti, negative conclusions could 
result in lost revenues for the entire 
industry. And for you in particular! 

Visual impact is best when there are 
graphically appealling and motivating 
ads of approximately the same size for 
all competitors. You may think you 
are back to square one if you upgrade 
your ad and your competition does the 
same. Wrong! The industry is the sum 
of its parts; the stronger the industry 
becomes, the stronger is each of its 
members. Moreover, specific adver- 
tising lines within each ad can still 
indicate which ad has the most warmth 
or appeal—and probably the most 
success, too. 

Why should customers come to 
your business? Give reasons. Inform 
them of your particular business’ 
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uniqueness—these are the reasons for 
Yellow Pages advertising. Tell cus- 
tomers why they will enjoy themselves. 
Perhaps your ad can feature: 

® attractive surroundings 

@ cheerful and courteous personnel 

® carpeted floors 

@ newest video games (including the 

hot new laser disc game) 
convenient location 

@ best and largest selection of 
amusements in town 

® weekly promotions 

e weekly competition between 
players 

If you can live up to those claims, then 
use them. 

Or if you are a distributor: 

e We distribute many types of 
videos, pinballs, phonographs, 
and vending machines. 

e We sell many types of amusement 
equipment. 

@ We have a service hotline. 

e We feature equipment service 
schools. 

e We work with the operator on a 
One-to-one basis. 


Exclusive items 

The more reasons you give your 
prospects, the more convincing your 
ad is. Try to list items which your 
competitors overlook; seek an exclu- 
sive feature to promote. Read the ad 
lines below. Which ones best describe 
your business? 

Play the most advanced games in 
the world. 

Group discounts available. 
Party room available for special 
occasions. 

Complete refreshment center. 
Open 24 hours. 

“Eat, play, and be happy.” 
“Our business is entertaining 
you.” 

Free parking. 

Clean surroundings. 

We have courteous personnel to 
assist you. 

Plav tomorrow’s games here 
today. 

Adult supervision. 

Special assistance to handi- 
capped. 

Remember, you are trying to influ- 
ence customers to come to you, so tell 
them how easy it is. Is your location 
across from a well known landmark? 
Perhaps it is “Just North of...” Or 
maybe it is “One block South of...” 

Beware! Yellow Pages sales repre- 
sentatives are notorious for their skill 
at closing sales for ads which are larger 
than necessary. They are commis- 
sioned sales agents—regardless of 
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their titles—and their primary concern 
is to sell as much advertising as possi- 
ble. Rarely does their time or ambition 
allow them to dwell on message 
content, although your local Yellow 
Pages office has excellent support 
personnel who specialize in developing 
attractive and hard hitting ads. It is 
best that you know before your meet- 
ing with the Yellow Pages rep what 
size ad you want and an outline of 
what you want to say. Let the rep lay 
out the ad for you, but insist on seeing 
the final ad before it is printed. 
Your ad should be at least the same 


size as that of your closest compet- 
itors’. Adding inches will not neces- 
sarily give you an advantage. It’s what 
you say—not how big you say it! 
Your ads must sell and inform. 
Whatever size ad you buy, use the 
inches wisely by liberally sprinkling ad 
lines which separate you from your 
competition. Yellow Pages advertising 
works every day and night. Persuade 
prospects to come to your particular 
business. Above all, take care of them 
when they arrive; deliver all that 
your advertising promises and even 
more. : 
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Entertainment System 
from Marantz 


A Unique New Form of Musical Entertainment 


Now you can delight and fascinate your 
guests with the fabulous SINGALONG ™ 
Entertainment System which plays their 
favorite music and lets them sing along by 
displaying the lyrics of each song in time with 
the music. This revolutionary development in 
club entertainment combines the famous 
PIANOCORDER® reproducing system with 
our versatile new SUPERSCAN™ display con- 
sole, an electronic screen composed of solid 
state light emitting diodes (LED's). 

Using factory encoded tape cartridges, the 
SINGALONG system operates the piano keys 
and pedals, producing an amazingly lifelike 
performance, while the song lyrics dance 
across the screen. Each song is programmed 
with its own dazzling light zi motion effects 
to delight your guests. Our long playing car- 
tridges contain about 67 old and new favorites 
each, and additional tapes are available from 
our extensive Pianocorder tape library, giving 
you an almost limitless supply of music. 

Well also, program into your system an 
advertising message of up to 200 words which 
will be displayed on the screen continually while 
the SINGALONG mechanism isn’t playing. 


The SINGALONG system is available in 
both coin-op and free-play models, installed in 
our handsome Ragtime Piano. It can also be in- 
stalled in any other piano quickly and easily, 
without impairing the piano’s structural in- 
tegrity or tone. The SUPERSCAN console can 
be placed anywhere, in single or multiple unit 
displays, and it can be used independently of 
the system as one of the most versatile user 
programmed message centers on the market. 

The SINGALONG system is virtually 
service-free; in the unlikely event that you 
ever have a problem with it, help is as near as 
your phone. If there’s trouble with the con- 
sole, simply ship it back and we'll send you a 
replacement while yours is being repaired. 

The MARANTZ SINGALONG system is 
unique in club entertainment. It will captivate 
your patrons play after play, night after night, 
at a substantial savings to you in entertain- 
ment costs. And because it’s self operating, all 
you have to do is change tapes. 

It'll pay YOU to take a look at the 
MARANTZ SINGALONG entertainment 
system. Call us toll-free at 1-800-438-7023 for 
more information. 


ERRe!e FePas ER Zz. 


Marantz Piano Company ° Post Office Box 460 © Morganton, North Carolina 28655 (704) 437-7135 
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FIVE YEARS AGO, 
Operators were reeling 
from a major setback 
they received from the 
Copyright Tribunal. It 
required operators to dis- 
close their jukebox loca- 
tions. Thomas Brennan, 
chairman of the Tribunal, 
stated that the lists were 
not necessarily confidential informa- 
tion and supplying them did not put an 
undue burden on operators. 


The October issue was also devoted 
to pool and featured Bill Nemgar, 
chairman of the national team pool 
tournament sponsored by Valley. He 


autorovo 


OPERATED KIDDIE RIDES 
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‘canada Itd. 


MANUFACTURERS AND OPERATORS OF COIN- - 


answered questions on how to start a 
league program and gave advantages 
to operators being in the program. 


Operators were just beginning to 
view 50-cent pool. Shaffer Distrib- 
uting and Tournament Soccer held the 
first showing in the United States for 


FORGET EVERYTHING YOU EVER HEARD ABOUT KIDDIE RIDES UNTIL NOW 


AUTOROVO IS NOW AVAILABLE FOR 
U.S. CUSTOMERS 


successful in Europe for 15 years 
now also built in Canada 


during the years 


taxes 


hydraulic rides, animals, trains, 
cars etc. all equipped with solid 
state board with proven reliability 


save, buy direct from factory in 
cdn. dollars. You don’t pay Canadian 


CONTACT US NOW 

for free documentation and find 
out why operators with experience 
appreciate our products 


its S0-cent pool tables. 
Pool table security and 
the problem of locations 
buying their own tables 
were discussed. 

Pinball was also cov- 
ered. Roger Sharpe wrote 
an article claiming that 
pinball problems any- 
where should concern 
Operators everywhere and warned of 
the impending doom of the game. 

In company news, Vectorbeam 
moved into spacious new facilities on 
the heels of its new Space War game. 
And Gottlieb introduced Dragon, a 
new solid-state pin, and Hit the Deck, 
a single player electromechanical pin.@ 
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PASSIVE VANDALISM SOUNDS TAME 


ave any of your locations been 
H victimized by “passive van- 
dalism?” 

That’s what I call an unusual prac- 
tice I’ve noticed two or three times 
within the last three months. 

Join me at a local game room where 
you can find me during most of my 
lunch breaks. I give the Xevious a run 
for my money, battle the Slayers in 
Krull, capture a few hearts with 
Popeye. Then I wander to the row of 
pinball machines. I start to pop a 
quarter into Eight Ball Deluxe, but I 
notice that the machine is dark. Odd— 
it looks in good shape. No “Out of 
Order” sign. And it was working just 
fine yesterday. 

On a whim, I reach down and turn 
on the power switch. The lights blink 
at me as if the machine is just waking 
up. And that seems to be the only 
problem. The machine was simply 
asleep—turned off—because I insert 
my quarter, and play my game with no 
problems. 

Join me again a few days later. As I 
wander from pin to pin, I notice that 
the two guys playing the Eight Ball 
Deluxe are doing well. They rack up a 
few free games early on, then play 
them away. While I concentrate on my 
game, the guys leave. About five 
minutes later, they return, their glasses 
of beer freshened. Back they go to the 
Fight Ball Deluxe. One reaches down, 
hits the power switch, and Fight Ball 
blinks and wakes up again. 

I hadn’t noticed that when the two 
left to get their beers, they had turned 
off the pinball machine. Why? So no 
one would play the game while they 
were gone. To reserve the machine. 


Costs operator 
I call that passive vandalism, 
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By Bill Brohaugh 


because it doesn’t hurt anything in the 
long run, but on the short run, it costs 
the machine’s operator plays—money. 
If those players had taken a crowbar to 
the pinball machine and smashed the 
playfield glass, the playfield, and the 
backglass, the pin would have been 
totally useless. Active vandalism. And 
turning the machine off has the same 
effect. It makes the pin useless—with- 
out the violence of the crowbar, cer- 
tainly, but the point is that whether 
smashed or simply sitting there inert, 
asleep, turned off, that machine is 
earning the operator nothing. 


All this sounds pretty unusual, 
doesn’t it? Can’t happen that often, 
can it? 

I wish that were true. 

Join me again at a local brewhouse 
I've talked about before in these pages. 
The machine is Flash Gordon, and the 
man playing it is angry. Three quick 
balls, three quick drains. Whether it’s 
because he’s not a good player or if the 
machine is slanted too severely, I can’t 
tell. And it doesn’t matter. Two more 


balls, a little action, but few points 


when the game is over. The player 
swears a lot as he puts more quarters 
into the machine. But he doesn’t get 
any better, only angrier. But he doesn’t 
hit the machine, or kick it, or slap the 
playfield glass. He leans over when he 
thinks no one is looking, turns off the 
machine, and stalks off in imagined 
triumph. He can’t beat the machine on 
the playfield, so he sabotages it. 


And I’ve seen this happen on two 
separate occasions. 

Passive vandalism. 

I wonder how often it happens, not 
only with pinball machines, but also 
with video games. A simple pull of the 


plug... 


It Can Hurt You 


Monitor game room 
What can you do about it? Make 
sure someone patrols the game room 
periodically. This should be done 
anyway, to make certain that players 
aren't rowdy, that glasses and ciga- 
rettes don’t litter the pinball machines, 
and generally to just establish the 
presence of a watchful eye. Passive 
vandalism is yet another reason to 
patrol. Also, make sure that the person 
patrolling knows which machines 
should be operating. Some part-time 
bartender sent back to take a peek at 
the games may assume that that dark 
machine in the corner is broken. 
Related to that, don’t victimize 
yourself with unintentional passive 
vandalism. Make sure the machines 
are on and ready to play when the 
location opens. I occasionally stop in 
at a local bowling center with three 
pins and eight videos. The center 
opens at 10 a.m., yet then I walk in at 
noon, the machines are usually still 
off. “Dead” games signal broken 
games, and even if they don’t do that, 
they certainly aren’t very inviting. 
This is similar to something | 
encounter every time I go to one of 
Cincinnati’s computer stores. It’s a 
nice store, but during the day they 
don’t light up their sign, nor do they 
light their front display window or the 
entrance particularly well. The store 
looks closed, and I wonder how many 
people less persistent than I am are 
driven away by that “dead” appear- 
ance. Many people are shy. If they see 
a store that looks closed, if they see a 
bank of “dead” videos, they will 
sooner walk away than ask someone in 
charge about the situation. 
Remember, you can’t turn on the 
players if you don’t turn on the 
games. e 
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LEGAL 
HINTS: 


An unscrupulous employee 
is frequently in a position 
to do you some harm. He 
probably knows the names 
and addresses of some of 
your best locations. 


A conservative court or 
Judge would tend to lean 
toward protecting the 
property right of the 
operator (this is, the cus- 
tomer list). A more liberal 
court or judge would lean 
toward protecting the 
former employee’s right 
to compete. 


If you insist upon operating 
with oral agreements, you 
risk losing your locations 
to a disgruntled employee 

or anybody else who might 

come along offering 
a better deal. 


Are your employees 
your future competitors? 


By Harold |. Gould and Laurence D. Merritt 


When you lose an employee, can he 
become your competitor in existing 
locations? Needless to say, if you have 
paid an employee to build a good 
route, you certainly do not want to 
discover that he is quitting and taking 
many of your locations with him. 


An unscrupulous employee 1s 
frequently ina position to do you some 
harm. He probably knows the names 
and addresses of some of your best 
locations. He probably also knows the 
location owners as well as their likes 
and dislikes. He will also know the 
number of pieces of equipment which 
can operate profitably and service 
needs at these locations. 


In fact, a former employee would 
have an unfair advantage if he were 
free to compete with his former 
employer without some restriction. 
Here are a few general rules and sug- 
gestions as to how an operator can 
protect himself: 


During the employment relation- 
ship, the employee is required to work 
for the best interests of his employer. If 


he obtains a business prospect during 
the employment, even during his off 
hours, he is normally required to give 
his employer that business opportu- 
nity. Once the employment relation- 
ship ends, the situation changes. The 
employee is then free to establish his 
own similar type of business and to 
compete with his former employer. 
That can result in a loss of customers 
to the former employer. 

However, the former employee does 
not have the unfettered right to go out 
and solicit your locations. For exam- 
ple, your former employee should not 
be able to make use of a list of your 
locations to his advantage and your 
disadvantage. Generally, courts will 
protect an employer’s “customer list” 
especially where the operator has 
expended funds over a lengthy period 
of time to locate and sign up his loca- 
tions. The former employee who has 
the benefit of knowing the likes, dis- 
likes, special needs, and requirements 
of your locations may be prohibited 
from using this information to his 
benefit. 
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No protection 

On the other hand, other courts 
have refused to protect customer lists. 
They somehow find that the customer 
list had no real significance and was 
unworthy of legal protection. This 
occurs where the former employee 
argues successfully to the court that he 
could easily have learned the names 
and addresses of these locations 
simply by looking through the Yellow 
Pages. 

This is an area of growing litigation. 
Cases seem to go either way. One of 
the factors seems to be the particular 
court’s philosophy. For example, a 
conservative court or judge would 
tend to lean toward protecting the 
property right of the operator (that is, 
the customer list). A more liberal court 
or judge would lean toward protecting 
the former employee’s right to 
compete. 

This is a risk you do not need. There 
are precautionary steps you can take. 
One is an agreement with your employ- 
ees that they will not compete for the 
business contained in your list of 
customers. These agreements, which 
are sometimes called negative cove- 
nants or covenants not to compete, 
may be enforceable if they are limited 
to a reasonable number of locations 
for a reasonable length of time in a 
specified geographic area. You should 
consult your attorney concerning the 
best way to draw up this type of agree- 
ment. It may not be enforceable in all 
States. 

However, the best way to protect 
your right to your locations is still with 
a well-written location agreement. 

A good contract should give you the 
exclusive right to place equipment at a 
location. This type of agreement is 
designed to prevent the location from 
contracting with any other operator 
including your former employee who 
suddenly becomes a competing oper- 
ator. 

Even if you do have a contract, a 
former employee or some _ other 
unscrupulous competitor will try to 
convince a location to disregard your 
contract so that he can sign up the 
location himself. In that situation, you 
have several legal remedies to protect 
yourself. First of all, your attorney can 
go tocourt to seek a court order, called 
an injunction, which prohibits your 
former employee or competitor from 
placing his equipment at your loca- 
tion. You should be able to sue your 
former employee or competitor for 
any damages caused by the loss of that 
location. You might even be able to 
sue the location and the former 
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employee/competitor for punitive 
damages for conspiring to interfere 
with your business relationship. 


Contracts protect 

As 1s frequently the case, preventive 
measures can provide a great deal of 
protection for an operator. If you 
Insist upon operating with oral agree- 
ments, you risk losing your locations 
to a disgruntled employee or anybody 
else who might come along offering a 
better deal. If that occurs, you will 
most likely have lost your locations for 
good. That need not happen. e 


The law firm of Gould & Merritt is 
located at 1888 Century Park East, 6th 
Floor, Los Angeles, California 90067. 
Telephone: 213/552-9364. Mr. Gould 
has served as a Judge Pro Tem of both 
the Los Angeles and the Beverly Hills 
Municipal Courts. 

Mr. Merritt has served as a Court 
Mediator for and on the Panel of 
Arbitrators of the Los Angeles Supe- 
rior Court. 

If you have any legal problems or 
questions about your business, please 
contact Gould & Merritt. They will 
respond to you directly. 


We racked our brains 
building the best 
pool table possible. 


After researching the problems encountered by pool table 
operators for over ten years, Dynamo set out to design an 
absolutely trouble-free table. The result was the Big D pool 
table. From its patented ball separator to its all-steel coin 
box housing and aluminum ball ramps, Dynamo’s Big D table 
was built to survive in the roughest location. 


The Big D pool table is more than a game. It’s a solid, secure, 


maintenance-free investment. 


Call Dynamo today for the best coin-operated pool table ever 


built. 


p 


Corporation 


Dynamo 
1805 S. Great Southwest:Parkway 


Grand Prairie, Texas '75051 


(214) 641-4286 1-800-527-6054 Telex: 732432 
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NOW YOU CAN 
OWN YOUR OWN PAY PHONE 


@ NEW CONCEPT FOR 
TODAY’S MARKET. 


@® LOCAL CALLING ONLY. 


@ 93% OF ALL PAY PHONE 
CALLING IS LOCAL. 


@ 25¢ PER CALL. 


@ OWN, SELL, LEASE, 
OR VEND. 


@ RETURN ON INVESTMENT 


IS USUALLY 2 TO 3 MONTHS. 


@ 100% STAINLESS STEEL 
CABINET. 


@ 1 YEAR FACTORY 
WARRANTY. 


@ ALL COMPONENTS ARE 
MADE IN AMERICA. 


DEALER OR DISTRIBUTOR 
INQUIRIES INVITED 


MANUFACTURED BY 
LAKER INC. 


FOR FURTHER INFORMATION 
CALL OR WRITE TO: 
Matrix Marketing Corporation 


6407 Cecilia Circle 
Bloomington, MN 55435 


(612) 944-0577 


Sponsored by Play Meter Magazine 
Managed by Conference Management Corporation 


INDUSTRY EVENT 


FOR: Amusement Suppliers 

Distributors Manufacturers 
Be a part of the largest Exhibit Hall in the 
industry. Well over 500 booths. AOE ’84 is sure 
to be the best show ever — attracting thou- 
sands of large volume buyers, qualified deci- 
sion-makers. Meet these potential customers 
face-to-face as you “show off” your products 
and services. 


Don’t miss this opportunity to be a part of the 
most successful industry Event... Call Lisa 
Ryan TODAY to reserve your exhibit space. 


(203) 852-0500 
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TAX TIPS 


By Irving L. Blackman 


Will Your Tax Return 
Be Audited? 


What are the chances of you or your business being 
audited? The commissioner of Internal Revenue recently 
revealed some interesting data. The schedule below shows 
the chances of a business return being audited in 1982. For 
example, if your corporation had between $1,000,000 and 
$10,000,000 in assets, you were just about a one-to-eight 
shot for meeting an examining agent in 1982. | 


Percent of 
Returns Examined 


Non-Corporate Businesses 
(based on income) 


Under $25,000 1.68 
$25,000 under $100,000 3.97 
$100,0° and over 5.94 
Corporations (based on assets) 
Under $100,000 219 
$100,000 under $1 Million (M) 4.49 
$1 M under $10 M 12.59 
$10 M under $100 M 23.86 
$100 M and over 66.73 


Will the IRS audit your personal return? Many 
factors, including Lady Luck, bear on this question. The 
higher your income, the better your chances. The IRS has 
released the breakdown on individual non-business tax 
returns subjected to examination. The following schedule 
reveals how many returns were examined out of each 
10,000 by various categories for 1982. 

Number of 


Returns Examined 
(out of each 10,000) 


Individuals - Non-business (based 
on total positive income) 


$10,000 under $25,000 (with 
itemized deductions) 

$10,000 under $25,000 (with- 
out itemized deductions) EH) 

$25,000 under $50,000 290 

$50,000 and over 568 


A huge computer system helps the IRS nail you if you 
forget to pick up an item of income. The IRS received 
about 664 million information documents in 1982 and 
intends to match about 82 percent of them against corre- 
sponding tax returns. a 


ee 


Irving L. Blackman and James L. Harfield are part- 
ners in Blackman, Kallick & Company, Ltd. Certified 
Public Accountants, offices in Chicago (180 North LaSalle 
Street, Chicago, IL 60601), Miami, and Houston. Irv’s 
firm has established a HOTLINE to answer the tax and 
accounting questions of Play Meter readers. Call Jim or 
Jerry Sauve’ at 312/782-3424. 


PLAY METER, November 1, 1983 


245 


If You Don't Have a 
INANGE-VMATE 50 

Bill Changer Youre 
Being hori wa 


There are cl lange makers...and, theré wh chz nge Habel} 
Tae 3 The wine re’s CHANG -MATI 500. The hi gh te nology bil 
changer that gives you so mz NY Oe nt ve feature: ahatvou wil 
* fee short. chana d by all others. Compare! 


CHANGE- 
MATE 500 


X 


E8966 


7 rial ye <oitifeensing tor 
“HAPPY HOUR Erostams y 


EAKS a pleasant< THANKYOU 


ae 
' 


» ++: ~< ——- = vet . age’ 4 A | ooo 
on-site-aud iControl 


a 
10, atelt: er ¢ ee 52 / 4 
130 coin es crow delive ys Cé iP ¢ city. “e X aad i mot ee 0 


p ing ubacce agar «| bi 
x . vein 7 ent Og 
currency. ™ — x ‘ 
tart alta iin pAAHAL i 
Exterior service diagnostic readout rtd © 
= 2 P= 1 pov eet ayngarnougang z z ee wen: come. SORE | ET TO TT oe 
with externabkey reset ) - : 
r o Sas Po | mt of 
3-point vandal-proof door anc 
minions amticie« ssmbasn 7 » 
Cz Ta afe ing syste 13 x ms Xx 
¢ , hl _ a: 


1 | TP , 7 - 
ash wherever God ria be. 


wt ti Nisin 


a\\ 


. 
sy 


GEMETECNIKS’ 


BASE PRICE 


Call Toll Free Only $2995.00 


1-800-CHANGER 
242-6437 


Or 312-671-6700 


DISTRIBUTORS 
WANTED 


Mailing Lists— 
A Valuable Selling Tool 


By Joseph Arkin, M.B.A. 


ume, prepare a mailing list and 

utilize it to the fullest for maxi- 
mum results. A mailing list is a very 
valuable asset, so much so, that some 
business firms actually insure lists 
against loss by theft or destruction. 

It is no accident that in this country 
we have a mail-order industry running 
into the hundreds of millions of dollars 
annually. Part of this is attributed to 
newspaper and magazine advertising, 
but the direct approach using mailing 
lists accounts for a major percentage 
of sales. 

The astute business manager knows 
that direct mail contact is an impor- 
tant selling tool, whether the mailing 
piece is a postcard, letter, or an actual 
price list/catalog of products. 

Your present customers are the best 
starting point. All customers buying 
on credit have their names on receiv- 
able ledger cards. Thus it is a simple 
procedure to put these names onto 
paper mailing plates, onto master list 
sheet pages for reproduction, onto 
peel-off labels, or to give the names to 
a company specializing in the produc- 
tion of metal name plates. 

Don’t overlook the opportunity to 
place persons already interested in 
your product or service onto a list for 
receipt of future promotional sales 
literature. A postage paid card can be 
given with each purchase giving the 
customer a chance to have his name 
placed on your mailing list. 


| f you want to increase sales vol- 


Drawing for gift 

Another method used (especially at 
trade shows) is to have a drawing fora 
gift. Each entrant is required to fill out 
a card to participate in the drawing, 
the cards themselves then used to 
prepare a prospect list. Yes, this some- 
times brings responses from persons 
who are only curiosity seekers, but the 
mere fact that they are attending a 
trade show or exhibition indicates the 
likelihood of their being “live” pros- 
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pects. 

National advertisers use the “cou- 
pon system” in magazine and news- 
paper advertising to get names for 
future mailings, and follow up by 
telephone or by direct sales personnel 
contact. 

Also, advertising in city news- 
papers, and especially small “area” 
publications, can be tied in with a 
coupon stating that literature will be 
sent—a salesperson will call at the 
inquirer’s business or residence, 
depending on the reader’s preference. 

A secondary source of names fora 
mailing list is culled names of former 
customers. Your old ledger sheets 
show who did not buy within a given 
period, and this indicates (unless 
deceased or out of business) that they 
still are potential users of your product 
or service. 

A frank letter asking why there have 
been no recent purchases can show 
startling results ranging from “You 
didn’t ask me to buy lately,” to “I 
wasn't satisfied with my last pur- 
chase (s).” 

Let’s tackle the two negative re- 
sponses just mentioned. 

1. You didn’t ask me to buy lately: 
Customer neglect is not an isolated 
act. Probably all businesses are guilty 
at one time or another. Salesmen don't 
make calls for various reasons, no 
mailings are made indicating regular 
or special sales and close-outs, and no 
mailings are made of price lists or 
catalogs. 

Don’t forget the telephone. An 
inactive account can be called and 
prodded as to why no orders have been 
received recently. Inject some humor 
in your call. Don’t make it a cut-and- 
dried business call. Say, “This is —— 
Of 22 1 WE Vex 
panded our premises and have a 
whopping big rent to pay. How are we 
going to keep our landlord happy if 
you don’t take the trouble of ordering 
something from us?” 


Or PHicthis 185252. 20 
Hope all is well with you. I 
haven't heard from you lately, and it’s 
getting a little hard putting two kids 
through college. Can’t I have an order 
from you so that I'll know that we 
didn’t do anything wrong on the last 
order? And, speaking of the word 
wrong, is there anything I can do to 
correct anything in our relationship? 

2. I wasn’t satisfied with my last 
purchase (s): Here is a golden oppor- 
tunity to mend fences and bring a 
customer back into the fold. Ask why 
and listen (don’t interrupt or argue) 
and make notes of the complaint (s). If 
you can’t answer immediately, prom- 
ise to call back after you’ve checked 
things out or talked to others in your 
firm. If it is purely a misunderstand- 
ing, and the volume formerly gener- 
ated warrants it, offer an adjustment in 
the form of acredit, or offer to throw in 
some free goods with the next order. 
Even an adjustment that wipes out the 
profit on the new order pays if it means 
that a customer is being restored to 
active status. 


Getting prospects 

To return to the main theme— 
another type of name for a mailing list 
is a prospect, those with whom you 
eventually hope to do business. Every 
prospect won’t be a winner even if 
persuaded to become a customer. But, 
new customers, no matter how small, 
can some day become big customers. 

Present customers, former custom- 
ers, and prospects already known to 
you constitute the backbone of any 
mailing list. However, one principal 
purpose of a mailing list is to reach 
new and potential customers. 

Perhaps the easiest way to acquire a 
mailing list is to obtain a catalog of 
available names from a professional 
preparer of lists. These preparers’ 
names are found in your classified 
telephone directory. However, this 
writer’s experience has shown that the 
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best of these lists contains too great a 
percentage of names of the no-longer 
living, stale addresses, and just plain 
misclassifications. 

A primary source of reliable names 
for the wholesaler is to purchase lists 
from trade organizations, the U.S. 
Department of Commerce, and from 
free or reasonably obtained telephone 
directories. 

To this point the why, types, and 
how to start a mailing list have been 
emphasized. Now here’s how to best 
use the lists. 

To sell you have to achieve a name 
for reliability—selling good quality 
merchandise at fair prices, delivering 
on time, handling complaints with 
tact, and bending a little to give the 
customer the benefit of the doubt. 

But, you still have to have identifi- 
cation, and that means people have to 
know that you are the source for a 
particular product or service. What 
you need is simply to keep your name 
before the buying public. 


Regular mailings 

One sure way is by direct mail uti- 
lizing mailing lists outlined. If you 
don’t have a schedule of regular 
mailings, find an excuse for a mailing. 
Send a sales letter with a “loss leader” 
to catch attention, and in the same 
mailing include information about 
your lines of merchandise, perhaps 
with a partial or full-blown mailing 
piece. 

For customers and/ or prospects, use 
a “come on.” Enclose a coupon giving 
a percentage discount or a flat dis- 
count for a new order. 

A mailing list is only as good as its 
care. Names have to be removed 
periodically and addresses have to be 
changed. The how and why could fill 
an article in itself, but suffice to say 
that if you do mail, talk first to your 
local postmaster and get information 
about bulk mailings, how to find 
address corrections and cost of doing 
so, and most importantly, the best and 
most economical ways to use the mail. 
For instance, first-class mail is usually 
preferred over third-class (junk mail) 
and is presently 20 cents for the first 
ounce, but only 17 cents per item when 
presorted. 

One caveat. If the cost (clerical, 
overhead, labor taxes, fringe benefits, 
etc.) to remove names exceeds the 
“wasted postage,” leave the outdated 
names on the mailing list for the mean- 
time. It may be cheaper in the longrun. 
Remove them gradually or when you 
consider the list obsolete, start all over 
again with a new list. @ 
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Learn To Repair 
Video Games! 


It's no secret... 
Video games seem to be everywhere! 
The extraordinary popularity of coin- 
operated video games has created an 
enormous demand. Not only for the 
games themselves, but for qualified 
service personnel as well. 


Randy Fromm's Arcade Schools are a 
practical, no-nonsense look at how 
video games work, and how to repair 
them when they don't. No previous Attend the Arcade School 
knowledge of electronics or video 
games !s required to get the most out 
of the six day course. Lab sessions al- 
low students to gain valuable “hands- 
on’ experience. Late model video 


August 15th-20th 


games are used during lab and lecture = 

so Arcade School graduates will be September 19th-24th 
familiar with the types of equipment 

they will encounter on the job. The October 17th-22nd 
tuition of $500.00 includes all texts and 

classroom materials. There are no November 14th-19th 
hidden costs. 

Founded in 1980, Randy Fromm’s December 12th-17th 


Arcade Schools are the most respected 
and often recommended training pro- 
grams In the coin amusement industry. 
As a technical writer, Randy Fromm's 
comprehensive articles appear regu- 


larly in the industry trade journals. Call or write for 

Now he has condensed his ten years FREE information package 

of experience into a proven Arcade ; 

School program that has allowed hun- Randy Fromm’s Arcade School 
a = Arcade reeash graduates 6123 El] Cajon Blvd. 

earn the easiest, fastest, and most ; 

accurate ways to repair coin operated san Diego, CA 92115 


video games. 


(619) 286-0472 


Our small size Mini Vegas machine. 
It’s very big on boosting your profits! 


This space-saving table-top unit is only 16” wide and has 
the lowest price tag on any casino games machine on the 
market today. Yet its full-color graphics are displayed on 
awhopping 13” monitor. Plus optional keyboard that 


allows you to custom program six advertising messages. PROGRAN UP 
TO & CUSTOM 
Games Galore’s Mini Vegas contains four of the most AD MESSAGES 


popular casino games, Poker, Black Jack, Red Dog and HERE 
Dice. And its other winning features include play-stimu- 
lating sound effects, competition inspiring top ten score 
board, swivel rotation, simple servicinganda high-security 
cash box system. 


What’s more, there are no antes, credits or free games—so 
there’s no risk of legal complications. 


Get the small machine that can make you 
a big winner—by contracting: 


GAMES GALORE 


214/247-GAME (4263) © 1-800/221-GAME (4263) 


Distributors inquiries invited. 
For amusement only. Not intended for sale or use in states or municipalities 
where such games are prohibited by law. 
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Operator wins 
community acceptance 


By Valerie Cognevich 


Wayne Fromm has been extra busy this summer 
promoting his Toronto arcades, Video Invasion, carrying 
on as if he hadn’t heard rumors of the coin-op industry’s 
recession. 

Fromm, 28 years old, set up his two Video Invasion 
arcades and is owner, operator, and repairman. He also 
operates 150 games in the Toronto area. 

“Video Invasion, I am proud to say,” Fromm 
commented, “sets itself apart from other game centers as | 
strive for positive public attention and back up that 
philosophy with action.” 

A promotion organized at Video Invasion for a 
charitable group called “Mizrachi Women” reveals 
Fromm’s concern for his community. 

Thirteen months before the Mizrachi Women 
promotion, there was a protest and a petition consisting of 
5,000 objectors to stop Video Invasion from receiving its 
license. Many of those objectors were members of the 
Jewish community. The hearing took more than three 
months and cost Fromm about $60,000. But he was finally 


9 


and movies for rent. 
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granted the license to operate. 

However, after almost losing his license, Fromm held a 
promotion to benefit some of the people who had opposed 
his business. “The promotion for the Mizrachi Women has 
helped patch up differences and community consterna- 
tion,” Fromm noted. 

Another promotion called GameWars, in connection 
with the movie “War Games,” recently drew front page 
coverage in local papers. A star of the movie, Alley Sheedy, 
was at Video Invasion, and a press conference ensued 
attracting such magazines as “People!” 

Diversifying during these tough times, Fromm has 
incorporated several options into Video Invasion. His 
recent focus has been on birthday parties for children, 
making them members of his Video Invasion Birthday 
Club. Members of the birthday club have a special card 
they can present at the arcade for two free tokens per week. 

Fromm also has a full ice cream parlor serving Haagen- 
Dazs ice cream. He stocks a collection of video movie tapes 
for rent. e 


try to draw positive public attention to their arcades. 
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40) 31 A.D. 
A Thousand Years Of Interstellar Peace 
Has Come To An End 


More Than 2000 Years 

In The Future 

Life as we currently know it no 
longer exists. Man has totally 
embraced science, pioneered and 
colonized space. Peace and 
tranquility is now the rule on the 
Utopian Terran Starbases. 


Just in Case... 

Man has not, however, forgotten 
the terror of conflict. Intergalactic 
radar continuously scans the 12 
Zodiac Starbases (Capricorn, 
Aquarius, Pisces, Aries, Taurus, 
Gemini, Cancer, Leo, Virgo, Libra, 
Scorpio and Sagitarius) for 
impending danger. 


From Beyond the Swan 
Nebula 

A blip appears on the radar screen 
... your worst fears are realized. 


Alien robot drones from another 
galaxy close in. You, the starbase 
commander, are given a mission: 
D.E.F-E.N.D. T.H.E. S.TA.R.B.A.S.E.S. 


Condition Red 


The first phalanx of drone ships 
appear. You open fire as the action 
intensifies. Timing is critical at this 
Stage of the game. The aliens have 
gained the upper hand and are 
now in a position to completely 
destroy the Terran starbases. 


Condition Yellow 


YELLOW 


You've momentarily regained 
control, but extreme caution should 
prevail. The enemy drones can still 
inflict damage to the starship’s lobes, 
reducing your chances for valuable 
bonus points. 


Condition Green 


You have successfully eliminated all 
attacking drones and defended the 
first starbase. Quickly glance at the 
radar for either an orbiting energy or 
power “pod” that can increase the 
speed or fire power of your ship. 
You also have 20 seconds to race to 
the center of the starbase to collect 
bonus points. Work quickly... more 
drones are about to drop by for a 
visit. 


Dimensions 

Height i 185.42 cm 
Width 28” 71.12cm 
Length 32° 81.28cm 
Weight 330 Ibs. 150 kg. 


© 


copyright 1983, Centuri, Inc. 
All rights reserved. 


CENTURI, INC. 

245 West 74th Place 
Hialeah, Florida 33014 
Phone: 305-558-5200 
Telex: 803694 ANSB Centuri 
Cable CENTURI 


Centuri. 


We're Inventing What The Future Will Bring 


By 
Bill 
Kurtz 


OUR ‘CADES 


Assessing a 
token/quarter system 


A few days ago, I talked toanarcade | 


manager who said “A lot of arcades 
aren't in the business of operating 
games. Their main business is selling 
tokens.” 

He went on to say how he figured 
that the ideal situation for some 
operators would be to have five or six 
changers in their game rooms, all 
selling different sized tokens which 
would fit into competitors’ machines. 
In fact, the arcade itself might have 
only 20 or 25 games, either fillers or 
machines with permanent “out of 


order” signs hanging on them. 

In a way, that arcade manager isn’t 
too far off. A lot of arcades sell tokens, 
but not too many of them encourage 
players to use the tokens in their 
machines. 

One way to encourage players is to 
make them think they’re getting a 
bargain, not just when they buy 
tokens, but when they play your 
machines. Some arcades create this 
illusion by setting their games to 
accept both tokens and quarters. 

Mario DiPadova, manager of Funs- 


ville U.S.A. in Cleveland, has his 
games set this way. He said that 
although he sells eight tokens for $1, 
“we still find quite a few quarters in 
our machines. 

“It’s a better value for players to buy 
tokens, but some kids feel they just 
want to play one or two games,” he 
said. “We give the players a choice if 
they don’t feel like playing eight games 
at once.” 

The “bargain illusion” comes in 
when players believe that each game 
would cost 25 cents in real money to 


A FEW QUESTIONS 


e What magazine conducted the most comprehensive survey ever 
undertaken by a publication in the coin-op industry? 


@ Who gives you the latest news on legislation affecting your business? 
e Where did you read about software systems for the operator? 
@® Who goes on the line every month with its equipment evaluations? 
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play, but costs only half-price if they 
use your tokens in your games. 
DiPadova said he finds about 95 
percent tokens and 5 percent quarters 
in his cash boxes. He added that he 
uses a mechanical sorting machine to 
separate the tokens and quarters. 


System’s pros, cons 

One company that manufactures 
coin mechs capable of handling tokens 
and quarters is Coin Mechanisms Inc. 
Ron Rollins, its general manager, said 
there are both good and bad points 
to operating on this token/ quarter 
system. 

“The big advantage we’ve found is 
that operators achieve acceptance of 
both tokens and quarters, and can 
keep customers with only one or two 
quarters in their pockets from 
leaving.” 

The big disadvantage is jam-ups. 

Rollins said there is a slight size 
difference between a quarter and the 
.984-inch token used in dual mechs. 
The U.S. government doesn’t permit 
tokens to be exactly the same size as 
any coin. To allow the machine to 


accept both tokens and quarters, the 
dual mech must be liberally adjusted 
yet sensitive enough to stop the 
popular .900-inch size token from 
being accepted. 

‘“‘We have to loosen up the system to 


The type of players 
you attract 
in your location 
should definitely 
be considered 
before switching to 
a token/ quarter 
operation. 


accept two different-sized coins 
(quarters and .984-inch tokens), and 
jamming problems, especially invo!v- 
ing quarters, can occur,” Rollins said. 
“But most operators (on the token/ 
quarter system) haven’t been too 


disappointed.” 

DiPadova said he has a mechanic 
on duty at all times, sojam-ups aren’ta 
problem. Part of this may be because 
he sells eight tokens for $1 and avoids 
one of the biggest problems coin-op 
machines have faced—slugs. 

DiPadova said the cost of making 
slugs that fit in his games is more than 
players would pay buying them from 
the changers, so even with the 
“loosened up” coin mechs, slugs aren’t 
a problem. 

The type of players you attract in 
your location should definitely be 
considered if you are considering 
switching to a token/ quarter oper- 
ation. 

If your arcade appeals mainly to 
teens, and you want to stick to four 
tokens for $1, you probably wouldn’t 
want to take a chance with the foreign 
tokens, slugs, and jam-ups that you 
would likely encounter with a token/ 
quarter system. 

If, on the other hand, you have a 
large family business or many transient 
players, a token/ quarter system might 
just be the way to go. 4 


PICTURE A CHANGE 


* CONVENIENCE *¥ RELIABILITY * 
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Call Your Local Distributor 


EM201 


19” Raster Scan Monitor 1: 
UL approved 


* SAVINGS * 


Invert 


Th 


SPECIAL FEATURES: 


MAGIC REVERSE SCANNING: 
picture 
repositioning a connector. 


instantly by simply 


. FLEXIBLE MOUNTING: 


Horizontal or 
or without frame. Frame easily remov- 
able, allowing chassis to be mounted 
to sidewall of cabinet. 

3. COMPATIBILITY PLUS+: 


Vertical mounting— 


or Contact Us for Details 


Toe SPEER ESLESLE SELES ES ELSES EES EEE EE SS SSS 


Both physically and electronically 
interchangeable and fully compatible 
with Electrohome and Wells-Gardner 
units—at a lower cost to you. 

. ISOLATION TRANSFORMER: 
A matching isolation transformer with 
AC cord and plug is mounted on the 
frame. (optional) 


Eastern Micro Electronics, Inc. 
12D WORLD'S FAIR DRIVE 
SOMERSET, NJ 08873 
201/469-9690 @ Telex: 642284 ESTRNELEX 
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FOR 


PROMOTION 


By 
Carol 
Kantor 


Promotional characters 
build personality 


he coin-op amusement industry 

is full of characters. Almost 

every game made today has at 
least one character. Pac-Man®, 
Q*Bert™, and Mr. Do™ were born 
from video games. Darth Vader®, 
Colwyn®, and Mr. Spock® are repre- 
sented in recent games but were actu- 
ally developed, and are owned by, 
non-amusement game companies. 


Coin-amusement locations are a 
natural to use characters to build 
image and personality. Pizza Time 
Theatre’s Chuck E. Cheese and 
Showbiz’ Billy Bob are two examples 
of the successful use of characters. The 
companies’ animated characters also 
extend to all aspects of their products 
and promotions. 


Imagine Darth Vader® standing 
outside a game center encouraging 
players to come inside and test their 
skills, or using Q*Bert™ in a print ad 
for your location. This does attract 
interest. 

However, note the “R” or “TM” 
after each character’s name. All of 
these characters are registered trade- 
marks and are recognized for their 
promotional value. Their use is pro- 
tected by law. These characters must 
be licensed for use in different applica- 
tions—T-shirts, hats, etc.—or when 
used to endorse another product in an 
advertisement. Using these characters 
In various ways can add impact to a 
promotion, but must be done with the 
proper legal approval. 


You can use the licensed characters. 
If you want to give prizes with these 
characters on them, it is OK if you are 
sure the manufacturer or imprinter of 
the item has the proper legal license to 
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Family Entertainment Center's bear for its 
Fuzzy Wuzzy Wizzerd’s locations. 


Petezo the elf is printed on napkins and 
stationery for Pizza and Pipes. 


use the character. If you want to use 
the character in another way, you 
should contact the manufacturer or 
owner’s licensing representative to get 
approval. It 1s always best to check 
with your attorney. 


Two methods 

To use characters to promote your 
locations, you can either get approval 
from their manufacturers or hire 
someone to design your own char- 
acters. 

Characters are created from many 
different sources. Most are the result 
of an artist working with the concept 
of what the character is to be used for. 
“Cartoon characters can be almost 
anything. They work like magic to 
bring life into the message and add 
personality to a product or service,” 
noted Mario Risso, a successful free- 
lance cartoonist who has developed 
and animated characters for many 
companies. 

He said that it is usually easier to 
make a character based on an animal 
or a fantasy creature because they 
don't reflect age, sex, race, or any of 
those characteristics that may be 
offensive. 

“It is important for your character 
to be original,” he emphasized. “If you 
have a clown character, it should not 
look like Ronald McDonald®, for 
example, because your character 
should be distinctive for your own use. 
After awhile people should see the 
character and associate it with your 
location or message, and not confuse it 
with someone else. 

“No matter what the character is, 
using the ‘magic’ of animation, it can 
say or do almost anything better than 
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DIVE! DIVE! 


IAAPA SHOW 
DEAD AHEAD 
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IN NEW ORLEANS 


Striking metalic silver 


submarine sighted surfacing at 


BOOTHS 3 & 4, MARRIOTT 
HOTEL EXHIBIT HALL. This 
new hydraulic submarine is 
revolutionizing the KIDDIE 
RIDE INDUSTRY. 


The sub uses a new concept in 
Hydraulics and superb... 


¢ PLAYER APPEAL 
© SAFETY FEATURES 
e ENGINEERING 


Be sure to stop by our booth 
and see THE FUTURE IN 
KIDDIE RIDE HYDRAULICS 


For more information call your 


LOCAL DISTRIBUTOR 
OR 


R. J. 
Newborough 
& Co., Inc. 


8994 Seminole Blvd., Suite #1 
Seminole, Florida 33542 


(813) 392-1293 
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words alone,” Risso commented. 
“However it is important that it is done 
well,” he added. 

Some companies have characters 
that help create an image and person- 
ality and deliver a message for the 
organization. The value of using 
characters for advertising and promo- 
tion is recognized considering their 
effectiveness in national consumer 
campaigns. Slogans like “Sorry 
Charlie” or “It’s Grrreat!” are identi- 
fied with specific characters developed 
to give personality to the products they 
represent. 

Amusement centers have also 
created characters ona smaller scale to 
help with promotion. For example, 
Family Entertainment Centers in 
Florida uses a cute little bear with a 
magic wand for its Fuzzy Wuzzy Wiz- 
zerd’s locations. Associated Amuse- 
ments in Michigan created a fuzzy 
green monster character, Mr. Munchy, 
by having a costume made. Mr. Mun- 
chy is stationed outside the location to 
encourage customers to come have 
fun. 

Business Builders developed an 
elephant character for Cloverleaf 
Miniature Golf and Game Room to 
add personality to its club promotion 
and advertisements. This character 
was selected because there is a large 
elephant on one of the mini golf holes 
near the front of the location. 


Petezo the elf 
Rita Goldner of Costume Originals 
(and wife of Dave Goldner, Venture 


MINIATURE GOLF 


Line’s marketing director) made Mr. 
Munchy for Associated Amusements. 
This character was copied froma small 
stuffed outer space doll it had used asa 
mascot. She has also made many ori- 
ginal costume characters. “One clever 
project was ‘Petezo,’ an elf, who was 
used as the central character at Pizza 
and Pipes in the San Francisco area. 
The elf was printed on everything— 
napkins, stationery, and a big sign 
cutout—it also danced around the 
location each weekend in an original 
costume. The owner said it was a big 
hit,” she explained. 

Once your character 1s created, it 
should work for you. The nice part 
about having a character that can be 
animated is that you can have it say 
and do all kinds of things for you. It 
can jump out of a video game, be a 
friend to a player, or whatever, to help 
promote your locations. Your char- 
acter can dress up for special occa- 
sions—wear a Santa hat for a Christ- 
mas ad or T-shirt to help sell your 
promotional merchandise. Your 
character can make a personality for 
your location. Use it to help develop a 
fun and happy image and add excite- 
ment to your promotions. e 
NOTE: After working with Mario 
Risso and Rita Goldner and writing 
this article, Business Builders is plan- 
ning to introduce a new service to 
create promotional characters. It will 
be developing a package for this 
service including design, ad layouts, 
costumes, and special merchandise 
printed with the character. 
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GENE’S 


GUDGEMENTS 


By 
Gene 
Lewin 


‘Fax’ should have 
‘a long life’ 


Fax/Exidy 

Play: Fax is a one- or two-player 
trivia quiz with several differences 
from the old trivia quiz game. All the 
questions are stored on ROMs so there 
is no tape to wear out. There are more 
than 2,000 questions with four catego- 
ries and three difficulty levels in each 
category. It has a cute cartoon between 
sets of questions with cute sound 
effects to go along with them. In the 
two-player mode, the players compete 
with one another. Only the first player 
with the correct answer scores. 

Controls: There are four buttons 
for each player, one for each answer. 
labeled A, B, C, and D. 

Graphics: The cartoon with the guy 
climbing the ladder is a great added 
attraction making the game more 
enjoyable to play. The game is avail- 
able in two different cabinet styles: 
a regular Exidy cabinet and a crafted 
hardwood oak cabinet. 

Sound: The electronic sounds 
greatly enhance the enjoyment of play- 
ing this game. 

Originality: Although this idea was 
done before, it’s certainly different 
from the average video game. Most of 
the players of today have never seen 
the earlier Trivia Quiz game. 

Opinion: Even if this type of game 
has been done before, this new version 
is so much better it won’t matter that 
there was one before. One of the best 
features of this game is the difficulty 
levels, enabling people who are nor- 
mally not great at trivia to answer 
questions, while still leaving an option 
for the experts so they don’t get bored. 
Exidy promises to release new ques- 
tion modules which will be necessary 
to prolong this game’s life in the future. 
It will make a fantastic investment asa 
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conversion. As long as Exidy periodi- 
cally keeps coming up with new ques- 
tions, the game should have a long life 
as a steady earner. 

Rating: 7 


Champion Baseball/Sega 

Play: The player first has a choice 
of 12 cities to represent his team. There 
is also a two-player option, but both 
players must play against the com- 
puter. Starting with a split screen, the 
small part is a closeup of the pitcher 
and batter, and the large portior. 
shows the field. After the ball is hit, the 
screen merges. 

While on offense, the player has the 


option of bunting or hitting and can 
control the batter’s stance with the joy- 
stick. If the batter has a low batting 
average, there is an option of a pinch 
hitter. If on base, the player can steal 
bases and even slide. 

On defense the player has an option 
of pitching a curve, slider, knuckle 
ball, fastball, fork ball, or a screwball. 
Once the ball is hit, however, the 
player has little control of the defense. 
The outfielders cannot be moved atall, 
and the player has to hope the team 
picks up the ball in time. Once the ball 
is in hand, the player can choose when 
and where to throw it. 

Controls: An eight-way Wico joy- 
stick is used with three buttons labeled 
A, B, and C for different functions, 
depending on whether on offense or 
defense. While they are confusing at 
first, they just take a little getting used 
to. 

Graphics: Rather good. The teams 
even have the appropriate color uni- 
forms for the city they play in. There is 
a good effect of a fly ball’s changing 
size to give the effect of distance. 

Sound: Cheering crowds and even 
an umpire’s voice add to the game’s 
appeal. 

Originality: Basically it is a more 
sophisticated color version of Mid- 
way’s old baseball games. 

Opinion: Although this game is 
testing well, it will not last long. It will 
attract players’ attention at first by its 
realistic graphics, but after playing for 
a while they will realize that they have 
very little control of the game. At least 
in Midway’s baseball games, players 
could compete against another, have 
complete control of the pitch, and con- 
trol the outfielders. Although Cham- 
pion Baseball offers some extras, with- 
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THE SOUTH’S REPAIR CENTER 


FOR VIDEO GAMES, PINBALLS & MONITORS 


24 HOUR TURNAROUND-~ = 90 DAY WARRANTY 
$ 25.00 PER HOUR PLUS PARTS NO MINIMUM 
65 YEARS COMBINED COIN INDUSTRY EXPERIENCE 


Ws VioC omp ELECTRONICS, INC. 
2312 TIFTON ST., KENNER, LA. 70062 - (504) 468-9824 


The Video Outpost 
ADVANTAGE: 


Put any two video games 
ARN TY VWHEREYS 


How many profitable locations have you passed up because of security 


risks? How many outdoor locations could be producing profits for you 
right now? The all-steel. weather-repellant. vandal-resistant design of The 


Video Outpost makes nearly all locations possible. 

Count your potential new locations tonight and call us tomorrow! 
For more information on the many features of The 
Video Outpost, or the name of the distributor nearest 
you, Call: 


ALL-WEATHER AMUSEMENTS 
5 Patricia Lane ® Spring Valley, NY 10977 
914/354-3095 
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Out the competition between players 
and the lack of control of the fielders, 
this game will not make it in the long 
run. If it were at least offered as a con- 
version, the operator would have a 
chance to recoup the investment 
before the game dies. 
Rating: 6 


Dragon’s Lair/Cinematronics 

This is the first laser disc game to be 
offered on the market. The laser disc 
system has unlimited potential because 
instead of having images and sound 
effects generated by computers, they 
can actually be taped by movie 
cameras. Laser disc games can also 
use special effects used in actual 
movies. For example fora crash scene, 
an actual crash can be filmed and the 
sounds recorded. The player can see 
and hear the real thing. Dragon's Lair 
chose to use cartoons, but the sound 
effects are actually recorded sounds. 

For operators on a 50-50 basis, | 
recommend telling your locations if 
they want this game, it will be at a 
better percentage for you or they do 
not get it. Also if the game is going in 
an arcade giving more than four 
tokens for a dollar, I recommend 
setting it on quarters only. The high 
cost and the risk factor make it neces- 
sary. One reason for the high price is 
that the laser disc player itself costs 
more than $2,000. Even if the game 
dies, at least you have some hardware 
worth more than $2,000. What other 
game can do that? 

Play: The player is represented by 
Dirk the Darling. His objective is to 
rescue the princess from the evil 
wizard. To do this,he must go through 
the caverns below the castle which 
expose dangers—collapsing stairways, 
evil monsters, and finally the Dragon. 
The player maneuvers Dirk by press- 
ing the joystick in one of four direc- 
tions. Dirk continues if it was the 
correct direction at the right time. If it 
was wrong, Dirk faces a_ horrible 
death, just like in TV cartoons. Dirk 
does have a sword which must be used 
at the right time to be effective. If Dirk 
makes it to the end and rescues the 
princess, she gives him a big kiss and 
the game is over. 

Controls: A Wico four-way joy- 
stick in the center and a sword button 
on both sides. To maneuver Dirk, the 
joystick need only be pushed once at 
the right time and a beep sound is 
heard. Instead of moving an object, as 
in a conventional game, the joystick 
simply selects whether the correct 
response was given which determines 
the next frame from the laser disc. This 
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gives the player very little actual con- 
trol of the action. The timing becomes 
critical. 

Graphics: What can I say? To say 
they are the best I’ve ever seen would 
be an understatement. The graphics 
cannot even be compared with con- 
ventional video games. The artwork 
and animation are fantastic. It’s like 
playing and being involved in a Satur- 
day morning cartoon. 

Sound: The sound effects are also 
better than any other game. After all, 
they are recorded sounds. When the 
princess says “Save me,” it’s a woman 
talking. The selection of sound effects 
and music is excellent, and they greatly 
enhance the game’s play appeal. 

Originality: The first laser disc game. 
How much more original can you get? 

Opinion: Dragon’s Lair is making 
record breaking collections, no ques- 
tion about it. It is the first in a new 
generation of video game technology. 
It is getting 50 cents a play with no 
complaints, even in arcades that give 
several tokens for a dollar. It is doing 
more than siphoning money from the 
other games; it is actually getting 
people to spend more. 

Dragon's Lair is making money not 
just because it is a new thing. It is a 
very well-done, entertaining game. It 
gets the player curious about what will 
happen next, and keeps him pumping 
quarters until he finds out. The players 
that are good at Dragon’s Lair like to 
show off. 

But the availability of conversions is 
an absolute necessity for the operator 
to recoup the high initial investment. | 
sure hope Cinematronics follows 
through with its promise to come out 
with low cost conversions for Dragon's 
Lair, or the game is not worth the high 
price. 

How long will it last? It is a very 
simple game to master: just memorize 
where and when to move the joystick 
left, right, forward, or back, and when 
to use the sword. This simplicity will 
shorten the game’s life. Service is 
another thing to think about, consider- 
ing Dragon’s Lair is the first ina new 
generation of video game technology. 
Dragon's Lair sure has its share of ser- 
vice problems. And when the laser disc 
player goes out, it can take awhile to 
get it fixed. Due to a shortage of disc 
players from Pioneer, the distributors 
do not have any extras to exchange. Be 
prepared to have the disc player out of 
order for a week or more if it needs a 
part. 

In summary, expect two things from 
Dragon’s Lair: service problems and 
more money per week for at least a 
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$59 PER THOUSAND DELIVERED 
* 25 DELUXE TOYS IN EQUAL MIX 
+” MULTICOLOR, SNAP-LOCK SHELLS 
+ ACCURATE COUNT OF FILLED EGGS 
FAST & FRIENDLY SERVICE 


CALL US COLLECT TODAY! 
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CLIP THIS COUPON: 
)& SEND FOR FREE: 
“NEST OF EGGS” : 


LIMIT 1 SAMPLE OFFER PER CUSTOMER 
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INNOVATIVE INDUSTRIES, INC. 
Highway 71A South 
Carthage, Missouri 64836 
(417) 358-6891 
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Distributing ©. 
For 31 years The Dependable Supplier to the Coin Machine Industry, 
with Quality Parts and Supplies at the Lowest Possible Prices. For... 


e VIDEO ...¢ INTEGRATED CIRCUITS ... e PHONOGRAPH 
¢ AMUSEMENT GAMES ... e SOCCER & POOL TABLES 
e ELECTRONIC SUPPLIES ...¢ VENDING MACHINES 


“We Guarantee Satisfactory Service” 
PARTS CATALOG AVAILABLE UPON REQUEST. 


PARTS DIVISION ...1040 Boulevard S.E. 
Atlanta, Georgia 30312 


Phone 404-629-4401 


Toll Free Phone... 1-800-241-1346 (except in Georgia) 


month, than any other game you have 
ever owned (besides Indy 800, if you 
have been in the business that long). 
After the first month, it will still earn 
well and hopefully hold out until the 
first conversion comes out. Don’t wait 
too long. The more time that goes by, 
the more the players have a chance to 
get good at it somewhere else. 

Rating: 10. A 10+, 1f Cinematronics 
comes out with good conversions in 
the future. 


Star Wars/ Atari 


Play: The player is represented by 
Luke Skywalker from the movie “Star 
Wars.” His main objective is to destroy 
the Death Star. While in route to the 
Death Star, he must defend himself 
from, or destroy, the enemy ships. 
Then he flies over the surface of the 
Death Star, avoiding and destroying 
towers and other barriers. After suc- 
cessfully completing that, Obi Wan 
Kenobi says “Use the force, Luke,” and 
he must fly through a narrow passage- 
way to get to the vulnerable spot of the 
Death Star. Luke’s ship is equipped 
with six shields, and it loses one shield 
each time the ship is hit. He must be 
careful because several shields can be 
lost one right after another. 

Controls: A steering assembly is 


GAMES 
IN ONE 


BLACKJACK, DRAW POKER, 
DANDY DICE, STRIPPER, AND 
ELECTRONIC BULLETIN BOARD, 
all player selectable in one 
machine! Just put in acoin and 
choose your game. Convert your 


video into CKC’s new YOU-PICK-IT® 


If your tired video game has a joy 
stick, a fire button, and a vertical 
raster scan monitor, our board is 
for you. Buy acomplete game 
from us, if you prefer; either way 
you have a proven long life high 
earning game. That’s not all! All 
our video games utilize our unique 
Americana interchangeable game 


board. In addition to YOU-PICK-IT$ 


you can change the game by 
replacing an inexpensive game 
PAK®, including our new 
ADULT ONLY game paks. 


100 


used to control ships’ directions with 
four firing switches, one trigger, and 
one button on each side of the steering 
assembly. I feel rapid fire would be an 
improvement because in the higher 
sets it is necessary to constantly 
shoot, which can get tiring on the fin- 
gers—even with four ways of firing. 
We certainly don’t want players to 
stop playing a game because their 
fingers get tired. 

Graphics: Excellent. A color XY 
monitor is used to its potential. The 
spaceships look like they came from 
the movie, and the tunnel is really an 
experience to fly through—not to 
mention the scene when the Death 
Star is destroyed. Atari really did a 
nice job. 

Sound: The speech synthesis is the 
best I’ve heard so far. Obi Wan 
Kenobi’s voice, as well as Darth Vader 
and Luke Skywalker’s voices, sound 
just like they did in the movie. R2D2’s 
voice is even there. The music 1s also 
taken from the movie. 


Originality: Although it is a space | 


shoot ‘em up game, it comes closer ‘0 
resembling a movie’s scenes than any 
other game to date. 

Opinion: Another great game from 
Atari. Even without the movie tie-in, it 
is a good game. With the movie, it 1s 


Plus Electronic Bulletin 
Board Available In 


Isn’t this just what you have been 
waiting for? Call us today. Also 
ask us about our popular 
Countertop games Monte Carlo, 
Draw 5GT, Maverik and Shoot Out. 


even better. There is certainly no ques- 
tion as to whether “Star Wars” is a 
successful movie. Hopefully Atari has 
worked out the bugs in the XY system 
so the monitor keeps working. At last, 
a game good enough to buy, evenas a 
dedicated game. 
Rating: 9 
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Conversion Scene 

Sega has recently released a con- 
version kit for Star Trek. The kit con- 
tains everything to convert any 
game including power supply, wiring, 
and even the color XY monitor for 
only $795. Although the game has 
been out for a while, it still is inthe top 
10 charts and should be a good invest- 
ment. What else can you do with 
Asteroids or Tempest? | hope Sega has 
worked out the bugs in the monitor. It 
sure had its share of problems in Space 
Fury. 

Rating: as a conversion, 8 


Don’t forget about Mr. Do! which 
has been the best earning conversion 
to date. Thank you Universal for 
having the sense to sell thousands of 
conversions, while most of the other 
manufacturers sell only dedicated 
games and sit on them. e 


COMPLETE 
GAME OR 
CONVERSION 


Check these features: 

e Battery back-up for hall of fame 
and electronic bulletin board. 

e For amusement only, no 
knock-offs. 

e Available in Countertop, 
Twin-Tote® (small upright), or as 
a board conversion. 

e Interchangeable game board. 

e One or two players. 

e Brilliant color graphics. 

e More than a dozen inexpensive 
game pak cartridges now 
available including ADULT ONLY 
game paks. 


| ko he YW , 
BRUNE ICS am 


31129 Via Colinas, Building 701 
Westlake Village, CA 91362 
(213) 991-2199 
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TAITO AMERICA 


come in 


A game sure to bring out the d 


For the very 
first time, a 
It took Taito America and their 


@ 
major 
J hot new game, ELEVATOR ACTION, 


manu facturer to give you the two things you 
is intentionally | weestine: sane 
buildin g and priced-right options- 


to-buy that will solve your 


conversion kits | proviens 
of a HIT same! ELEVATOR ACTION is a real 


thriller! It’s all about the ups and 
downs (and ins and outs) of 

the spy business. It’s a game of 
TANT AMERICA intrigue and strategy with coinbox 
, counts that are giving all loca- 
tions a real profit lift! And 
it’s available not only as a 
| complete game, but also, 
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| turn your idle games into 

| real money-makers! The 

©) Taito retrofit kit converts 
Taito’s Jungle Hunt/Jungle 

King, Alpine Ski, Wild 

: Western and Front Line 

ale |e games. The Deluxe kit converts 
ere ACS Ss all other color raster -scan 
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ae Now you have a choice: 
Bs a complete hit game or 
conversion kits. Either 
way you’re a winner! 


THAT’S THE DEAL. 


ishing and daring in everyone! 


Enemy agents, armed and lying 
in wait behind the blue doors, try to 
ambush “Otto” and put an end to 
this legendary masterspy. Only well- 
planned strategies, bullet-dodging, 
quick-on-the-draw accuracy and 
black belt karate prowess can get him 
through. Shooting out the lights and 
knocking out the enemy during the 
blackout will chalk up more points. 
Even the great “Otto” has his “ups and 
‘am downs”, but these can be controlled 

ay with the joystick whenever he’s 


é 
ey inside the elevator. 


§ Fora real profit lift, 
isn’t it time you got 
in on ELEVATOR 
ACTION?! 


THIS IS THE DRAW! 


In ELEVATOR ACTION, Agent 17 
code name “Otto”, is on a top-secret 
mission that'll have everyone coming 
out from undercover to play! 


’ 


“Otto” must sneak 
through a heavily guarded, 
top-security enemy defense 
building to steal secret gov- 
ernment documents hidden 
within. He must make his 
way cautiously down 
through the building by 
way of elevators and 
escalators and pick up 
all the files hidden be- 
hind the red doors in 
order to make it to the 
getaway car in the 
garage below. 


Packaged to suit your needs! 
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For technical assistance, call the hot line toll-free 
(except in Illinois): (800) 323-0666. 
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1256 Estes Ave., Elk Grove Village, IL 60007 
(312) 981-1000, Telex 25-3290 
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FRANK’S 
CRANKS 


By 
Frank “The Crank” 
Seninsky 


Understanding, Troubleshooting 


Rastar Scan Monitors 
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Block Diagram of a Monitor 
The video signal goes into the Video Amp which 
then sends signals to the sync circuits and to the 
CRT. Note that the Horizontal Output goes to the 
CRT and to the High Voltage Supply. Not shownis 
the monitor power supply. 


average operator’s business outlook. 

There is much talk that laser disc games will get 
this industry back on its feet, but I wouldn't sit back and 
wait for all these so labeled great games to just appear in 
distributors’ showrooms. Supplies are very limited and will 
continue to be in the near future. The conventional video 
games will be on our routes for quite some time, and we 
must get used to the idea that average weekly grosses on 
these games will be low. The operator must work with 
what’s available and cut expenses so that these low weekly 
grosses become enough to ensure survival. 

One surefire way to cut expenses is to fix your own 
monitors. There will be times when this will not be possible 
but feel confident that in 90 percent or more of the cases. 
fixing monitors is very simple and inexpensive. When a 
game is grossing $60 per week, can you afford to have a 
monitor repaired for $80 to $100? You'll go broke in no 
time. If this article gets you to try to fix a monitor, instead 


S urvival is the one word that I feel best sums up the 


of being afraid of it, then you have crossed a major barrier. 

Most of today’s video games use either a “rastar scan” 
monitor or an “X-Y” monitor. You can easily tell the dif- 
ference by looking closely at the objects on the screen. If 
they are not solid but just outlined (like the asteroids in 
Asteroids), you're looking at an X-Y. When the graphics 
appear solid, this indicates a rastar scan monitor. 

Let’s start with a simple black and white monitor. 
Look at Figure 1. 

A monitor receives an input signal and converts it into 
a two dimensional signal made up of height and width. The 
input signal has two kinds of electrical information called 
“sync” and “video.” The sync part has the horizontal and 
vertical information that controls the electron beam as it 
sweeps the picture tube (CRT). The video signal tells the 
monitor what images it should produce. These signals first 
go to the “video amplifier” where they are magnified to 
levels high enough to drive the remaining monitor circuits. 


Electron beam 

The CRT is coated with phosphorus which glows 
when hit by electrons. Electrons are real particles, nega- 
tively charged, that are shot onto the CRT from an elec- 
tron gun. By controlling position and intensity of the elec- 
tron beam, images are formed and illumination is con- 
trolled at precise points on the screen. 

The electrons are affected by a magnetic field. Two 
coils are situated on the neck of the picture tube. These 
coils produce a magnetic field (just like the field produced 
by a transformer), and this field deflects the electrons. The 
“horizontal deflection” coil moves the electrons left and 
right. The “vertical deflection” coil moves the electrons up 
and down. 

In a rastar scan monitor, the electron beam scans the 
screen ina repeated pattern or “rastar.” The electron beam 
starts in the top left corner and moves horizontally over to 
the top right corner. The beam is then turned off and is 
horizontally “retraced” back to the left corner, but this 
time is one line down. This is called horizontal retrace. The 
next line appears below the first line and the beam con- 
tinues to do a second line, and so on, until it reaches the 
bottom right corner. 
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Whatif? 


What if you could work with a desktop computer 
detonts smarter right along with you ‘ 


You could if you hada Zenith Z10O! 


¢ Dual microprocessors let you start out on easy-to-use 8-bit 
programs. And move up to faster, more 
=> comprehensive 16-bit programs. * User 
| memory and storage capacity easily 
1 expanded. * Comes with easy-to-follow 
software instruction booklets. « Professional 
pe business graphics. * Many easy-to-use 
a Zenith business programs available. 
including Multi-Plan electronic worksheet, word 
processing, and small business accounting. 
¢ Backed by Zenith Quality Service Warranty * 


data 
systems 


The quality goes in before the name goes on. 
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ABC Business Systems 
34 N. Brentwood Blvd. - Suite 17 
St. Louis, MO 63105 - 314/863-0077 


* FREE Coin Machine Performance Analysis 
Software with purchase of computer 


HORIZONTAL RETRACE 


FIRST LINE 


HORIZONTAL 
RESET 


VERTICAL 
| RESET 


Figure 2 
Magnified Scale of the Rastar Scan Lines 
Note the horizontal reset and the vertical reset 
points. Horizontal retrace lines are also shown. 


256 lines make up a screen. A screen 1s completely 
traced in 1|/30th of a second. 
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A full screen consists of 256 horizontal lines. When 
the beam gets to the bottom right corner, the vertical 
retrace turns off the beam and brings it back to the top left 
corner. A fully traced screen takes 1/30th of a second. 
Figure 2 shows what these magnified lines look like. The 
electron gun is turned off and onso fast, that we see a clear, 
moving picture. 

Since there are high numbers of electrons hitting the 
picture tube front, we must somehow get rid of these so 
they won’t interfere with the paths of the electrons coming 
out of the gun. This is accomplished by the “high voltage 
section” of the monitor. About 19,000 volts DC are applied 
to the tube through the “second anode.” This is the wire 
with a suction cup attaching it to the tube. This positive 
voltage literally sucks up the electrons and passes them to 
ground. Ina rastar scan monitor, you can actually hear the 
high voltage. It sounds like a high-pitched squeal. Remem- 
ber it will help you in troubleshooting the monitor. 

You may be surprised that you now know how a 
monitor works and that a monitor can be divided into six 
separate sections. Knowing these sections will help you 
determine which sections are working. 

1. The monitor power supply changes the 120 AC 
volts into the DC voltages necessary to drive the monitor 
circuits. 

2. The video amplifier section amplifies the signals 
from the logic boards. 

3. The sync section synchronizes or times the monitor 
with the video input signals. 

4. The vertical deflection section is responsible for 
moving the beam up and down. 

5. The horizontal deflection section (which operates 
much faster than the vertical deflection section; it has 
much more work to do) moves the beam left and right. 

6. The left and right high voltage section collects elec- 
trons as they bounce off the phosphorus coated CRT. 
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Eliminate areas 

It is very important to note that in rastar monitors, the 
horizontal deflection circuits drive the high voltage 
section. This means that if you see anything (and I mean 
anything) on the screen, then the high voltage section is 
working. Taking this logic one step further: if the high 
voltage is good, then the horizontal deflection is good and, 
further, the power supply is good. This will help you save 
time troubleshooting a rastar scan monitor. Eliminate the 
areas that you know must be good, and pay attention to the 
remaining areas or sections. 

Here are some common problems: 

1. There is a single horizontal line on the screen. The 
rest of the screen is black. The high voltage is good because 
you see something (a horizontal line). You can also hear 
the high voltage. The horizontal is working because you 
have a horizontal line. The power supply is, therefore, 
probably good. This is usually a vertical deflection pro- 
blem. Go to that circuit and test the vertical output tran- 
sistors. In rare instances, there could be an open winding in 
the vertical deflection coil on the yoke. 

2. There is only a vertical line on screen. Before you 
spend time working on the horizontal deflection circuit, 
make sure that you understand what horizontal and 
vertical mean. The monitor schematics and labels are 
meant to correspond to monitors where the horizontal 
length is larger than the vertical length. Many video games 
have their monitors mounted vertically, so be careful here. 
If you have this problem and the monitor is mounted 
vertically, then you have a bad vertical deflection circuit, 
exactly the same as in Figure 1. 

3. The picture is wavy and the sides of the screen are 
distorted and shrunken. You know it can’t be the high 
voltage because you do see a picture. The horizontal and 
vertical deflection is present, and the video amplifier is 
working. That leaves the sync section and the power 
supply. Start with the power supply. Most of the time 
you'll find that you have a leaky or disconnected filter 
capacitor. You can turn up the brightness and see further 
what looks like ripple on the rastar lines. You definitely 
have AC in the circuit. 

When troubleshooting circuits, start with the diodes 
and transistors. These are usually the first to fail because 
they are constantly switching on and off. Next you can 
visually check the resistors because when one goes, it looks 
like it’s bad. If you have a burned resistor, you can bet that 
something else caused it to go and that you will most likely 
find a bad transistor in the same circuit. 


Color rastar scan monitors 

Color monitors have more circuits but Operate the 
same as black and white monitors. There are three electron 
guns (red, blue, green) and three kinds of phosphorus 
coatings on the CRT. Each coating glows either red, blue. 
or green. Red, blue, and green are the three primary colors 
of light. Red plus blue plus green gives white. All the colors 
you see on the screen are made from various combinations 
of these colors. Each color has separate signals from the 
computer which means that there are three video ampli- 
fiers. All three circuits are the same and can be rotated or 
swapped for testing purposes. This makes troubleshooting 
very simple. 
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Call us for information about other 
soon-to-be released Laser-Disc games. 
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As an example, say you have a game where part of the 
video is missing but it seems to be that one color is missing, 
maybe blue. At this point, the monitor circuits could be 
bad or the logic could be bad. Take a known good input 
(red), and move the red wire on the video input connector 
to the slot on the connector where you removed the blue 
wire. It’s easy to remove these wires by putting a small 
screwdriver into the side of the connector and releasing the 
barb holding the wire male connector in. Hopefully, you 
first checked that the connector was making a good con- 
nection and that wasn’t the cause of the problem. If blue 
now does not show on the screen, then you know that the 
inputs are good and the problem lies in the blue section of 
the monitor and not in the logic boards. 

To test transistors on the monitor PC board, you must 
pull out the monitor PC board from the monitor chassis. 
First disconnect the neck board by giving it a slight wiggle. 
Then remove the yoke plugs and the degaussing plugs. A '4 
inch nut driver can be used to remove the screws holding 
the PC board. It’s a good idea to discharge the second 
anode before doing this. 

This is done easily by attaching one end of a jumper 
wire to the monitor chassis and the other end to the shaft of 
an insulated screwdriver. Slide the screwdriver end under 
the suction cup of the second anode, and you'll hear a slight 
sparking sound. The picture tube is now discharged. This 
must be done if you want to disconnect the monitor PC 
board from the game. 

When replacing the second anode, make sure you dis- 
charge the picture tube again. The tube mysteriously 
recovers some of its charge while it sits idle. Fingers and 
arms are frequently cut when you quickly jump back from 
an unexpected shock. 

If the screen becomes magnetized, the gun’s electrons 
will be deflected to different sections of the screen. Colors 
will be present but in the wrong areas. A degaussing coil 
(gauss is a measure of magnetic strength) will demagnetize 
the tube. Most games now come with a degaussing coil 
around the monitor, but in most cases, this coil is too 
small. You can easily degauss a tube by just waving an 
electric soldering gun (the kind that looks like a gun) in 
front of the screen. This takes a few seconds and costs you 


zero. 

The number one problem with color rastar scan 
monitors is the failure of the horizontal output transistors. 
Always carry one. When this transistor goes, the fuse will 
always blow. This transistor usually shorts emitter to 
collector. 


Vertical line 

Horizontal output transistor failures are sometimes 
caused by a failure in the high voltage section. You'll never 
see a vertical line on a rastar scan monitor. You should 
know why by now. In an Electrohome monitor, there is a 
separate fuse for the high voltage section. Diode HFI 
and/or the flyback transformer could be bad. Wells- 
Gardner monitors only have a primary fuse, so it may take 
a little troubleshooting before you get right to the hori- 
zontal section. It’s a good place to start when you have no 
picture. 

The vertical output transistors also fail but not as 
frequently as the horizontal output transistors. Electro- 
home has a 68 OHM fusible resistor that sometimes opens. 
Quickly look at this resistor when you see just a horizontal 
line on the screen. You will rarely find a sync problem in a 
monitor. The monitor power supply does fail frequently, 
and I would put this type of failure in the third position as 
to frequency. Look for cold solder connections on the 
supply first. Many times this is your problem, especially on 
new games. 

When you are working ona monitor out of a game, be 
sure to use an isolation transformer to power the monitor. 
This transformer has a | to | turns ratio and simply takes 
120 volts from a source (outlet) and magnetically outputs 
the same 120 volts. This is done for safety reasons. The 
chassis cannot become “hot” even if the 120 leads are 
switched. 

Some of this information was supplied by a videotape 
from Randy Fromm’s Arcade School, Lesson #5. It’s so 
much easier to see the different sections rather than read 
about them. Wico Corp. sells these lesson tapes, and I feel 
they are very well done. 

I hope you feel a bit more comfortable with monitors 
and how they work. As always...keep cranking! e 
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Newsletters 


Regular newsletters can be effective and fun for the player. They can be designed in many different 
sizes and configurations, and can be sent out as frequently as desired. (Every two to three months 
is suggested.) The following suggestions are offered for a newsletter program: 
@ Keep it simple. A one-page self-mailer is adequate—either 812 x 11 or 82x 14 folded. 
® Get a design for the masthead including the game center logo and develop a standard 


format for each issue. 
@ ALWAYS INCLUDE COUPONS. 


@ Always feature players by name: high scorers, contest winners, special accomplish- 


ments, efc. 


@ Announce new games in the center and special events scheduled. 
® Make it fun for players to read! Use illustrations and pictures if possible. 


“Promoting Your Game Center” 
By Carol Kantor 
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Technical Topics 


POWER SUPPLY DESIGN COURSE PSD-1 


Lesson Twelve: 


Thermal Considerations 


Editor's Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


Lesson Twelve — Thermal Considerations: This lesson teaches 
the student to use various power supply elements in high- 
powered circuits. He will learn to use the derating information 
as given on data sheets for rectifiers, zener diodes, and tran- 
sistors. Also, he will learn to calculate the proper size heat- 
sink for operating these devices at elevated temperatures. 


THERMAL EFFECTS: 


Since by their own nature semiconductor devices are 
resistive and subject to internal heat dissipation, an important 
operating limit is determined by the ability of the device to 
operate in various ambient temperatures. Most devices are 
rated at room temperature, 25° centigrade. And, the manufacturer 
of the device provides on the data sheet figures and formula or 
curves to derate the 25% values for operation at elevated 
temperatures. For example, say a transistor is rated by the 
manufacturer as being able to dissipate 20 watts at room 
temperature; but when packaged into a piece of equipment with 
other heat dissipating devices, the ambient temperature rises 
to, say 50°C. At 50°C the manufacturer may rate the transistor 
at only 8 watts dissipation. One solution, obviously, would be 
to choose a transistor which is capable of dissipating 20 watts 
at 50°C. However, the choice of transistors to use in a circuit 
is generally governed by other specifications. Another and more 
convenient solution is to use a device which assists the tran- 
sistor in radiating the internal dissipation into the ambient and 
permit safe operation at elevated temperatures. These devices 
termed heat-sinks are the topic of this section. First, however, 
it would be best to review the effects of temperature upon 
diodes and transistors and their thermal derating. 


THERMAL EFFECTS ON RECTIFIER DIODES: 


Fig. 12-1 shows the familiar Volt/Ampere characteristic 
curve for rectifier diodes. Notice that the forward operating 
limit is termed Pg(max) (maximum power dissipation). Mathe- 
matically, the power dissipated by the diode is the product of 
Vr and Ip. The diagram also shows the reverse operating limit 
to be the breakdown voltage (By). 


Considering the forward limit Pda(max), when a diode is 
used as a rectifier of AC, the problem of derating the diode 
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becomes somewhat complex. From Lesson Two it is known that 
there are peak and average values of voltage and current to 


Forward p 
limit (max) d(max) 
Forward 
Reverse Ip oe 
limit : 
region 
By 


a 
» Avalanche 
a 


Reverse 
biased 


region 


IR 


Fig. 12-1: The operational characteristics of a diode. The 
forward operating limit is Pa(max) and the reverse is By. 


consider, plus, Lesson Six gives us the effects of the filter 
capacitor. For this reason the manufacturer will sometimes 
provide a set of curves to aid the power supply designer in 
derating the diode in such an application. 


The curves in fig. 12-2 are such a set for the 1N4001 as 
provided by the manufacturer (Motorola, Inc.). Notice that 
there are two sets of curves given, I(pk) (Ip) = 10 x I(ay) and 
I(pk) = 20 x I(ay). Also, each set is further derated for lead 
length. (The closer the diode is to a thermal conductor the less 
derating necessary.) The copper on a printed circuit board pro- 
vides heat conduction away from the diode. (This topic will be 
discussed in detail in a later paragraph.) Use of the curve is 
simple. Say a 1N4001 is to operate at 40°C with an lipk) of 
20 x I(ay). Then, if the leads on each side of the diode are one 
inch, I(ay) is limited to 0.75 amperes (point A). However, by 
reducing the lead length to 1/32"’ the diode can operate up to 
75°C (point B). Furthermore, by limiting the surge current to 
10 x I(ay) and using 1/32’’ leads, the diode can operate up to 
a Ta of 135°C (point C) and still pass an average current of 
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100 = 120 


lE(avg)? 
AVERAGE FORWARD CURRENT ( AMP ) 


Ta ~ AMBIENT TEMPERATURE (°C) 


Fig. 12—2: A typical curve for determining the maximum oper- 
ating temperature for a diode operating in a circuit with a 
capacitor filter. 


0.75 amperes. In any case the diode cannot be operated with a 
Ta of 175°C or higher. Also, the diode can safely operate in 
the area below the outline of the curves. For example, say an 
1N4001 is operating in a circuit with an I(gy) of 0.25A and 
I(pk) is 10 x I{ay) and Ta is 40°C (point D). This operating 
condition is well within the limits defined by the curves, 
I(pk) = 10 x I{av). 


In the reverse direction the manufacturer states that Ip 
can be a maximum of 0.01ma at 25°C and a maximum of 0.05ma 
at 100°C. Both of these ratings are given for the maximum 
reverse voltage. Given these two values the designer can plot 
them on a linear scale and project a line to 175°C and obtain 
a worthy approximation at any Ta from 25°C to 175°C. 


THERMAL EFFECTS ON ZENER DIODES: 


When considering the effects of temperature on zener 
diodes, of prime concern are the changes in two parameters, 
Vz and Pg(max); Vz because it effects the degree of voltage 
regulation, Pq(max) because of Iz7 and Izm. 


TEMPERATURE COEFFICIENTS: 


The change in Vz, as a result of a change in ambient 
temperature, is expressed in one of two forms on the data 
sheet; either as a percent of Vz for one degree centigrade 
change or in millivolts per one degree centigrade change. For 
example, the 1N752 has a temperature coefficient of +0.006/°C 
on the data sheet (Texas Instruments) when operated at 25°C. 


EXAMPLE : 


The 1N752 is rated at Vz = 5.6V at 25°C and has a tem- 
perature coefficient of +0.06%/°C. What is Vz at 100°C? 


STEP 1: Find the temperature differential (AT). 


AT = T(max) — T (min) 
76°C -= 100°C = 25°C 


STEP 2: Multiply the % change by the temperature differential. 


% change x AT = Total % change 


0.006% x 75 0.450 


STEP 3: Find Vz at 75°C. Since the temperature coefficient 
is positive, AVz is added to Vz. 
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For positive temperature coefficient : 


V2. & AV? 


For a negative temperature coefficient: 


Vz — AVz 


5.6V + 0.025V = 5.625V 


For applications where the Vz must be held constant over a 
wide temperature range, there are available diodes which have 
a zero temperature coefficient. These diodes are referred to as 
reference diodes. 


POWER DERATING: 


The second thermal concern regarding zener diodes is the 
effect elevated temperatures have upon the operating point, 
primarily, Izy. For when the current through the diodes is 
close to this value, maximum power is being dissipated. Zener 
diodes are generally rated by Vz and maximum dissipation 
(Pd(max)). Standard dissipation rating of zeners are: 1/4 watt, 
400 milliwatts, 1/2 watt, 1 watt, 3 watts, 5 watts, 10 watts 
and 50 watts. However, some manufacturers will offer devices 
in other ratings. For example, Motorola offers a 1-1/2 watt 
rating. 


A common method used to derate Pa(max) at some refer- 
ence temperature is to state the rate at which Pq(max) declines 
as a function of a unit of temperature increase. 


For example, the 1N752 is rated at 400mw at 50°C and 
must be derated 3.2mw for each degree centigrade of temper- 
ature rise. This is stated on the data sheet in the form: 3.2mw/ 
2G; 


EXAMPLE : 


The 1N752 is, as stated above, rated at 400mw at 50°C 
and I7y is 65ma. Find Pq(max) and Izy at 125°C. 


STEP 1: Find the temperature differential (AT). 
AT = T(max) — T(min) 
7o°G = 125°C = 50°6 
STEP 2: Multiply 3.2 mw by 75°C. 
Total dissipation derating = AT x 3.2mw. 
240mw = 75°C x 3.2mw 
STEP 3: Find Pg at 125°C. 


Pq Pd(max) — total dissipation change 


160mw = 400mw — 240mw 


The 1N752 can dissipate 160mw when operating in an 


ambient temperature of 125°C. 


STEP 4: Find Izy at 125°C. 
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Since Pg(max) is the product of lzmM and Vz, a derated 
Pa(max) will require a new lzm, for Vz is considered 
a constant value. 


if: 
Pd(max) = Vz xIzm 
then: 
P 
lou = d(max) 
Vz 
28.6ma = 160mw 
5.6V 
Pd(max) 
s Pq —_ 
S 
Q, 
B 
Bs 
a) 
0 ee 
—55°C 25-6 100°C 200°C 


TA — Ambient temperature 


Fig. 12—3: A typical thermal derating curve as given on manu- 
factures data sheets. An increase in Ta results in a decrease 
in Pg. 


Particular notice should be given to the fact that Izm is 
considerably lower at 125°C than at 50°C. Therefore, temper- 
ature considerations should be included in the initial design 
of the circuit. The diode can be assisted to operate with an 
Izm of 65ma at 125°C by heat-sinking. Heat-sinks will be 
discussed in detail in a later paragraph. 


Another common method of providing derating information 
is to show the rate of adjustment on a curve. A typical derating 
curve is shown in fig.12-3. Its use is quite simple. The oper- 
ating temperature range of the device is scaled along the 
horizontal while the maximum allowable dissipation is scaled 
on the vertical. The diagram shows a diode being derated for 
operation at 100°C. 


Active region 


I¢ — Collector current — ma 


“8 “10 
Vee ~ Collecionzuinince: voltage —v 


Fig. 12—4: A typical curve, commonly shown on data sheets, 
for determining the maximum power dissipation for low and 
medium power transistors. 


THERMAL EFFECTS ON TRANSISTORS: 


The average power dissipated can be closely approximated 


as: 
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Pa = lgE-VceE 


For a given power level this equation will plot as a hyper- 
bolic curve as illustrated in fig. 12-4. A portion of the curve is 
shown as Py = 150mw max. The DC operating point must not 
be above the Py curve. In other words, the transistor can 
safely operate anywhere below the curve. Notice that the curve 
is given for a Ta of 25°C. Elsewhere on the data sheet the 
manufacturer will generally state thermal derating information 
either in the form of a curve or as a thermal resistance (watts/ 
°C): 


Fig. 12—5: A typical curve commonly given on data sheets for 
high-powered transistors. The curve defines the limit of safe 
operation for DC and pulsed operation. 


The above paragraphs relate to low and medium power 
transistors. In the case of high power devices, derating infor- 
mation is generally given on a curve like the one in fig. 12-5. 
The curves are given for a specified Ta and. derating infor- 
mation is also given on the data sheet. The locus labeled DC 
defines the maximum limit of DC operation; therefore, any 
operating point below the locus can be considered safe. Notice, 
however, that the DC limit can be exceeded for brief periods. 


HEAT—SINKS : 


The preceding paragraphs assumed the designer could 
derate the devices used and not affect his circuit. Many times 
he can consider thermal derating in his initial design and 
thus his choice of semiconductor devices will always suffice. 
However, when operating with wide temperature variations, 
derating alone can lead to a very inefficient use of the semi- 
conductor. For example, when the 1N752 was derated for 
operation at 125°C, IzmM was only 28.5ma and a 400mw diode 
was only able to operate at 160mw. Also, as a general rule, 
one can consider high power devices costing more than lower 
power ones. 


THE IDEAL HEAT-SINK: 


Heat-sinks are devices which will draw heat away from the 
semiconductor and radiate it into the ambient. In the ideal 
case, the heat-sink will dissipate heat as fast as the semi- 


conductor can generate it. Therefore, the heat-sink will not 
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develop a temperature rise across itself. Furthermore, and from 
a practical point of view, the ideal heat-sink will be no larger 
than the transistor itself. 


‘Ve Heat source 


(junction) 


Ta Ambient (air) 


Fig. 12—6: The relationships between the thermal circuit and 
an actual power transistor. The thermal impedances are shown 
as resistors in a series circuit where each resistor represents 
a ‘‘thermal drop’’. 


THE PRACTICAL HEAT-—SINK: 


If the heat-sink described above existed, the electronics 
industry would never experience an equipment failure due to 
thermal problems. The industry, having experienced the above, 
indicates that the choice of heat-sink requires considerable 
thought and understanding. However, since the concepts of 
thermal dynamics may be foreign to the electronic technologist, 
they will be explained by use of a model made up of familiar 
elements. 


Since the purpose of the heat-sink is to draw heat away 
from the semiconductor, one can consider the flow of heat 
analogous to the flow of current through a circuit. As the 
amount of current is limited by resistance, so is the flow of 
heat. Resistance in a thermal circuit is termed thermal re- 
sistance (or sometimes thermal impedance) and is represented 
by the Greek letter theta, 6. 


es | 


<—Heat flow—— 


=| 
< 
D 
= 


A B 


Fig. 12—7: A comparison of an electrical and thermal circuit. 
Of importance are the relationships between the thermal terms 
and the familiar electrical terms. 


Fig. 12-6 is a worthy representation of a thermal circuit. 


It shows the relationship of thermal impedances in a circuit 


as well as their relationship to the actual devices. The three 
major impedances are: 6yc, impedance - ( semiconductor ) 
junction to case; 6csg, impedance - case to (heat) sink and 
Osa, impedance - (heat) sink to ambient. 


Electrical resistance can be stated as amperes per volt. 
For example, consider the circuit in fig. 12-7A. Instead of 
expressing the value of R in the familiar ohms value, it can be 
expressed as amperes per volt. For by Ohms Law, a 1000 
resistor permits 10ma of current to flow for each volt at the 
source. 


If V is one volt, I is 10ma; 2V, 20ma; 3V, 30ma and so on. 
Then R could be adequately expressed as 10ma/V. When con- 
sidering the thermal circuit in part B of fig. 12-7, 6 is ex- 
pressed as degrees centigrade per watt, °C/W. The expression 
°C/W was used in earlier lessons when the discussion was 
about derating. Its meaning was reserved for this lesson. 


THERMAL ELECTRICAL 


w Vv 


Ty Heat flow I=IA 


OIC Rz =100 


Thermal Voltage 
drop 9cs R2 = 50 drop 
OSA Rx =? 
TA 


Fig. 12—8: A more detailed presentation of a thermal and 
electrical circuits. 


As electrical resistance varies with different types of 
materials, so does 9. Therefore, as heat flows through different 
materials, there will be a thermal drop proportionate to 6 for 
each. Hence, the series circuit in fig. 12-6. 


CALCULATING THE HEAT-SINK: 


A worthy analogy of finding maximum @ for a heat-sink 
would be like finding the value of Rx in the circuit in fig. 
12-8. The problem is to find the value of Rx which will permit 
1 amp to flow (obviously 100) when Ri and Rg are fixed at the 
values shown. Since 6yc and 6cg are fixed, the designer can 
only operate with Osa. 
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Again referring to fig. 12-8 and considering the thermal 
terms, Ty is the maximum allowable junction temperature stated 
on the data sheet and expressed in °C; Ta is the maximum 
ambient temperature in which the device is to operate (specified 
by the designer); 6yc is also stated on the data sheet and 
Ocg can be found in table 12-1. 


NOTE: The values of 6cs given in table 12-1 are only 


approximations. Worthy though they are, they should be 
treated as such. 


From fig. 12-8 the following relationship is established: 
Ty —-T,a - W (@yc + @cs + Osa) 


and solving for Osa ; 


_ Ty — Ta — W (®@jc + 8cs) 
W 


6SA 


Since W is the actual power dissipated by the semicon- 
ductor, Pg can be substituted for W. 


7 Ty -Ta-— Pa (@;¢ + cs) 
Pa 


8SA 


EXAMPLE : 


A transistor with the following characteristics: 
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Max. operating temperature (Ty) 175°C 
aie 2.91°C/W 
3/16’’ stud mount (6cs) 0.32°C/W 


(from table 12-1 ) 


will be operated at 10 watts dissipation. Find the value of 
6sa which will permit operation at a Ta of 125°C. 


7 Ty —-Ta — Pa (@yc + 8c¢s) 


8Sa 
Pd 
Osa, = 175°C — 125°C — 10W (2.91°C/W + 0.32°C/W) 


10W 


Osa = 2.41°C/W 


A heat-sink rated at a 6 of 2.41°C/W or less will be 
sufficient. 


°C/W 


T0=9 0.17 
TO-—36 0.13 
TO-8 0.27 
3/16'’ stud 0.32 


1/4°’ stud 0.19 
3/8’’ stud 0.14 
1/2’’ stud 0.14 
3/4’’ stud 0.104 


Table 12—1. Approximate value ®8cs for commonly used 
power transistors. 
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entertainment 


Star Gaze’s Video Jukebox brings 
entertainment to nightclubs, pizza 
parlors, bars, and arcades. Features 
include up to 48 “A”-side selections, 
Bass-reflex 55-watt speaker system, 
micro-processor controlled selection 
panel, and a 19 inch color video 
monitor. A commercial quality video 
cassette player used VHS cassettes. 

The Video Jukebox has a built-in 
Ardac dollar bill validator to autho- 
rize selections. The number of tunes 
played can be programmed at two, 
three, four, or five for a dollar. An 
electronic counter records all cash 
income. 

Captain Video, a London-based 
video music producer, compiles the 
once monthly tape for the Video Juke- 
box. Musical selections also feature 
“solden oldies” with accompanying 
videos. Sports, topical events, and 
humorous tapes are also available. 

Optional accessories include addi- 
tional video monitors, external 
speakers, remote volume control, and 
a 50 inch wall screen. 

The Video Jukebox measures 79” x 
23° ® 23" 
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Strikes to 
spare 


How would you like to be right in 
the middle of a strike? Strikes, spares 
and splits, hooks, curves, and straight 
balls—real bowling action awaits the 
player of the new Pro Bowling game 
from Data East. 

Designed for the company’s exclu- 
sive Interchangeable Game Systems 
and Multi Conversion Kits, Pro 


) Bowling provides tournament bowling 


in a new video game. 

The player has total control over the 
action of the ball. By moving the joy- 
stick, the player controls the line the 
bowler uses to roll the ball for straight 
rolls of varying degrees of curves or 
hooks. 

Power of the roll is selected by the 
use of the Action Button, which 
corresponds to a power bar that 
changes from minimum to maximum 
power. 

The player lines up the bowler, 
selects the speed and direction of the 
ball, and then throws the ball down the 
alley toward the pins. Just before the 
ball strikes the pins, the screen switches 
to a top down view and allows the 
player to see the ball crashing through 
the pins in a three-dimensional effect. 

The game consists of five frames 
with extra balls awarded for a strike or 
spare in the last frame. Bonus frames 
are given for every strike or three 
spares. If the player’s really good, he 
can bowl 10 complete frames. And if 
his bowling score is more than 220, the 
player is awarded five additional 
bonus frames. 
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‘Tron 
revisited 


Return to the world of the Master 
Control Program for a new adventure 
with the Discs of Tron, a sequel to last 
year’s Tron, and the newest video 
challenge from Bally/ Midway. 

Introducing the concept of the 
environmental cabinet, Bally/ Midway 
has created a new dimension in games 
with the profits of 50-cent play. 

In the depths of a strange new 
world, players confront the sinister 
Master Control Program and its arch- 
villian, Sark. Hurling energy discs, the 
player attempts to defeat his adversary 
while overcoming ever-increasing 
challenges enhanced by visual and 
sound effects. 

New technological advancements in 
computer hardware and software 
achieve true 3-D effects in the Discs of 
Tron playfield with the “feel” and 
involvement players expect in a video 
game. 
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Computer Kinetics’ new countertop 
poker game, Super Draw 5-GT, is a 
five-card draw poker game for one or 
two players. 

The game acts as both dealer and 
scorekeeper, and the player can com- 
pete against the dealer or another 
player. The machine comments and 
plays music when the player wins a 
hand, and insults him when he loses! 

The machine is 10 inches in height, 
so that drinks can easily be served over 
it as it sits on the countertop. Super 
Draw 5-GT is about the size of a type- 
writer, and weighs 25 pounds. It is 
equipped with a built-in steel security 
fastener to which a chain can be 
attached and has a large heavy gauge 
steel coin box. 

Player score recall capability stores 
the last player’s score. This permits the 
next player to try to beat the score of 
another player who may not be pres- 
ent. 

The non-volatile memory allows the 
machine to store scores even if it is 
unplugged. It also announces the last 
hand before it is dealt. The game 
contains a self-test feature which is 
activated when the power is turned on. 
This allows the operator to identify 
service problems, using the error code 
shown on the machine display. 

Promotional aids, including high 
score cards, tent cards, game posters, 
and coupon books, are available from 
Computer Kinetics. 


Play for gold 


The challenge is set. The thrill 
returns. [he game is Goldball, a new 
adventure in futuristic pinball from 
Bally / Midway. 

In a world where pinball fantasies 
are pushed to the limit, players never 
know when the Goldball will appear 
and be kicked into the plunger lane. 
Concentration, fast reactions, and 
daring moves are needed to spell out 
G-O-L-D-B-A-L-L once and claim 
100,000 points. Spell Goldball twice 
for 200,000 points. A third time earns a 
rousing replay. 

Accelerated bonus points accumu- 
late by hitting the 1-2-3 number target. 
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TWALCOMOL TESTER. ME WMI 


Drunk driving 
deterrent 


The BAT (Breath Alcohol Tester) 
can tell you your blood alcohol con- 
tent, and that content can, in turn, tell 
you whether you should drive. 

A breath alcohol test reading of .10, 
meaning one part alcohol per 1,000 
parts blood, is considered legally 
intoxicated in most states. 

The BAT operates like standard 
vending machines. A person deposits 
his coins, usually 50 cents, uses a dis- 
posable straw dispensed by the machine 
to give the breath sample, and is pro- 
vided with a digital readout of his 
alcohol level. If that level is above the 
legal limit, a flashing “DON’T DRIVE” 
warning appears. 

To obtain the most accurate reading, 
the user should wait at least 10 minutes 
after his last drink and five minutes 
after a cigarette because residual 
smoke and alcohol in the mouth will 
cause the reading to be higher. 

The latest BAT is the BAT 2000. It 
was developed through a joint venture 
of Allstate Distributors Ltd. and a 
scientific manufacturing company 
specializing in detection devices. All- 
state Distributors now supplies the Bat 
2000 nationwide for various liquor 
pouring establishments and is in the 
process of setting up distributors 
nationwide. 

For further information, contact 
Charles W. Knighton, Allstate Dis- 
tributors Ltd., 189 Cobb Parkway 
N.W., Suite A-5, Marietta, GA 30062. 
Telephone: 404/425-2841. 
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‘Star Trek kit 


Sega Electronics Inc. announces the 
immediate availability of a new deluxe 
kit that will allow distributors and 
Operators to convert any upright 
game, X-Y or raster, to the Star Trek 
Strategic Operations Simulator. 

“There is, unfortunately, a great 
deal of non-productive equipment on 
location which is a tremendous drag 
On per game earnings,” said Bob 
Rosenbaum, vice president of mar- 
keting and sales. “Sega’s new Star 
Trek Deluxe Kit is our way of lending 
a helping hand with an opportunity to 
rejuvenate old equipment and gener- 
ate high cash flow with little cash 
investment.” 

Sega’s Star Trek Deluxe Kit 
includes an X-Y color monitor, game 
electronics, player controls, harness- 
ing, power supply, and graphics for 
logo, side panels, and control panel. 


Powerful 
remake 


Williams’ original Firepower 1s 
recharged in its new pin, Firepower II. 

The original Firepower was the 
industry’s first multi-ball, multi-player 
pin. Firepower IJ capitalizes on some 
of the game’s features. 

Bonus holdover, a brand new 
feature designed into the game, can 
mean exceptionally high scoring for 
skilled players able to complete an 
orbit shot within a matter of seconds. 

Multi-ball is there too, but this time 
with a new twist. Making the eject hole 
locks a ball and holds it until the 
release target is hit. If the ball is left 
locked by one player, the next player 
has the chance to release it for multi- 
ball play the easy way. 

An Open ramp sweeping across the 
playfield adds another new dimension. 
Making the ramp shot can award 
either an extra ball or mystery score. 
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Aids to the Trade 


impact-resistant 
corners 


Dynamo Corporation has incorpo- 
rated impact-resistant corners as a 
standard feature on its Big D pool 
table. 

Constructed of polystyrene struc- 
tural foam, Dynamo claims the new 
corner provides resistance to scratch- 
ing, chipping, denting, and other 
damage which usually occurs during 
transportation and normal location 
use. The corner’s simulated wood 
grain finish and deep rich color com- 
plement the table’s rails, side panels, 
and legs, and its integration into the 
table structure enhances the strength 
of the cabinet. 

Touch-up with liquid polish main- 
tains the new corner and the table 
legs—made of the same material as 
already standard equipment on the Big 
D table. They are easily removed and 
interchangeable on all Big D tables 
shipped after August |, 1983, accord- 
ing to Mark Struhs, vice president of 
sales and marketing. 
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For additional information, contact 
Mark Struhs, Dynamo Corp., 1805 
South Great Southwest Pkwy., Grand 
Prairie, TX 75051. Telephone: 214/ 
641-4286. 


Blue Ribbon 
connectors 


Nanocon Inc. has available a line of 
metal shell Blue Ribbon connectors 
manufactured by Yamaichi Electric of 
Tokyo, Japan. 

The Blue Ribbon DIP solder, wire- 
wrap, and IDC type connectors are 
available in 14, 24, 26, 36, 50, and 64- 
contact versions. All connectors have 
nickel-plated steel shells and are avail- 
able with spring bail locks or with 
screw latch ears. Insulation material 1s 
PEBzT 

The IDC version is available with or 
without strain relief. The DIP solder 
versions are available in vertical and 
right angle mounting configurations. 
The 24-pin connectors comply with 
the dimensional requirements of 
IEEE/ ANSI STD 488. All sizes can be 
substituted for most plastic connectors 
in the market. Prices range from $1.75 
through $10 depending upon the num- 
ber of contacts and style. 

Nanocon also offers the complete 
line of Yamaichi .050” ribbon cable 
interconnection products and Nanoflex 
for mass terminating 0.025” (0.635mm) 
cable. 

For additional information, contact 
Bill Garner, Nanocon, Inc., 9822 
Independence Ave., Chatsworth, CA 
91311. Telephone: 213/882-3307. 


Pyepe dye tage 
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Game cabinet 


The Royal Oak cabinet from Coin 
Computer Co. is ready to accept any 
13 or 14 inch monitor—color, black 
and white, or XY, horizontally or 
vertically. 

There is room for logic boards and 
power supplies. A large cash box is 
located in the base. Two, four, or eight- 
way joysticks and dual fire buttons 
enable you to adapt to most games. 
Access is provided by the hinging top 
and side panels which come down 
complete with control panels. 

Kit A includes a basic cabinet witha 
solid oak top, base, and control panels; 
tempered smoked glass; two joysticks; 
four dual illuminated fire buttons; 
one- and two-player start buttons; 6 by 
9 speaker with grille; powercord; fuse- 
block, filter; cash drawer; and locks. 

Kit B includes the same parts as Kit 
A plus a high resolution 14-inch color 
monitor, an isolation transformer, 7 
amp power supply, wiring harness, 
two coin mechanisms, and a coin 
meter ready for the logic board of your 
choice. 

Kit C includes kit B plus the logic 
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board you prefer. 

For further information, contact 
Coin Computer Co., 443 E. Elmwood, 
Troy, Michigan 48084. Telephone: 
313/583-0585. 


Ball polisher 


Montana Billiard Supply manufac- 
tures a new professional ball polisher 
with a burn and mar resistant brown 
oak Formica finish and a beige shag 
carpet lining. 

The ball polisher features direct 
drive shaft, 15-ball polishing capacity, 
a 15-minute timer switch, and a safety 
latch to secure the hinged top. 

Overall size of the polisher is 15” by 
15” by 26!4”. The ball polisher, which 
includes a storage area at the bottom, 
operates on 110 AC, with a three- 


prong plug-in. 

For further information, contact 
Tom Orth, Montana Billiard Supply, 
134 Regal St. (N.P. Industrial Site), 
P.O.Box 20878, Billings, MT 59104. 
Telephone: 406/259-4898. 


Pinball 
Maintenance Guide 


Wico Corp. has a new Pinball Main- 
tenance Guide brochure. 

The guide offers simple instructions 
for setup, cleaning, and routine main- 
tenance of all popular pinball machines. 
“With the predicted revival of pinball 
game popularity, we felt a need to 
support the industry through repair 
and maintenance assistance,” said Hal 
Anthony, Wico national sales manager. 

The Pinball Maintenance Guide is a 
follow-up to the Wico “how to” pro- 
motional brochures on retail tie-in 
campaigns and special events to boost 
business, offered last spring. 

To obtain a copy of the Pinbal! 
Maintenance Guide, contact a Wico 
salesman or local distribution center. 
For more information, contact Wico 
Corp., 6400 W. Gross Point Rd., 
Niles, Illinois 60648. 


Counter Cache 


A new cash box, which provides 
increased security of retail check-out 
locations, 1s available from Turn-O- 
Matic Inc. 

The Counter Cache can be installed 
next to cash register locations, under 
the counter where it is out of reach and 
sight from customers, yet accessible to 
the cashier. The cash box holds more 
than 600 bills, checks, and/or credit 
card vouchers. 


When larger bills are received, they 
can be deposited immediately in 
Counter Cache leaving only enough 
cash in the register to make necessary 
change. To empty the Counter Cache, 
a special key is used to remove the cash 
box from its mounting. 

Once the Counter Cache 1s in a safe 
place, another key is required to 
remove the cash, which is neatly 
stacked and ready for counting. 

For larger stores with more than 10 
registers, the Counter Cache can be 
used with a stronger, light-weight 
plastic cassette. 

Counter Cache weighs 71 pounds 
including mounting channel, 1s 9-3/ 16 
inches high, 7-3/4 inches deep,and 4 
inches wide. Counter Cache costs $99 
and is available immediately from 
Turn-O-Matic Warehouses. 

For more information, contact Per 
Fernqvist, Turn-O-Matic Inc., 2470 El 
Camino Real, Palo Alto, CA 94306. 
Telephone: 415/858-2860. 


Weekly Drawings 


“Our cards are numbered. Every week we pull three stubs out of the hopper. First prize every week 
is a 40-token roll. The second and third prizes are each 20-token rolls. We post the winning num- 
bers over our cash register. It really brings in the kids every week fo see if they've won. 


“We also award 20-token rolls for the weekly high score on certain games.” 


“Notes & Quotes” 
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WANTED 
© Old Seeburg Dollar Bill 


Acceptors. 
e Service Man For Kiddie 


Ride Route. 
Sam Holland, 273 Lanakila Road 
Kapaa, HI 96746 


Star Trek 
Gyruss 
Pole Position 
Mr. Do! 


eee oe 


GLASSIFIED 
ADVERTISING 


808/822-5122 


Universe Affiliated Int’'l., Inc. 
314 West First Avenue 
Roselle, New Jersey 07203 
East Coast (201)245-4222 


UPGRADE YOUR PAC-MAN OR MS. NORTHERN CALIFORNIA'S 
PAC-MAN! This new conversion gives play- VIDEO CONNECTION 

ers a choice between the original game andthe 

faster, more challenging EXPERT LEVEL. Guar- For lowest prices on 
anteed to increase collections! Game labels and New & Used Games & Boards 
instructions included. Five minute installation. CONVERSION KITS 

Write for free information or send $79 per kit Mr. Do! @ Hunch Back 

to: MBN. Electronics Dept. 2,262 Courtland BUY e SELL e TRADE 


St., Painesville, Ohio 44077. (tn Ohio add 5.5% 
sales tax) 


916/678-5189 


Millipede Crystal Castles 
Star Wars Baseball 
Zoo Keeper Dragon’s Lair 


Congo Bongo 


Super Close out prices 


We ship from our east coast/west coast warehouses 


BRAND NEW IN THE CRATE 


We supply conversion kits 


Largest supplier of redemption / prize equipment 
Assorted USED games available for immediate delivery 


CALL COLLECT 


FOR PRICES 


U.A.I. Pacific Ltd. 
693 So. Magnolia Ave. 
El Cajon, California 92020 
West Coast (619)440-5785 


LOOKING FOR A GREAT DEAL? 
UNIVERSE HAS IT!! 


QUUCONOOOUUOOAVOONTOAUOOAUUAOUTUP ATAU 


CE ie 
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INTER-SPACE VIDEO SALES 
introduces 


“THE BUYERS HOTLINE‘ 


1/800/221-7088 


Take advantage of our National Purchasing 
System which allows us to obtain and sell 
equipment at prices far below our 
competition—CALL US AND SEE! 


SAVINGS SAMPLER 
In Videos: Gyruss $1395 
Sinistar $995 

Mario Bros. $995 


In Conversions: Mr. Do! $445 
Mr. Do’s Castles $745 
Rock ‘n’ Rope $595 


“BUYERS HOTLINE IS THE OPERATORS 
BUSINESS CONSULTANT” 


INQUIRE: What is on closeout? 
Whats new in laser games? 


How much is your used game 
worth on trade? 


What new conversions should 
you be considering? 


INTER-SPACE VIDEO 


5931 Power-Inn Road, Sacramento, California 95824 


WE SHIP ANYWHERE e CALL NOW 
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REPLACEMENT 
MARQUEES 


For all current games - $25 
O.E.M. prices available 


E-PROMS 


2764’s - $6.00 each 
2732’s - $4.30 each 


SUZO JOYSTICKS 
with micro switches 


$15.00 each 


Power Supplies - KGD - 23 
$45.00 each 
+5V / 6 amp -5V / 1 amp 
+12V / 1 amp 


—USED DRAW 80 BOARDS— 
$100.00 


New Way Video Systems 
21 Langdon Street, Everett, MA 02149 


617/322-2033 


VIDEO GAME BUSINESS: in 
northern California. Good income 
and good place to raise a family. 
916/529-3050 or 916/527-6685 


—FOR SALE— 
Jungle King; Zaxxon; Donkey Kong 
Junior; Super Rider; Roc ‘n’ Rope; Mr. Do! 
Excellent Condition - Prices Negotiable 
SIO $692 -727'S 


LASER GAMES 


e Dragon’s Lair 
e Bega’s Battle 
© Mach Ill 


Also: 
GREAT KITS 


e Mario Bros. 
e Elevator Action 
e Mr. Do! & others 


AMIS Distributors — 


8431 Mastin Drive 
Post Office Box 4057 
Overland Park, KS 66204 
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KLOPP 
COIN 
¥ COUNTERS 


U.S.A. QUALITY 
.. and proud of it! 


e Metal Construction 
.. NO plastic 

e One-Year 
Warranty... not 
just 90 days \ Pog rea 

eManufactured—al |!) 
in America — ee Le ib 
not foreign ye 
made a | 

e Parts always 
available-— & 
not imported 


e Proved reliable thru the test 
of time 


1983 is our 53rd year! 


Call or write for information 


KLOPP 


KLOPP LNTERNATIONAL, LNC. 


P.O. Box 708 
Pinellas Park, Florida 33565 
(813) 522-9425 


Completely Reconditioned 
for $800. 


eek Kk HE 


New Video Cabinets 
(PC boards not included) 
for $925. 


Sleeping Tiger, Inc. 
2435 N. Western Ave. 
Chicago, IL 60647 


312/342-4420 


v & & & +  & FH He HH eH OH OH OH OF 
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BIG BONUS!!! 


Receive a FREE “Pac-Man Plus” kit with any purchase of the following: 
FOR $2333. RECEIVE: OR FOR $1888.°° RECEIVE: 


Joust & 2nd choice Tron & 2nd choice 
Galaga & 2nd choice Centipede & 2nd choice 
Moon Patrol & 2nd choice Pac-Man & 2nd choice 
Baby Pac-Man & 2nd choice Donkey Kong Junior & 2nd choice 
Q*Bert & 2nd choice Jungle Hunt & 2nd choice 
Super Pac-Man & 2nd choice Satan's Hollow & 2nd choice 
Popeye & 2nd choice | BurgerTime & 2nd choice 
Xevious & 2nd choice 2ND CHOICE’S Robotron & 2nd choice 
Missile Command * Astro Blaster * Space Invaders * Astro Fighter * Polaris 
Moon Cresta * Qix * King & Balloons * Space Firebird * Asteroids * Gorf * Battlezone 
Berzerk * Megattack * Scramble * Super Cobra * Defender * Crazy Climber * Galaxian 
Wizard of Wor * Space Zap * many others also available 


6424 Frankford Avenue = 
Baltimore, MD 21206 


301/485-3700 


COLUMBIA VENDING SERVICE INC. 


SSS SPSS ssp, 


Z —ARCADE FOR SALE— 7 MINI GAMES 

G e In business for 60 years G MINI PRICES 

y/ 8 

y + 92 pisces af aaalunieat G Centipede........ $ 995 
Ye 2,500 square feet Y Dig Dug ......... 995 
Y : Z || Donkey Kon 895 
Ze High tourist traffic area 7 onkey 

Y Z 

Z ° Located next to beach & pier Y Jungle Hunt ...... 1395 
Z e Long remaining lease Y Ms. Pac-Man ..... 1445 
Y Y Pac-Man Plus..... 1095 
Y A SACRIFICE AT Z || Robotron ........ 975 
Y $160,000 Z || Stargate......... 745 
G Z || Turbo........... 1745 
y Serid Inguiliee. ton Z LARRD 6 cos des as 745 
Y Y All original games (Street Ready) 
Y Playland Arcade y ee ee 

Y Y Limited Quantities 

Y : 175 Pomeroy Y U-NEEK ENT Plymouth, Meeting PA 
% Pismo Beach, CA 93449 7 ‘ 915/828-2330 
y, Z / 
ZARA. - 


MU eT 


Marquees @ Overlays 
Power Supplies ¢ Joysicks 
Used PC Boards 


Y. C. ENGINEERING 
615/793-9142 
Telex: 53-4623 
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Excellent Condition 


GAMES FOR SALE 


Anteater (kit).......... $ 100 
Armor Attack ......... 244 
Asteroids............. 250 
Asteroids (ct) ......... 250 
Asteroids Deluxe ....... 250 
Asteroids Deluxe (ct).... 250 
Baby Pac-Man ......... 1595 
BAGO 6 i s2555 58055 20 1295 
Battlezone ............ 295 
MOIIE £35 ois ean 595 
Bubbles .............. 1195 
BurgerTime ............ 995 
CAVUSO ices as Ce Cie 495 
yt | a errs 595 
Centipede............. 1295 
Champion............. 1795 
Congo Bongo .......... 1495 
Crazy Climber ......... 395 
Defender ............. 495 
Di DUO oss k4G eee 895 
Donkey Kong .......... 895 
Donkey Kong Junior..... 895 
Dragon’s Lair.......... call 
Eagle (mini) ........... 395 
Extra Bases........... 595 
POR Cy e.cod xo hl a call 
Food Fight............ 1295 
J. ere 895 
Front Line ............ 1795 
OMGSs oak sds Se eee 1695 
Geanian « . 6a. 6% aveees 495 
OEE 0.5.4 ona ve eae ee 445 
PEIOl 6 on ec eh eee 695 
BVENOS 6 5.Ga-es ose 1595 
SOUTHOY 6565 os Se 1295 
DOUSE kik os Seen 1345 
Jungle King ........... 1295 
MONGOIOG . . cs o5445e Geo 695 
UU sk orskc ne We eee 1695 
LOSt Temh.. .ovkeahaooe 695 
Mad Planet ........... 1295 
MSO0S 3 6.44 olen ee 1295 
Mazer Blazer ........... 995 
Millipede ............. 1895 
Missile Command....... 395 
Monster Bash ......... 895 
Moon Cresta .......... 495 
Mousetrap ............ 395 
ie. Ue! :. .cuad bhi eee 995 
Ms. Pac-Man .......... 1595 
Omega Race .......... 395 
PaC MeN ass cine oale ane 1195 
Pac-Man Plus.......... 1295 
Pac-Man Plus Kits ...... 125 
a | eee 595 
PROOWIN . 6: 6w cee 495 
Pleiades.............. 445 


Pop Flamer ........... $ 595 
doi See ee 995 
PRON ve Ac ass EA 1645 
DU ote eas eGR 8 aad ce 2% 395 
Radarscope ........... 345 
Ut) a nh aoe ae 795 
WR iia, heh Pi otc Sys 345 
EMER ccs 6 bes 895 
Satan's Hollow......... 1295 
SCLAIMNUIG obscene wes 495 
Seawolf ll ............ 395 
DIMGIME i Sicha et b cece 1095 
Solar Quest ........... 295 
Space Duel ........... 495 
Space Dungeon ........ 495 
Space Firebirds ........ 495 
Space Invaders (ct) ..... 295 
Space Invaders Deluxe... 295 
Space Wars........... 195 
DOUG So oi oe halos 245 
Star Castle ........... 175 
UGE WOOK. sac hae soe's ce 1295 
Star Trek (4@ 3 2.5.55: 1495 
te POS iG he stan 2495 
DUMP, ova, ks bas vs 595 
Star V (cockpit)........ 695 
Super Breakout ........ 295 
Super Pac-Man......... 995 
Super Rider ........... 695 
Swimmer ............. 895 
TO SOM Gav wit's 0s as 795 
Tempest ............. 445 
WRGSENG iG se oes vce 345 
THONG Pee oe eae 1695 
RON tas he ord do Bee a 995 
Tutankham............ 795 
i ee rr 445 
Warlords (ct).......... 295 
War of Worlds......... 195 
Wizards of Wor ........ 395 
ROUSE hies oes ok 1795 
EMENOWG 2S 6 Gs Seb iens ¥ 5 795 
Zaxxon Super.......... 995 
PONG Soe oo ee ok @ 695 
re ge |. (er soe, ara 350 
Zoo Keeper ........... 1295 
PINBALLS 
Black Hole............ $ 595 
Black Knight .......... 995 
CAaVOMOW 26 ec ccc sce. 995 
Flash Gordon .......... 495 
Flight 2000 ........... 495 
Haunted House......... 795 
MV BOVOEN nce ds phe 295 
Laser Ball ............ 295 
RMN fe a G6 iw era's 395 
BEE fae a. ee eee 595 
PeC MON. vs ck ck eee ss 695 
Rapid Fire ............ 295 


Please call to be put on our mailing list! 


Call 301-340-6844 
Putt-Putt® Golf & Games 
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1010 Rockville Pike, Suite 204A, Rockville, Md. 20852] 


| 2-Player 


SPECIAL PRICES ON KITS 


WHOLE 
KITS GAME 

Data East DX-1 System Call 
Lost Tomb (used) $ 195 $ 495 
Pac-Man Plus 235 1395 
Pop Flamer (used) 195 495 
Zoar (used) 195 495 
Beezer (used) 195 495 
Macho Mouse (used) 195 495 
Black Widow (new) 295 895 

Bump ‘n’ Jump (new) 695 

Guzzler (new) Call 

CVS System (new) Call 

Rock ‘N’ Rope (new) Call 
Mr. Do! (new) 495 1295 
(new) 

Mario Brothers (new) Call 
Star Trek (new) Call 1195 

(like new) 
Nibbler (new) 545 
Elevator Action (new) Call 


* BUY 10 GET 1 FREE 


eek KE KERR RRR KR KR KR 


GAMES 
—Big Price Reductions— 
WS, PRO-WOR oso ue eda Mae 0 ok $ Call 
cde | TEE Pe ek pe ee 895 
Mazer BiesGF skies ok bod edo 995 
PUNO «osc reeked bs das as 1495 
Dae IROL o.. 65 eee ta se ac. 595 
eat: SOGWOR ics va oS el oe we Call 
Pron, C68 y oc Geena eee eee ote. Call 
SUSUMD cv akg eee wae Call 
MRT. cel eee ee tea Soap aio as Call 
RNG. SIA Fe ee es Call 
MAURO of Dee a iw eae 125 
PAG-WON PINS ives cag dati sik we wR 1295 


Coin Machine Distributors, Inc. 


425 Fairview Park Dr. 350 Thorens Ave. 
Elmsford, NY 10523 Garden City Park, NY 
914/347-3777 516/294-9490 


305 Murphy Rd. 
Hartford, CT 
203/278-6626 


11800-14 Industriplex 
Bivd., Baton Rouge, LA 
504/291-5050 


FOR SALE— 


|Millipede...... $1395 Centipede ..... 
,Mevious....... Quantum ...... 
|Arabian....... Sinistar....... 
'Robotron...... 


© a w @ @6 


‘Baby Pac-Man .. 
:Journey....... 

Kozmik Krooz'r . 

Mazer Blazer 
|Video Gun..... 
' Donkey Kong... 
| Turbo (sd)..... 
' Turbo (ur) ..... 
| Star Trek 


eee ew ee eee 


e © « © e @ 
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Cosmic Chasm . 
Front Line..... 
Donkey Kong 


Star Trek 

Cockpit Model. . 

Congo Bongo... 
Whirley Bucket Skee — 
Ticket Model... 1125) 
Defender 
(Flipper) ...... 


| Leprechan/Desert Race 
| & Pirates Treasure 
| Moppet Videos . 825 


Marksman Rifle. 875 


Call or write: New Orleans Novelty Co., 

3030 No. Arnoult Rd., Metairie, LA 

70002. NOTE: TOLL FREE NUMBERS— 

In LA 800/227-9383; Outside LA 800/ 
343-6224; Local 888-3500. 
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Locations through- 
out the United 
States. Videos and 
Pinballs always avail- 
able at good prices 
from our chain of 
game rooms! 


— 


Growwos 


QOLF # GAMES. 


Ser POR 
ELECTRONIC GAMES 


Two-week course covers video and pins. 
By Schematics! Our 11th year! 

CAL'S COIN COLLEGE, P.O. Box810, 
Nicoma Park, OK 73066. 405,/769-5343 


—USED— 
PC BOARDS 


e TOP GAMES 
e BEST PRICES 


Call Leslie: 


916/293-0087 


PROMOTING YOUR GAME CENTER 
The complete reference book of ideas to 
build profits. Send $10.00 to: Business 
Builders, P. O. Box 209, Cupertino, CA 
95014. 


cone) aes } ce } ae}! aes J ssa Pe ) ae) sme ) ame) maa, 


" ANNOUNCIN 
THE 


NATIONAL VIDEO 
NEWSLETTER 


offering a WEEKLY report on: 


e Actual Nationwide Weekly 
Earnings On The Top 150 Videos 


e Actual Nationwide Weekly 
Earnings On The Top 25 Pinballs 


e New Product Review And Ratings 
e Weekly Video Game Index 


o 


FOR SUBSCRIPTION INFORMATION 
& FREE SAMPLE COPY CALL OR WRITE: 


The National Video Newsletter 


P. 0. Box 10672, Pensacola, Florida 32504 
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Call or Write: 
Shelley Smilen 


Malibu Grand Prix Corp | 
21300 Califa Street : | 
Woodland Hills, CA | 
91367 

(213) 703-0022 

(800) 423-5487 


| COIN COUNTER/WRAPPERS| 


Wy 
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FREE 
SAMPLES nb 


The easy way to count, wrap and reuse 
coins. Save time. Cut tedious hand 
work. Transparent. Reusable. Write 
for FREE SAMPLES. 
Nadex Dept. 3005 
220 Delaware, Buffalo, NY 14202 


o GD ¢ GD ¢ GD 0 GD ¢ GD 0 GD 6 GD 0 GD ¢ 
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ROUTE CLEARANCE SALE 


Donkey Kong ............. $ 450 
} Donkey Kong Junior ........ 450 
§ Ms. Pac-Matc oo) saa oss « 1450 5 
ie Super Pac-Man ............ 995 , 
Joust. 2406S a ens +. 850 
Defender |... 2 See ek 350 
" TVW... 2s: ccs eed 525 
"y Big Dag... 964 eee eee 650 
Stargate)... sce 375 
B Robotron ...6 &. 6 &)eee 950 b 
"y Continode .....4 4 sc< eee gues 1100 "y 
i PAC-MAN PLUS KITS MIDWAY 
MANUFACTURED $100. i 
**30 DAY WARRANTY** 
i B & B VENDING F 
1560 Edison St., Dallas, TX 75207 
Y (214)747-0041 i 
} OFFICES IN: Dallas; Midland/Odessa; 4 
} Amarillo; El Paso; and Oklahoma city 
pT DIR Do Pon Soe We NTR OS HSK SK TSR TSR 
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IS IN STOCK NOW 
AT’ 


CALL: 
Houston, Texas Anniston, Alabama 
713/531-0465 205/831-8540 


Call Now For: 
SAME DAY SHIPMENT 


HUGE PARTS INVENTORY 


NOW IN STOCK 
Journey $2495: Pole Position (u/r) $3195; 
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—PLENTY OF: 
Ms. Pac-Man Domino Man Super Pac-Man Time Pilot 
Galaga Popeye Centipede Joust 
Pole Position Satan's Hollow Lady Bug Xevious 
Sinistar BurgerTime House of Cards Baby Pac-Man 
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YOU NAME IT - WE'VE GOT IT! 


— ABBEY AMUSEMENT, INC .— 


The Operators Distributor — WE CARE! 


Sarasota, Florida 
813/351-3797 


e Roms & E Proms - Burned & Shipped on Date Ordered @ 


* Used & Reconditioned Equipment — All Legal Kits 
Always in Stock — Huge Inventory — Ready to Ship! 


KR KH HH MK HK HM MK KK KKK MK KKK MK KKK KEK KK 


** ANYTHING YOUR ROUTE DESIRES! ** 


+ 


Zookeeper $2095 


Millipede Looping 
Front Line Nato Defense 
Q*Bert Bubbles 


Jungle Hunt Thief 


+ & tt + et tH HH HE HH HH HH HH HH H EH HH HH OH HH HH OH OH OH 


EEE LT LLL LLL LLL LLL LLL Less 


LOWEST PRICES 


WE NOW DISTRIBUTE IN THE INDUSTRY be 


COLOR MONITORS =: | Bubbles ................ 


Defender ............... | 
19-inch & 13-inch 


GULUGDORUOUACORGAEGGCAGGUDECRARAGEEREEESS 


Donkey Kong. ....5...2.. 
Donkey Kong Junior..... 595 


MFPs yd sk Reh 1195 
Joker Poker 4in1....... 1195 


oe5eeee ef ee © © © @ © @ @ 


CALL US FOR THE BEST 
PRICES. WE ALSO HAVE 
ALL LEGAL CONVERSION 
KITS AVAILABLE & ALL 
: CONVERSION SUPPLIES. 
SUZ0 JOYSTICKS 


with micro-switches 


POWER SUPPLIES 


Missile Command ....... 

WEE BIOL dicta ch oected-ha der 1095 
Onveta Race ii on as ees ees 295 
Omega Race (sd) ........ 395 
Pac-ian Pigs ok 6. es5s as 1095 


ThsHoseMuspey 
V ARCUATE. gs ce ek eee eed 
DEEN So a Bak 795 


For more information contact: 


Mr. Smith at 205/591-2323 


$00 VALLEY DIST. 


: 440 6th St. N.W., Sioux Center, 1A 51250 
: (712)722-3807 


Corneccoucccenaces eocete COCCCUCCCCOLCCCOCUCCCCUCUCCCOLLL ULL LLLLLL tateene cosceees CCcenadersccesacagneny = 


126 
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WE’VE GOT EM!! 
ee 


SCORE UNIT Vas . 
WIPER ASSEMBLY 
For Shuffle and Bowling Alleys 
7-Finger Type 


Ref. No. C-7326-7 


i 

y 

p 

R 

y 

2 

y 

B 

D 

$19.95 each y 
(On Prepaid Orders : 
y 

p 

R 

R 

2 

y 

i 

D 

y 


SAMA 


We Pay U.P.S.) 


DISTRIBUTOR INQUIRIES 
WELCOME 


Syracuse Coin Machine 
Exchange, Inc. 
19 Eastern Avenue 
Syracuse, New York 13211 


* 315/432-1932 * 
ROK NIK SK NSE NSE NS NS SSR OSE SENSES: 
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i ' 
} * LOCATION READY * | 
| NEW & USED GAMES j 


| CONVERSION 
‘ Time Pilot Ms. Pac-Man y | | 

y Turbo Buck Rogers ia 

i, Pole Position Stargate i | ud U fel CTI @ RZ | 

é Millipede Jungle King Vi 


ee 


ey 
v Kangaroo Mr. Do! i 
i Dig Dug Defender /\ 
' Pac-Man Plus Lady Bug Vy 
V ra 
iho athaang damage FINALLY, A CONVERSION KIT FOR 
IN \ | 
‘ san Ball mil Poca Mu Defender e Berzerk 
“ Deluxe ace Due i: j tae 
: Ratt idtille "’ Penua r Wizard of Wor ¢ Missile Command 
Gravitar Super Zaxxon |) : : 
' Saicws Hollow Monn Patial 5 $$ Turn that useless piece into a money maker $$ 
 Baisches KIT INCLUDES: 
( * CALL FOR CURRENT PRICES * ' 
\ ' PC Board, Marquee, Control Panel overlay 
ii Complete repair service/ i with lighted button and instructions. 
i Legal Conversions i $695.° 
LEARN TO REPAIR VIDEO GAMES a 
Te sachets ica hie CLOSE OUT ON KITS 
\" 
f CPI AMUSEMENT : Data East system . $1095 te ree $ 545 
i East Windsor, NJ ; (can go on any color game) Nibbler renee ees 595 
; — 609/448-0008 — M Graplop......... 395 Bump n Jump... 595 
ee A 5 Pro Bowler ...... 395 Super Rider...... 450 
LICCSABSESITISSBESSTIICES prcencna OE Sa ere 395 Pop Flamer...... 495 
Mario Bros....... 645 Pac-Man Plus .... 195 
Star Trek ....... 795 (special) 
Merit Pitt Boss... 1695 


7 amp Asashi power supply quantity 
1-9 $39.95 ** 10 or more $34.95 
e Color inverter board for Donkey Kong and other negative logic 


games will correct colors when converting imported monitor games 
$19.95 


Conversion interface board (a real time saver)—slide new board 
into , solder other side, cuts your time in half 
$6.75 


COMPUTERIZE YOUR 
ROUTE OR ARCADE 


only $89.9° 


(MI res. add 4%, C.O.D. add $5.00, 
Master Charge / Visa accepted) 


Compatible with Commodore 64, 
Apple IT, or I.B.M. 
(Must have disc drive, printer optional) 
FEATURES: 
Games Listing 
Location Listing 
Collection Report 
Location Data Report 
Parts Inventory Report 
Operating Statement 
Send $8. For Copy Of 
Full Documentation 


VIDEO DEPOT INC. 


33272 Hampshire, Livonia, MI 48154 


313/421-5609 


Asashi “Cadilac” joystick metal frame—not plastic—thick steel 
on shaft. 4 way or 8 way. Dust proof cover protects board switches 
$16.95 


FOR BEST CASH PRICES CALL: 


GALAXY DISTRIBUTING 


4210 S. Peoria 


Tulsa, Oklahoma 74105 


918/749-0915 
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PS100EL POWER SUPPLY 


IDEAL FOR CONVERSIONS 
ALL POWER FOR GAME IN ONE UNIT 


+5 VDC / 5 amps 6.3 VAC (for panel lights) 
-5 VDC / 1.5 amps 1.5 amps 
+12 VDC / 1.5 amps 115 VAC (for monitor) 
1.0 amps 


12 ft. attached line cord @ fused imput ¢ on-off switch ¢ unswitched convenience 
outlet © built-in RFI filter ¢ 115 VAC output ¢ cuts down on labor cost ¢ rugged & 
dependable © made in USA ¢ custom modifications upon request ¢ 6 month warranty 


* FOR FURTHER INFORMATION CALL OR WRITE: 


RHK TECHNOLOGY INC. 


209 Voorhies, Pontiac, Michigan 48053 


313/858-8958 


3 MUST SELL AT AUCTION PRICES! : : 


> ae LOW COST 
a) ar LIFE INSURANCE 
oe FOR AMUSEMENT 


somone : INDUSTRY MEMBERS 


i ae : Non-Smoker/First Year Annual 

Reif + H Premium for $100,000: 
So a ee D age: 35 - $96 
cee cere : 45 - $139 

pes 55 - $261 


Plies ee wa 4 2 : call: 212/245-4497 (collect) 


or write: EBS Group 
250 W. 57th Suite 1229 
New York, NY 10107 


s Ardac Coin Changer ... 1095 
MINUTEMAN VENDING 


312/627-6055 


PILI TI 


** We Underwrite As High As $10 Million ** 


—FOR SALE— LARRY CAPLAN SIGN CO. 
FAMILY 11613 Reisterstown Road 
VIDEO & BILLIARD PARLOR — P.O. Box 218 
“in beautiful Bend, Oregon” Reisterstown, Maryland 21136 


$128,500 CASH da 


cee 300 LETTERS 


. HOETWE « STEEL STAND 
e $30,000 net & growing con Oy nee 


e Price subject to new games + a _ BULBS 


150.00 DEPOSIT 
Arnie Swarens, Town & Country Realty 


P. 0. Box 587, Bend, Oregon 97701 301-833-5941 
** 503/382-3333 ** Without Arrow $359.00 


BELITA 


Lightweight portable 
COIN COUNTER 


BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 
Manual or Electric 
AUTOMATIC STOP 

INEXPENSIVE 
COIN TRAY SUPPORT 
BAG HOLDER 
FAST 
ONLY 9 POUNDS 
e LONG LASTING 
R.H. BELAM CO., INC. 


1 Delaware Dr., Lake Success, NY 11042 
916/488-5600 
800/645-6573 


(Visa or Mastercard welcome!) 


MONITORS 


a a 


High Quality 
Best Value 


Stock In 


Keak KREKR RK KR RR KR RR KEE 


ALGOL TECHNOLOGY, INC. 


San Francisco New York City 
415/364-8314 516/567-6854 
Chicago 
312/441-7666 
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[> ALPHA-OMEGA SALES 


Let Frank “The Crank” repair your boards, monitors 
& power supplies THE RIGHT WAY!! 
Game Specialists ¢ 24 Hr.Board Repair 


@ We fix laser discs. 
e Call for low prices on the HOTTEST new games. 


NEW GAMES 


Chexx Hockey Crystal Castles 
Rowe BC 35 MC Rowe 87 Jukebox 
Pool Tables 


MONTHLY SPECIALS 


Greyhound 104 Video Card Games/Countertops in stock!!! 
8 in 1 - $1895 
3 in] or 4 in 1 - $1475 


CALL FOR OTHER SPECIALS 
CLOSEOUTS - New 


[PROM 24's pis BIKA Ti a ee os THGO. SHUNT heres Be ese 1495 
OIA POM see eis eee Ss 875 Congo Bongo................. 1595 
DOMINO MAR leek oe eres ee es 875 | ee OF rn Pee ae 1695 
Mane BIOS | nes es pew ees vO 1295 LOG RGGOF 6 6 Stes ce 1695 
| ee ee ee ee ee a eee $1395 


CONVERSION KITS 


Mr. Gols. Castio... 0.0605 isos: call Roc ‘n’ Rope................. 625 
Rt Ot <5. s oath d eae we ee es Gan Stat 6. 5 ans se ee cee 850 
OWES 5d re ek ee fau° Nelo BIOs... Co os oo oh ce 795 


LOCATION READY SPECIALS 


(No crating charge/30-day warranty on logic, monitor & power supply) 


Asteroids.......... $ 195 Kangaroo.......... 495 Space Duel......... 450 
Asteroids Deluxe .... 195 RiGhMan «6.4 tik 6 ae 695 Space Firebird ...... $ 395 
Astro Blaster....... 395 Millipede .......... 1695 Space Invaders ..... 200 
Baby Pac-Man ...... 1595 Missile Command.... 445 a a 795 
eee ee 1295 Moon Patrol........ 1295 Super Pac-Man...... 1395 
OIPQUK §. 5 haves O08 495 Moon Cresta ....... 495 Time Pilot ......... 1695 
Blue Print.......... 495 Me. Dol. 155854 44 Se 1295 Tournament Soccer .. 295 
COVDRE oc wes 495 Ms. Pac-Man ....... 1595 WOR eee et 895 
Centipede.......... 1295 Omega Race........ 495 Van Guard......... 495 
Congo Bongo ....... 1595 Omega Race (mini)... 495 i ee ere ee 1295 
Crazy Climber....... 495 PacMan. 4455 gute 1095 Wizard of Wor 

Defender .......... 595 POGOe rei wanes See 695 (u/r & mini) ........ 495 
i 8 eee eee 895 Phoenix ........... 695 EE ee 895 
Donkey Kong ....... 895 Pole Position ....... 2495 ORG Sel Sa ane eS 795 
Donkey Kong Junior.. 895 La, er. ee 1395 Zoo Keeper......... 1595 
Be iia ices 1795 CORE wine Fk peel ee 1595 

Football........... 200 ae eae ee me 495 PINBALLS 

dl ee er ee 495 Robotron .......... 1295 Black Knight ....... $ 495 
PIGS fexk cue iss 895 Roc ‘n’ Rope ....... 1495 Mr. & Mrs. 

Galexian os io ca ue. 495 Rowe BC 25 MC..... 1995 Pac-Man........... 895 
i Perera ee 495 Satan's Hollow...... 995 Silverball .......... 595 
Gravitar 2.366465; 650 Sinistar ....... tae $498 ROMBG hk eh es es 695 
Jack the Star Castle........ . 295 8 Ball Deluxe ....... 1295 
Giant Killer......... 495 pr Many others 

Jungle Hunt ........ 1195 etalk cidiualants: as is—$200 ea.— 


Jungle King ......... 1250. SPECIAL: | 
-900 tokens only 5¢ each. & .882 @ 6¢ each 


OUR REPUTATION IS SOLID GOLD!!! 


A DIVISION OF 


Edison, New Jersey 08837 
201/738-1800 
Call Frank or Joe 


Serving the U.S. since 1969 
Frank “The Crank" Seninsky 
PRESIDENT 


(Play Meter's featured technical writer) 
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3 Coral Street ALPHA-OMEGA AMUSEMENTS, INC. 
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LIQUIDATION 
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SALE 


eee KR 


EVERYTHING MUST GO 


kek kK 


American Mfg. Co. 


Coin-Op 


WEIGHING SCALES 


(Cost $425 new) 


SELLING FOR $125 
Completely Refurbished & Painted 

° Maintenance Free 

® Quantity Discounts 


j 


Video & Flipper Circuit Boards 


FOR SALE 


SSNS 


SS 
Used scale parts & supplies 


FOR SALE 


All shopped & in excellent condition! 


i 

j Southern Carousels Corp. 
‘ P. 0. Box 8301, Greenville, SC 29604 
' 


803/271-0703 


ED © GND ¢ GED ¢ GD ¢ GED ¢ GED ¢ GD 6 GD ¢ GD 0 GD 0 GD 6 GD 0 GD 
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CONVERSION 


KITS 


sales & installation 


MONITORS 
CABINETS 


lso. Transformers 


Power Supplies 
ALL Game Parts 


Complete PC Board 
and Game Repair 


NA 
RNS 


Sunshine Amusement Dist. 


Palm Bay, Florida 
305/724-8388 
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NEWS BRIEFS .... 


Williams Electronics will withdraw from the Amusement Game Manufacturers Association 
because it doesn’t believe the association is accomplishing what it was intended to do, said Williams’ 
Ron Crouse. Williams has been perturbed over the growing budget at AGMA and is also uneasy with 
the association’s decision to hold a trade show within a couple of weeks of the Amusement Operators 
Expo. Williams now joins Mylstar (formerly Gottlieb) as major coin-op game manufacturers who are 
not members of AGMA. More details will appear in the November 15 Play Meter. 


Operators in Delaware, Ohio, will save $10,000 in taxes in 1983 due to the elimination of a5 
percent gross receipts tax on all coin-operated amusements. City Attorney Robert Coldren said the 
tax, in effect since 1950, was on shaky legal grounds because “some” consider it an income tax, and 
the city can legally establish only up to a 1 percent income tax without a vote of the populace. 

When asked if operators had requested rebates of the taxes they have paid since 1950, Coldren 
said “no.” When asked if the operators might have a legal right to such rebates, Coldren answered 
“no comment.” 


Banner Technical Trade School will offer a course on the operation and maintenance of laser 
disc units within its Electronic Game Repair course, a five-day seminar and workshop currently offered 
throughout the Eastern United States. James Calore, the designer of the course, is publisher and editor 
of Star Tech Journal, a technical monthly for the amusement industry. 


Peter J. Curnin has been appointed executive vice president of Digital Controls, the Norcross, 
Georgia, countertop video game manufacturer. Curnin spent 23 years with IBM. He Is expected to add 
expertise in the areas of corporate planning and finance. 


The Warren Corporation of Stafford Springs, Connecticut, has begun marketing billiard fabric. 
To move the new product, the firm has hired Don Canfield Jr. who held a similar position with J. P. 
Stevens & Company since 1972. 


The Federal Aviation Agency has approved video game “trays” for use during commercial 
flights, clearing the way for airlines to begin offering game trays to passengers in early 1984 for in- 
flight entertainment. The games will use liquid crystal display units (LCDs) like those in pocket 
calculators. Canadian Pacific Air has completed in-flight testing of the system and is reportedly 
prepared to incorporate it in its package of customer services. 


The latest gimmick being marketed by the man who popularized the pet rock is a Video Game 
Smasher, a plastic hammer with an accordion-like head that doesn’t cause damage, yet provides an 
unskilled player with a way to vent his frustrations. The product is a creation of Brett Kingston, author 
of the Student Entrepreneur’s Guide. Kingston said the hammer might replace youths’ current practice 
of “whacking away at the machines.” 


The Yankee Group, a Massachusetts market study company, predicts there will be 28.5 million 
video game consoles in operation in America by 1985. Twelve percent of those will be equipped with 
telephone modums for two-way communication. 


——————————————————— 
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. “THE REDEEMER AND THE PROFITS” 
» 


er 
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You don’t have to be a prophet to figure out why our industry needs a profit-builder. 
That’s why the redeemer is creating such a stir. 


VALUE ADDED 


Nothing saves sagging game room profits like the added value of merchandising. And 
nothing excites players, rewards skill and boosts play like redeemable coupons. That's 
where the redeemer shines. 


We have documented increases of 1|OO% or more per game, when these ticket 
dispensing miracles and a corresponding redemption center are added to a typical 
game room. With one quick installation, you can offer more reward for playing a game 
and keep players at that game, trying to accumulate tickets, and win prizes for high scores. 


CARNY SAAVY 


Step right up! the carnival offers color and excitement, a 
chance to win a plush stuffed animal, a small appliance, 
even a television for trying your skill. That same sort of 
carny spirit can enter your game room and help 
transform it into a family fun center. 


Exciting prizes stimulate play and reward spending in 
ways that keep the players coming back for more. And 
best of all, we can tailor a package that fits your needs, 

and help you SAVE your games and redeem your profits. 


Let the Game Connection help you design your own 
starter kit today: Redemption Center (free standing unit) , 
showcase , personalized awning, complete starter 
inventory, a how-to book to help you set up and 
: merchandise your redemption center, ticket dispenser 


INTERNATIONAL INC. 


: ‘ ; ‘ : 2774 E. Fourth Ave. Columbus, Ohio 43249 
with stock tickets (personalized tickets optional). 1-800-848-“GAME” (Ohio) 1-800-282-5414 
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© 1983 Atari, Inc. All rights reserved. 


CAN YOU QUALIFY 


ONLY IF YOU HAVE 

POLE POSITION. 
IF YOU DON’T, B 
GRAB ONE FAS 
POLE POSITI 
WILL LEAVE 


AT THE BAC 
THE PAC 


ETTER 
@e@@ OR 
Nil 
OU 
OF 


tf 
Hi 


Ni 


A Warner Communications Company 
* 


Drive it at AMOA Expo ’83 in New Orleans. 


*Pole Position and Pole Position Il are engineered and designed by Namco Ltd 
Manufactured under license by Atari, Inc. Trademark and © Namco 1982, 1983. 


